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VA COMPRESSOR BODY 
IS VITAL PART IN GENERAL ELECTRIC 
AIR CONDITIONER ths crawx partis « 


new concept in powder metallurgy techniques . . . engineered to meet 
requirements of GENERAL ELECTRIC’s new compressor design 


This large, complex shaped compressor body which 
is employed in air conditioners manufactured by 
General Electric is an outstanding example of a 
GRAMIX part engineered and produced to 
exacting specifications. As in all GRAMIX 
products of powder metallurgy, the alloy 


was created to meet exacting physical 












properties required in this particular 
application. Correct briquetting, 
controlled sintering procedures, 
precise finishing operations and 
rigid quality control throughout 

the manufacturing process assures 
General Electric uniform, depend- 
able GRAMIX parts. The produc- 
tion of this body as a product of powder metallurgy 
has also enabled General Electric to effect important 


design changes in their air conditioning units. 





This part is shown full size. Actual weight: 2% Ibs. 


LOM: 


[memwoaer 





Write today for these helpful engineering manuals. Engineering Bulletin No. 18 covers 
design and metallurgical requirements and alloy selection of GRAMIX bearings. 
No. 19 contains facts about GRAMIX Machine Parts and No. 21 contains general 
information on GRAMIX products from Powder Metallurgy. Get your copies now. 
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Century motors provide continuous 
operation for oven conveyor 


Eight Century 2-horsepower, squirrel-cage, totally- 
enclosed-fan-cooled motors accelerate materials onto an 
8-deck feed-in conveyor at precise feed-in speeds. 

At the end of this conveyor system is an oven. Mate- 
rials must enter this oven at continuous speeds, and 
materials must be delivered to the oven constantly 
during each plant shift. A comparable 8-deck conveyor 
system is at the other end of the oven to remove the 
baked materials for cooling and stacking. 


These eight Century motors assure the continuous 
flow operation pictured here. Top-quality Century 
motors provide the dependability required for long 
hours of stop-start operation. 

Your Century sales and application engineer, a full- 
time motor specialist, can help you choose the right 
motor for your needs from Century’s full line of from 
1/20 to 400-horsepower motors. Just contact him or 
your authorized Century motor distributor. 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 
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~wlin 
BRASS 


The letterheads have been 
printed, signs made...and here 
we are wearing a new name. 
But in the mills things go on 
pretty much as they always 
have. We’ve put in some new 
machines and broadened our 
line... but essentially it’s the 


(Brass sales headquarters at East Alton, Illinois) 
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people at Western (oops!) 
Olin Brass that really make 
the product. They care. That’s 
the “Tailor-Made” approach. 

If you’re an old customer 
you know what we mean. If 
you’re not — ask one of our 
users. Chances are he'll tell 


you the uniform quality and 
individual engineering of his 
metal has managed to save him 
money in inspection, fewer re- 
jects and less lost time. 

Olin Brass can do the same 
thing. 

We're the same folks. 


Fas 
METALS DIVISION Olin 
400 Park Ave., New York 22, New York, 
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...except their availability and ultimate cost to you. 





Elastic Stop nuts come in hundreds of shapes and sizes. We nections or precise adjustments, Elastic Stop nuts are the best, 
have illustrated just a few to show you it is possible to choose lowest priced, reliability insurance you can buy. And in figur- 
a nut shape that will make your assembly job easier and faster. ing “true costs” the final figure should never be based on initial 
How can you always be sure you have the real thing? price alone. Value analysis has repeatedly demonstrated that 
Easy! The unique, instantly identifiable red nylon locking product breakdowns or serious field service problems attribut- 
insert is your clue to an Elastic Stop nut’s special brand of able to fastener failure easily cost more than the modest price 
shakeproof, shockproof locking performance. Once you see of an Elastic Stop nut. The ultimate cost of stop nut quality 
“the ring of reliability” you know that this locknut is going and performance can make them today’s “best buy.” 
to stay put... on any bolted connection ... for as long as you ESNA’s 30-year background in design and production of 
want it to stay! It will not come off until it’s wrenched off, self-locking nuts assures you the most complete line in the 
and then it can be reused fifty or more times business. For complete flexibility to meet your size, shape or 
If your product’s performance depends on tight bolted con- volume requirements call on ESNA. 


ELASTIC STOP NUT CORPORATION OF AMERICA 


2330 Vauxhall Road, Union, New Jersey, Dept. S$64-815 
for the ring of relrability 
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A New Approach to Purchasing Problems 
A mathematical technique called the queuing theory can 
be used to solve many complex purchasing problems. 


Government Cracks Down on Inventory Reporting 
P.A.’s responsible for inventory reporting will have to 
comply with the government’s new regulations. 

How to Spot a Good Salesman 
A top purchasing executive outlines the characteristics 
he feels are important in a good salesman. 

Sales Talk: Fact or Fancy 
Here’s how the courts rule on cases involving misrepre- 
sentation and sales puffing. 

Plant Tips for P.A.’s 


A photographic tour of some Timken Roller Bearing plants 
features ideas you can adapt for use in your own plant. 


Three Ways to Keep Inventory Down 
A P.A. for a plant far from his regular sources worked 
out a way to have vendors carry his inventory. 

Public Relations in Purchasing 
A switch to centralized purchasing often strains vendor 
relations. Here’s how one P.A. solved the problem with : 
skillful public relations program. 

Cut Costs on Small Shipments 
Shipping small packages by bus can cut your freight costs 
and save you time. It’s worth looking into. 

Forms Forum 
Samples of interesting forms used by two companies. 


Business News Analysis 


Pulse of Business ... Washington Report .. ait 
Straws in the Trade Wind .. Special Commodity Report: Nickel 
Sales, Inventories, Orders Purchasing Follow Up ; 

The Trend of Prices 7. 


Regular Features 


Information for Your Catalog Files .. Products and Ideas 

Letters to the Editor ..... Office Equipment and Supplies 

Purchasing People . ye Association News 

F.O.B. News 

Calendar of Coming Events ....... Industry 

Purchasing Pointers Book Review 

Editorial: Centralized Defense Employment Service 
Purchasing ..... 7 Index to Advertisers 
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C-M Business Publications, Inc., subsidiary of Conover- Mast Publications, Inc., at 440 Post Road, Orange, Cenn. 
Editorial and executive offices, 205 East 42nd Street, New York 17, New York, Volume 51, No. 4. Subscription 
rates: United States, U.S. possessions and Canada: $4.00 per year; single copies 75 cents; elsewhere, $15.00 per 
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ANOTHER REASON FOR CHOOSING 
OWENS-ILLINOIS CORRUGATED BOXES 
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How Owens-Illinois corrugated box plants 
are located to serve you 


MR. STRONGBOX 


LOCALIZED SERVICE FROM: 


Atlanta, Ga. Long Island City, N. Y. ; 

Aurora, Ind. Los Angeles, Calif.’ Whether you have a single or multi-plant operation, we are located 
Bradford, Pa. Madison, Il. to serve you. It takes only a telephone call to place our services at your 
Bristol, Pa. Memphis, Tenn. ; : % ei E : 
Chicago, II. Mercedes, Texas disposal, whether you need a specific corrugated box design or general 
Dallas, Texas Miami, Fila. counsel on your shipping problem. 

Detroit, Mich. Milwaukee, Wis. i Can 
Flint, Mich. Minneapolis, Minn. You see, Owens-Illinois means localized service . . . on a national 
Jacksonville, Fla. Newark, N. J. scale A am) ; ie > a ee ms ? nae 5 
: —* SsCale, t evel an Ol LU : ; »S1g ng CTS, § *Clal- 
Kansas City. Mo. Oakland, Calif.* cale. A y plant you'll find highly skilled design engineers, special 


é Salisbury, N. C. ists in the field of corrugated boxes. We have no stock answers. Our 


Why not get in touch with the Owens-Illinois plant nearest you? 


Tide aleate ase epetated & approach is to best serve your needs. 
National Container Corporation 
of California, subsidiary of Owens-Illinois. 


PAPER PRODUCTS DIVISION Owens-ILLINOIS 
FORMERLY NATIONAL CONTAINER GENERAL OFFICES + TOLEDO 1, OHIO 
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Pulse of Business 


Rise in Defense Spending P urcuasine AGENTS are bracing som for a boom. 
President Kennedy’s program to boost defense spending is causing 
Helps Speed Recovery them to take a second look at forecasts that recovery from the re- 
cession would be slow. Increased defense efforts coming on top of 
steady recovery from recession lows may spark a major upswing. 

P. A.’s are already re-examining inventory policies. Up to the end 
of July, they were cautious. Surveys showed that most of their 
companies were banking on a 4% to 7% increase in sales. Such 
increases would normally call for corresponding increases in in- 
ventory. Yet no increase in stocks is in the cards for the third quar- 
ter—although almost everyone anticipates rising stocks by the 
fourth quarter or the first quarter of 1962. 

Purchasing agents are already beginning to talk about longer 
lead times. They fully realize that when lead times lengthen, stocks 
must be increased even if there is no increase in sales. So this 
month, many P.A.’s will be discussing an inventory build-up with 
their managements to protect their companies against interruptions 
in production. If they all start building stocks at about the same 
time, prices will inevitably stiffen in response to the increased 
demand. 

Is There a Steel The steel industry may be banking on this. It feels a price in- 
i y crease is long overdue. Industry talk is that prices will go up if the 
Price Hike Coming? operating rate hits 80%. It hasn’t been this high in almost a year 
and a half but an inventory buying spree could push it to 80% or 

maybe even higher. The industry half-hopes the stage will be set 

for a price increase by October 1 when its wages go up 13¢ per hour. 














There are already some signs of a pick up in demand for steel. 
More orders are flowing in for cold-rolled sheets, silicon steel, and 
enameling stock. The pick-up is partly due to increased demand 
from household appliance makers who have finally begun to recall 
workers who were laid off when finished goods stocks got too high. 

Lead times for steel are already stretching out. President Ken- 
nedy’s address on Berlin apparently had a psychological effect on 











Business Confidence Index 
How P.A.’s feel about the short-term economic outlook 


S8 88i> 8914 87 


Purchasing Magazine’s Business 
Confidence Index advanced nine 
points to 109 in August (1958 

100). This indicates that P.A.’s are 
generally optimistic about business 
conditions for the next three 
months. 

5.25. 1 8% $911 


<BPorcthising Maazing 19628 Se 2o°8 torsm 18) 141g 8 dahy PK w+... 7195895400 * 
Ban WEL bt od 10'9 C 2 i! ! 


Avucust 14, 1961 





Laeanataare 4 





Exclusive 

design features 
include: 

precisely engineered 
arched top, concave 
sidewalls, Flex-Weave 


cover, super strength 
tensile construction. 





Super HC Drives for 45 
N. J. plant are saving © 
over $1,000 a year in belt 
replacement costs. 


Westinghouse converts drives on 45 machines 
to new Gates Super HC High Capacity V-Belts 


When drive space 1s limited, a driver sheave 


features, Gates Super High Capacity V-Belts 
too small in diameter is sometimes used— 


transmit up to 3 times more horsepower 


though not recommended. Constant flexing 
over a small! sheave is severe punishment for 
V-belts. Because of this, conventional V-belts 
lasted 4 months or less on the vacuum pumps 
on lamp production units at the Westing- 
house Lamp Division plant in Trenton, N.J. 

Now, with space-saving Gates Super HC 
High Capacity V-Belt Drives on all 45 ma- 
chines, all belts are still running strong after 
more than 144 years...a saving-of over 
$1,000 in belt replacement costs plus even 
greater savings through reduced down-time. 


The Gates Super High Capacity V-Belt 
is anew concept in V-belt design. 


It is industry’s first and most advanced high 
capacity V-belt. Because of exclusive design 


than conventional V-belts in the same space. 
Or the same power can be handled with 
fewer belts and smaller sheaves in less space. 


As a result, Gates Super HC Drives save 
up to 50% in drive space ... cut your drive 
costs as much as 20% .. . reduce drive weight 
20% and more . . . and make possible further 
savings in material costs. 


For complete design information about 
the Super HC Drive and for expert drive 
design assistance, contact your nearby 
Gates Distributor. 


Building the future 
on SO years of progress 


The Gates Rubber Company, Denver, Colorado 


Gates 


L V-Belt Drives 
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Gates Super HC 


Drive saves space, 
weight and money 
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Pulse of Business 


PRODUCTION 
P.A.’s. One reporter claims before the talk, it 100 Net 
took two weeks to get steel; a week after the Tons 
talk two weeks lead time was out of the ques- 11600 
tion and some salesmen were predicting that 10900 
six weeks would be the normal lead time for 10200 
steel within the next few months. 9500 
There is no doubt now that in spite of the 3800 
substantial drop in the first half of the year 3100 
steel ingot production for 1961 will definitely 


7400 
exceed the 1960 total. 6700 


6000 
Automobile producers now in the midst of 5300 


model changeovers, will start their new selling JUL AUGSEPT OCT: NOV DEC JAN FEB MAR APR MAYJUNE'JUL 
season with trimmed-down inventories. Start- 1960 — 


ing in the middle of July, sales took a turn for 
the better, with mid-July volume the best in 
six years. Sales during the period of July 11-20, 
for instance, averaged 19,707 units a day— 
12.7% above the 1960 level. 

Regarding dollar volume, however, the story 
is different. Compact car sales are now aver- 
aging 38% of total sales, thereby bringing 
volume down considerably. 

General Motors’ second quarter unit volume 
showed a drop of 8% compared with the cor- 1947.49==10 . on Co 
responding quarter. But its dollar volume fell 








American Iron & Stee! Institute 











by 12.5% for the period, thus giving a clear JUL AUG SEPT OCT NOV DEC JAN FEB MAR APR MAY JUNE JUL 
indication of the effect of compact car sales 196 ‘. 
and the decline in price for each unit moved. 


pool 
Machine tool orders dropped in June com- a 
pared with the previous month and stood con- 57 
siderably lower than they did in June 1960. ote 
Machine tool orders, however, usually fall in 51 
the summer; also foreign sales are still slipping. 48 
With defense activity slated for a pickup, 45 
the machine tool industry should make a sub- 42 
stantial recovery. Fourth quarter orders will 39 
probably duplicate the upward trend of the 36 
latter half of 1959. = 
J 














A study of leisure activities of Americans by 
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G-E Man-Matle diamond bats 1.000 against high costs 





VITRIFIED 
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Do you want to do something about high costs 
... boost your grinding efficiency . . . step up 
output per wheel? 

Grinding wheels with G-E Man-Made dia- 
mond are making important contributions to 
the metalworking industry. An on-the-job test 
would show you that the crystal characteristics 
of controlled shape and friability that are built 
into G-E Man-Made diamond result in consist- 
ently superior grinding performance—bat 1.000 
every time! 

Do this. Call your grinding wheel supplier 
and order a wheel containing G-E Man-Made 
diamond. Test it in actual production in your 
own shop. You’ll see what we mean. 


METALLURGICAL PRODUCTS 


GENERAL @®) ELECTRIC 


DEPARTMENT 


11143 E. 8 MILE AVE., DETROIT 32, MICHIGAN 


A carbide cutting tool manu- 
facturer — grinding single- 
point carbide tools — com- 
pared 6” x 3%” x 114” plain 
cup wheels, vitrified bond, 
120 grit, 100 concentration — 
dry grinding. In this actual 
case history the natural dia- 
mond wheel removed 37.1 
cubic inches of carbide, 
whereas the wheel containing 
G-E Man-Made diamond re- 
moved 53.4 cubic inches. Su- 
periority of G-E Man-Made 
over natural? 44 per cent! 


CARBOLOY® CEMENTED CARBIDES © MAN-MADE DIAMOND e¢ MAGNETIC MATERIALS © THERMISTORS © THYRITEa © VACUUM-MELTED ALLOYS 
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the Chase Manhattan Bank observes that more 
time and money is being devoted to travel and 
vacations. Spending connected with leisure ac- 
tivities has grown steadily, taking a rising 
share of consumer income in the past five years. 

Over the summer months, employees will 





take a total of 50 million vacation-weeks. 
They'll have another 32 million weeks of vaca- 
tion during the rest of the year. These vaca- 
tions are in addition to 467 million holidays. 





The rise in spending for leisure activities is 
attributed mainly to the fact Americans have 
more discretionary income. In1960,for instance, 
workers received $123 billion over and above 
the income required for essential food, clothing, 
shelter, medical care, and fixed commitments. 

Thus nearly one-third of all after-tax con- 
sumer income was available for the consumer 
to spend as he wished. And one-third of discre- 
tionary income—or 12% of total income—is 
spent on leisure activities. 

About 3 cents out of every consumer dollar, 
or roughly $12 billion, will go for trips in the 
United States. This does not include such items 
as vacation clothing, sports equipment, and en- 
tertainment expenses for which at least an- 
other $20 billion will be spent. Although spend- 
ing for foreign travel has tapered off this year, 
another $2! billion will be spent for trips 
abroad. 

Interest in cultural activities is booming, 
according to the Chase Manhattan Bank study. 
Spending for books has risen 66 per cent since 
1955, while ticket sales for theater and opera 
have gone up 50 per cent. 

If anyone wants to refute the charge that 
the country lacks culture, he can do so by point- 
ing out that the United States has well over 
half the world’s professional symphony orches- 
tras and 32 million amateur musicians. 
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WIDEST SELECTION—You choose from 
the nation’s largest and most diversified 
alloy steel stocks at Ryerson—available to 
meet even your largest requirements. 


WORLD'S FASTEST CUTTING... that's 
Ryerson’s Rycut series of alloys (see listing). 
And Rycut heat-treated has carbon matched 
to bar size for best combination of machin- 
ability and strength. 


DEPENDABLE DELIVERY—Big-capacity 
facilities and an experienced staff with a serv- 
ice attitude assure quick delivery of any quan- 
tity—within hours if needed. 


RYERSON 


JOSEPH T. RYERSON & SON. INC., MEMBER OF THE gg, STEEL FAMILY 








in Stock 
at Ryerson 


BARS 
Hot rolled and cold finished 


4615/20 
Low E8615 
} 8620 
Carbon 8620 leaded 
Case )} £9310 


; in Nitralloy 
Hardeni a( np 


4140 leaded 
4147/50 leaded 


Heat- 
Treated / 4340 
Medium | rycrome* 


Carbon ( Rycrome TG & P 
| Nikrome* 
\ Nitralloy 


4140 
( 4140 TG &P 


F / 4140 
Medium | 4140 leaded 
Carbon 4147 
Annealed ( 4147/50 leaded 
Direct 4340 


: £6150 
Hardening \ 9647 \eaded 


cut® 20 
Ryeut moon 40 and 50 annealed 
Free Rycut 50 modified annealed 


Machining | Rycut Heat-Treated 


PLATES 


8620 T-1 ; 
E8615 Aircraft Quality 
4140 4130 & E4130 














METALOGICS , 


STEEL - ALUMINUM - PLASTICS - METALWORKING MACHINERY 
For More Facts Write No. 160 on Information Card—Last Page 


8-STEP CERTIFICATION—Our unique 
8-Step Certified Alloy Plan assures test- 
proven quality and predictable performance 


every time... guides heat-treatment... cuts 
reject loss. 


TECHNICAL HELP—Your Ryerson rep- 
resentative is Metalogics-trained to sug- 
gest the best alloy for each application 


... Steels to do the job faster, better— 
at less cost. 


BE “METALOGICAL''—All the plus 
values of Ryerson service on alloy steel 
add up to the Ryerson science of giv- 
ing you “optimum value for every pur- 
chasing dollar." So be “‘Metalogical” 
—call Ryerson. 
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Straws in the 
Trade Wind 


> TITANIUM-CARBIDE MATERIALS LI- 
CENSED—A license to make titanium-carbide 
materials has been issued to Vascoloy-Ramet 
Corp. by Ford Motor Co. The materials, de- 
veloped by Ford and announced in March 1959, 
contain 80% titanium and about 10% each of 
nickel and molybdenum. The fine-grained titani- 
um-carbide cermets have high hardness and 
strength and, says Ford, far outwear the best 
tungsten grades for semi-finish and finish ma- 
chining. 


> MORE ALUMINUM FOR CONSUMER 
DURABLES — A greater proportion of the 
nation’s aluminum production went into con- 
sumer durable goods in the first quarter of 
1961, says the Aluminum “Association. Con- 
sumer durables took 10.7% of the aluminum 
produced—compared with 8.8‘% in the previous 
quarter. The largest single market,with 18.9%, 
was building products—followed closely by 
shipments to distributors and jobbers at 18.5%. 


& BLAST FURNACE OUTPUT UP—Domest- 
ic steel blast furnace production totaled 5,730, 
198 tons in June—the highest monthly total 
since May 1960 when output was 5,693,628. In 
May 1961, 6,394,411 tons of pig iron and fer- 
roalloys were produced. 











For the P.A.’s Hot File... 


Some leading purchasing executives 
are taking no chances that prices will re- 
main stable. For instance, one top textile 
P.A. says “I’ve instructed my buyers to 
write as many longtime contracts and 
blanket orders as they can right now, 
at current prices and without escalator 
clauses. We don’t foresee any sharp rises, 
but the pressure is bound to be upward 
as the business recovery picks up steam. 
We want to protect ourselves against it 
now.” 
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Pulse of Business 


> PREDICT BETTER SECOND HALF — 
Nearly four out of five executives surveyed at 
220 American manufacturing firms expect new 
orders in the second half of 1961 to be higher 
than the same six months last year. Almost 
three-quarters of the executives polled in a 
survey by the National Industrial Conference 
Board expect dollar billings to be greater. And 
about 50% believe 1961 will be a more profit- 
able year than 1960 for their companies. 


&> FEDERAL ETHICS CODE—A code of con- 
duct for federal employees has been issued re- 
cently by the White House. The code prohibits 
government workers from using “official in- 
formation: not made available to the general 
public, for the purpose of furthering a private 
interest.” The document also prohibits federal 
employees from outside employment—such as 
teaching, lecturing, or writing—that “might 
reasonably result in a conflict of interest or an 
apparent conflict of interest.” In addition, most 


gifts, gratuities, or favors are banned. 


> N.A.P.A. REPORTS BETTER BUSINESS— 
The July report of the N.A.P.A.’s business sur- 
vey committee says that “business continues 
its upward trend.” It notes “a definite air of 
confidence,” although “statistics seem to be 
devoid of boom characteristics.” The report 


oer 


declares: “The decision to add to inventories, 
when and if it comes, could be the key to the 
next strong movement in the economy.” 


> BUYING FROM SMALL BUSINESS—The 
Military Industrial Supply Agency has agreed 
to purchase all corrosion resisting steel wire 
(Federal Class 9505) from small business firms 
for the next year. MISA signed a class set- 
aside agreement with the Small Business Ad- 
ministration for purchases of about $1 million 
annually from small companies. Two earlier 
agreements were made between MISA and the 
SBA covering procurement of certain castings 
and perforated metal sheets. 


&® BUSINESS INCORPORATIONS CLIMB- 
ING—Seasonally adjusted new business incor- 
porations edged up in June to the highest total 
in ten months. New business charters totaled 
15,552, up 4% from 14,883 in the preceding 
month. However, new incorporations were still 
1.3% below the 15,764, of June 1960. 











DELCO NEW DEPARTURE SENTRI-SEAL DELCO HYATT WOUND ROLLER 


DELCO NEW DEPARTURE LAND-RIDING SEAL AND TRASH SHIELD 


DELCO HYATT METRIC SERIES 


uy Delco 


AND REDUCE UNPLANNED DOWNTIME... 


Keep rolling equipment on the move; keep stationary units and tools in operation by making necessary bearings replacements 
with Delco New Departure Ball and Delco Hyatt Roller Bearings. They have become the standards of the industry because 
of their reliability and long life under the most severe service conditions. B® METRIC SERIES ... Precision roller bearings 
with built-in extra capacity for transmissions and gear boxes. WOUND ROLLER... Made in all sizes, operates with inner 
race or directly on shafting. LAND-RIDING SEAL AND TRASH SHIELD ... Excellent for severe contaminant conditions, 
moist or dry. SENTRI-SEAL... Most popular seal today. For every contaminant condition. @ Whatever the reason for 
equipment being out of service and in the shop, the important thing is to get it on the job quickly and keep it working. Your 
Authorized Delco New Departure and Delco Hyatt Bearings Distributor can help you do it. These top quality, precision 
Delco New Departure ani Delco Hyatt Bearings are nearby, distributed 
nationally through (TJnited Delco 


UNITED MOTORS SERVICE, Division of General Motors Corporation 
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Pulse of Business 


Sales, Inventories, Orders 





@® New Orders Decline After Ad Mrs. Inventories J 
Four-Month’s Rise 57 


55 








Manuracturers’ new orders (season- 
ally adjusted) turned down in June after rising 
for four straight months. Sales rose slightly 
and inventories showed little change. 

New orders totaled $31 billion, down $50 
million from the previous month. While new 
business for durable goods producers advanced 
fractionally, orders for nondurable goods 
dropped nearly 1%. 

Sales were up 1% to $30.9 billion. Shipments 
of automobiles and industrial machinery in- 
creased but the volume of the iron and steel 
industry declined. 

Inventories were nearly $53.4 billion, down 
slightly from the month before. Second quarter 
inventories were generally stable, compared 
with a $400 million cutback in the first quarter 
of this year. 


















































Manufacturers’ Sales 
Seasonally Adjusted (Millions of ananiete 
All Manufacturing Industries 
Durable-goods industries. . 
Primary metal. 
Fabricated metal 
Machinery. . 
Thenuietatton coun. 
Lumber and furniture. . pte 
Stone, clay, and it... Drags 





june (p) 
30,940 





GR rictpectccoedibaas ; 
Petroleum and coal 


Manufacturers’ Inventories 
Seasonally Adjusted (Millions of Dollars) 
All manufacturing industries 
Durable-goods industries 
0. ee 
Fabricated metal............ ‘ 
PIES Svaceesicciccceecss ? 
Transportation equip 
Lumber and furniture 
Stone, clay, and glass............ 





Non-durable goods industries.................. 
POSE GRO CONOR: oc ccc cccccccccccccecccece Sit eaniaeameawneenedeeed 


Manufacturers’ New Orders 
Seasonally Adjusted (Millions of Dollars) 
All facturing industri oh 30,110 29,110 29,850 30,440 
Durable-goods industries 14,340 13,360 13,820 14,380 
Non-durable goods industries 15,770 15,760 16,030 16,060 








(r) Revised. (p) Preliminary 
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clad metals give you the design freedom 


you want without compromising. 
4 
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Pick your engineering properties... 





Coefficient 4 Thermal 
of expansion conductivity 
— << —— ™ 


Fine surface 
Resistance | finish 


abrasion —_ : 
oa tia Resistance to 


itor: chemical reaction 





*Trademark of Metals & Controls Inc. 





’ h t th f contact ball onto the blade for electrical conductivity. 
... We'll put them together for you ae anne ts 
Besides giving you more beneficial engineering properties, 
When you are choosing materials for new designs, or MULtiLAYER will probably save you money because 
when conducting value analysis on existing products, don’t you will need less precious metal. 
compromise on the qualities the parts must have. If you are MULtLAYER, with its hundreds of possible combina- 
now using single metals or alloys, chances are you're  tiOns, gives you another modern material. Take advantage 
compromising. of it. WRITE for our general catalog, GP-1B, which 
: : ; describes this material in more 
For example, if you need thermal and electrical con- ; 
ss a tk detail and illustrates many 
ductivity, and springiness, no one metal can give you the , 


; thought-provoking applications, 
optimum in all three requirements. ” 





That’s where MULtiLAYER clad me als fit into the 
picture. We will give you a spring steel base material with METALS & CONTROLS INC. 
ocd 8308 FOREST STREET + ATTLEBORO, MASS. 
a layer of copper clad to it and will weld and coin a gold A ©one seat @ ae ae ee 
) FY S io °° Beene JS 
SOU = FF Z&, = we INSTRUMENTS 


preg < INCORPORATED 
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@ Nonferrous Buying Slow; 
Vendors Holding Stocks 


@ Expect More Purchases 
Of Brass in Weeks Ahead 


Activity IN the nonferrous metal markets 
continued to be relatively slow this month. 
Many purchasing agents are still keeping their 
inventories at minimum levels—relying heavily 
on suppliers stocks to protect them against un- 
expected increases in usage. 

Here are some of the major recent develop- 
ments in copper, aluminum, tin, lead, and zinc: 


Copper: Buyers are still not sure how much 
defense spending will boost demand for copper. 
Because no price increases are expected soon, 
some P.A.’s feel that they have nothing to 
gain by placing large orders immediately and 
therefore are holding off on their purchases. 

Brass mills are expecting a surge of buying 
in the upcoming weeks. They expect fat orders 
from automobile manufacturers as 1962 model 
production goes into full swing. 

American copper companies are reacting 
‘autiously to proposals put forward to spur 
expansion of their Chilean mining and refining 
operations. Chile is considering new tax laws 
that would force American copper companies 
with mines in Chile to increase production 
15% every three years and refine in Chile at 
least 90% of the copper they mine. 


Aluminum: Domestic production of primary 
aluminum is up from its April low to the 
highest level of 1961. The industry is currently 
operating at about 78% of capacity. 

Another increase in shipments by mills is 
expected this month. Warehouses also antici- 
pate a rise in sales for August. 
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Trend of Prices 


Wholesale Commodity Prices 


METALS AND METAL PRODUCTS 


| NONMETALLIC MINERAL PRODUCTS 


ALL COMMODITIES 

















FARM PRODUCTS 















































Secondary Aluminum 
























































“The Gravity Kid” shows why 
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CONTOUR-WELDED TUBING OFFERS GREATER 
FATIGUE STRENGTH, LONGER SERVICE LIFE 


Tubing fatigue strength depends largely on how the tube 
is welded, and the results obtained. Tubing that’s smooth 
inside — free of flaws and bulging weld beads — offers 
much greater fatigue strength and longer service life. 
Contour-welded* tubing is 
smoother inside than convention- 
ally-welded tubing. It’s smoother 3 
because it’s welded at the bot- conventionally welded 
tom. Gravity pulls the metal contour-welded 
down so that the weld corre- ; 
sponds to the tube’s insidecontour. la 
There’s no bulge on the inside sur- 
face. Even on the outside, the seam closely caniberent to 
the tubing shape. 
Contour-welding provides greater strength than con- 
“U.S. Patent 2,716,692 


ventional welding, because in conventional welding, 
gravity pulls the molten metal down into the tube. This 
can form a bead that is difficult to remove by cold work- 
ing. And cold working can lead to deep, sharp undercuts 
that seriously weaken the tube. 

Contour-welded tubing is smoother than seamless, too. 
That’s because it’s formed from uniformly rolled strip 
steel; whereas, seamless is produced by extruding or 
piercing. This strip is 100% inspected. So, there are no 
undetected tears or fissures inside. 

See for yourself why Contour-welded tubing offers 
greater fatigue strength, longer service life. Write today 
for our free 48-page manual which describes tubing 
sizes from 1/8” to 40” O.D., in stainless and high alloy 
steels, titanium, zirconium, zircalloy, and Hastelloy**. 


**Trademark Haynes Stellite Co 


TRENTWELD' stainiess and High Alloy Tubing 


Trent Tube Company, a Subsidiary of Crucible Steel Company of America, General Offices and Mills: East Troy, Wisc.; Fullerton, Callf 
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Some buyers are wondering whether the alu- 
minum producers will attempt to raise prices to 
recoup higher costs. Any increase, if it comes, 
will probably be in the fourth quarter when 
producers hope demand will be stronger than 
it is at present. The increase should be less 
than 1!4¢ per pound. 


Tin: Tin buying has been generally quiet 
in recent weeks. Despite the fact that Free 
World demand will be about 20,000 tons greater 
than the available supply this year, domestic 
buyers are not hurrying to boost their stocks 
as they were a couple of months ago. Prices in 
both Singapore and London have continued to 
creep up. 


Lead: Purchases of lead this month have 
been generally weak. Although sales are up 
slightly from the depressed July level, they 
still are lower than they were earlier this year. 

Problems of small lead (and zinc) suppliers 
are currently under study by the Senate and 
House Interior Minerals and Metals Subcommit- 
tees. The Kennedy Administration has recom- 
mended a three-year limited subsidy to a num- 
ber of shut-down mines in order to get them 
operating again. 


Zinc: August zinc orders have shown no 
great improvement over the low July levels. 
No major pickup in special high grade buying 
is expected until the automobile companies— 
major buyers of the die castings made from 
this grade—conclude their labor negotiations 
with the UAW. 

Purchasing agents for galvanizers have been 
doing most of the zine ordering in recent weeks. 
However, plant vacations have slowed consum- 
er demand considerably and have resulted in 
less procurement of all of the zine grades. 


Aucusr 14, 1961 


More on Price Trends 
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NEWS! ONLY 
V-BELTS BY GOODYEAR 


to give you sets matched in length to pull together 


What's more, Green Seal V-Belts give you— 


True dimensional stability for the life of the belt—built 


in through the use of shrink- and stretch-resistant 3-T 
Process Cord or airplane-type steel cable. 


Mildew-inhibited construction for protection in damp 
operating conditions. 


Widest selection from the most complete V-belt line 
anywhere. 


Ready availability from distributor stocks in every part 
of the country, 


Technical assistance whenever it’s needed from a 
qualified expert, the G.I.M.—Goodyear Technical Man. 


For the best buy in V-belts call your Goodyear Distrib- 


utor. Or write Goodyear, Industrial Products Division, 
Akron 16, Ohio. 


Le~ 
Lots of good things — 
come from V4 
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GREEN @ SEAL 
-ARE CODED 0 1/32°.. 


perfectly for longer, more trouble-free service 


LENGTH-CODING GREEN SEAL V-BELTS TO 1/32”—NOT JUST 
1/10”, LIKE MOST BELTS—takes this ultra-precision machine. Only 
Goodyear has this type equipment, which is set by means of fine 


tolerance steel templates to insure accuracy. Machine readings are 
in the actual code numbers used to eliminate errors. 
Green Seal ~T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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meakes LYON — 


BEST SHELVING 
INVESTMENT 


Design makes the difference! Don’t settle for 
less than the exclusive Lyon CLIP and STUD which 
many have tried to copy but none can duplicate. 
Fully protected by Government patents, Lyon CLIP 
and STUD obsoletes conventional steel shelving and 
guarantees you these extra dividends— 

* Easy, fast, low cost assembly. 
* Complete flexibility —shelves instantly adjustable 
from the front without use of nuts, bolts or tools. 
* Tremendous structural strength and rigidity. 

Another extra dividend from Lyon—oldest and leading " 
caine, onl ane oro Above—a mezzanine (double decked) stockroom in 
2 : which the lower installation supports the entire 
phone—ready to help you save space, time, money. second floor. A big saver of valuable floor space. 
Factories in Aurora, Ill.—York, Pa.—Los Angeles 


There are many types of Lyon steel shelving. 


MAIL COUPON FOR THE 100-PAGE CATALOG 


r 
| LYON METAL PRODUCTS, INC. 

7 833 Monroe Avenue, Aurora, Illinois 

| [_] I would like to see a Lyon CLIP and STUD demonstra- 
| tion. 

| {_] I'd like a copy of your 100-page Catalog which tells 
| the complete shelving story and covers entire line of 
| products. 
7 e | 
| 

| 

| 

| 

! 


FIRM- 


OVER 1500 ITEMS : 
For Business, Industry and Institutions 


A PARTIAL LIST OF LYON PRODUCTS 


® Folding Chairs 

® Service Carts 
Shelving © Work Benches 
Bin Units ® Bench Drawers 


ADDRESS 





CITY — 


Desks Storage Cabinets Bookcases 


° Sorting Files *® Tool Stands 
Tables Flat Drawer Files °®-Coat Racks 

s 

. 


Hopper Bins ® Tool Boxes 
Drawer Units °® Parts Cases 
Shop Boxes ® Bar Racks 


Cabinet Benches Display Equipment 
Revolving Bins ar lalel tale mm @f- le) fal=3 ¢-3 
Toolroom Equip. Slotted Angle 

Service Counters Wood Working Benches 


Stools Drawing Tables 


* 
s 
e 
Lockers Filing Cabinets ° 
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Berlin Showdown Means 


Less Domestic Spending 


Preparation for a Berlin 
showdown changes Administra- 
tion plans for stimulating the 
U.S. economy. Berlin down- 
grades the domestic problems. 
The new military buildup, run- 
ning into an additional $31, bil- 
lion piled on top of an already 
substantial federal deficit, leaves 
little leeway for other govern- 
ment plans involving either in- 
creased spending or tax reduc- 
tions. 

In fact, instead of considering 
a reduction in income taxes as a 
stimulant to consumer purchas- 
ing and employment, the Gov- 
ernment is studying measures 
to boost taxes to pay for the 
military buildup. 

The direction of the economy 
is being greatly altered. There 
is bound to be less emphasis on 
the “public sector” and. more on 
the “defense sector.” 


Study Shelter Program 


The bomb shelter program 
will be seriously studied. It has 
already been transferred to the 
Department of Defense. In the 
next several months, a survey 
will be completed of existing 
facilities that can serve as 
shelters. 

Existing structures will pro- 
vide some sort of protection for 
about 50 million people. With a 
realistic appraisal of what is 
now available, the government 
will be able to plan group and 
community shelters. 

Construction of shelters by 
industry and individuals will 
likely be encouraged through 
income and real estate tax con- 
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cessions and low interest bear- 
ing loans. 

The nation’s level of military 
strength is being built up on a 
permanent basis—not just a 
quick mobilization to meet the 
immediate Berlin situation. The 
total preparedness drive is based 


not only on fulfilling commit- 
ments on Berlin, but also on a 
decision that we must bargain 
from a clearly understood posi- 
tion of strength. 

3ased on this new series of 
commitments, the rate of 
growth of the economy will in- 
crease. The level of unemploy- 
ment will drop—not as a result 
of expansion of consumer indus- 
try or the “public sector’—but 
through an expansion of the 


military, both defensive and 
offensive. 

The military buildup is aimed 
not merely at calling Premier 
Khrushchev’s hand on Berlin, 
but on the growing acceptance 
following the Kennedy-Khrush- 
chev meeting in Vienna that the 
Soviets will not negotiate. In- 
stead of scaling down their mili- 
tary strength, the Soviets are 
building up. 


No Controls Anticipated 


It was the recently-announced 
Soviet increase of armed forces 
that led to the decision to in- 
crease our own military 
strength. 

A military budget of some 
$45 billion a year is high for 
peacetime, but it wili not put a 
strain on the nation’s resources. 
Government industrial mobiliza- 
tion officials of the Business and 
Defense Services Administra- 
tion do not see any need for 
priorities or controls as a result 
of the expanded military spend- 
ing. 

Under the Defense Produc- 
tion Act of 1950, which has been 
extended several times, con- 
tracts of the Department of 
Defense, Atomic Energy Com- 
mission, and the space agency 
‘an be assigned priority status. 

To extend priorities to the 
civilian area, the President must 
make a finding that materials 
are in critical supply. He must 
rule that failure to allocate 
would lead to a serious disloca- 
tion in the economy—in other 


(Please turn to page 25) 











When we designed this unique trade-mark for our 
line of nonmetallic tubes and ducts, we wanted to 
find out what sort of image it projects. So we 
showed it to people all over the country — people 
who know Flexible Tubing. 

“It says Flexible Tubing is fast-growing, dy- 
namic,” was the way someone put it. “It says you’re 
a research-oriented company,” another commented. 

Still others said: ‘‘your new trade-mark gives 
you a years-ahead look’... “‘tells me that Flexible 


, 


Tubing is a company that’s really going places”... 





Atlanta * Cleveland » 


“This is you,” 


the people say... 





“savs you’re keeping pace with age of Space.” 

“This is you,” the people say about our new 
trade-mark. You’ll find it now — big and bold! — 
on Flexible Tubing products made for original 
equipment, plant maintenance, air conditioning 
distribution systems, swimming pool vacuum 
cleaners, home laundry venting, aircraft and 
missiles. 

Write today for Catalog 10-19. It describes the 
wide range of Flexible Tubing products available 
for your use. 


Flexible Tubing Corporation 


117 New Whitfield St., Guilford, Conn. 
Anaheim (Los Angeles) + Hillside (Chicago) 


Dallas « Denver « San Francisco + St. Louis *« Wichita 
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Washington Report continued 





words, that there would be a 
scramble for materials. 

Mobilization officials see no 
such developments ahead. There 
is sufficient slack in the econ- 
omy now to meet the require- 
ments of an expanded military 
effort without strain. A similar 
assessment was made in the 
Rockefeller report, which found 
that military spending could be 
increased by an additional $3 
billion a year without straining 
the economy. 

Roughly a third of the mili- 
tary budget is represented by 
procurement of hardware. There 
is plenty of elbow room in the 
economy to take care of the ex- 
panded military buying. 

A decision to go ahead on 
community and group shelters 
on a crash basis might tilt the 
scale and require regulation of 
materials. But the drift toward 
a military showdown will have 
to be much clearer before such 
a drastic decision is taken. 


Plant Capacity Adequate 


Prices and money markets 
are not expected to create a 
problem during the next six 
months as a result of the mili- 
tary buildup. 

The Gross National Product 
is now at an annual rate of $515 
billion. It is expected to build 
up to a $570 billion rate by the 
end of next year. 

The increased level of mili- 
tary spending will accelerate the 
buildup, but it will not put a 
strain on plant capacity, ma- 
terials supply, or labor supply. 
The problem of maintaining 
price stability will largely be 
one of holding speculative buy- 
ing or pricing in check. 

There appears little indication 
that consumers view the defense 
program as a signal to buy con- 
sumer goods. Consumers are 
still building up their personal 
savings—in preference to either 
investment or scarcity buying. 

Industrial buyers are showing 
a similar restraint. There is no 
present trend toward specula- 
tive buying in anticipation of a 
possible shortage. 
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The current Administration 
policy is mainly to keep pace 
with the parallel Soviet buildup 
in armaments. The goal is a 
parity in strength, not an actual 
preparation for war. 


Unemployment Still High 


While a large portion of the 
new funds will go into conven- 
tional weapons—requiring a lar- 
ger tonnage of metals than mis- 
siles—the military’s use of steei 
will not begin to put a strain on 
steelmaking capacity. 

The current level of unem- 
ployment continues at close to 
7% of the workforce, even 
though production indexes are 
sharply up from the recession 
low. The higher level of defense 
spending is not expected to cure 
the unemployment problem. 
However, the higher draft calls 
will absorb 217,000 men, and to 
this extent will cut into the 
number of jobless. 

The proposed increase in de- 
fense spending will take some 
six months to get underway. 
Thus it will have its impact at 
a time when the economy has 
begun to hit a $540 billion GNP 
level. 

Even with a cushion of idle 
plant capacity and high unem- 
ployment, speculative buying 
and speculative pricing can be- 
come a problem by early next 
vear, 


Air Force Tackling 
Reliability Problem 


One of the biggest problems 
for Air Force procurement of- 
ficials is reliability of new 
weapons. 

Lt. Gen. Mark E. Bradley, Jr., 
deputy chief of staff for systems 
and logistics, suggests that the 
Air Force prepare clearer state- 
ments of requirements, simpler 
specs, and more complete per- 
formance goals. 

Other measures planned to 
tighten procurement are in- 
creased emphasis on fixed price 
contracts and a more concerted 
drive for reliability of the end 
item.—A. N. Wecksler 
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LATHES 
and MILLERS 


Hardinge draw-in collets are specified 

for: 

LATHES: American, Hardinge, LeBlond, 
Hendey, Monarch, Logan, Sheldon, 
Springfield, South Bend, Sidney and 
others. 

MILLERS: Ames, Bridgeport, Brown & 
Sharpe, Cincinnati, Hardinge, Kearney 
& Trecker, Sheldon, Van Norman, 
Pratt & Whitney and others. 


One Source of Supply for 
all your Collet requirements 
— means Purchasing Economy 


Complete range of sizes, 
round, hexagon, square 


Shop Proved 
for Over 65 Years 


“How to Order 
Collets”’ 


HARDINGE BROTHERS, INC. 
ELMIRA, N. Y. 


Immediate Delivery from Conveniently Located 
Stocks in: 

Atlanta, Boston, Chicago, Dayton, Detroit, Elmira, 
Hartford, New York, Philadelphia, Seattle, Portland, 
Los Angeles, Minneapolis, Oakland, Springfield, N. J. 
St. Lovis, and Toronto 
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KNOW YOUR 
SYMBOLS 
| 


é 
This symbol stands 
for fusible switch 


THE SAFETY SWITCH THAT CHALLENGES COMPARISON ... 


BullDog’s heavy-duty 
safety switch...in sizes for 
every industrial need! 


This symbol stands 
for QUALITY 








E Only from BullDog do you get all these features in heavy-duty industrial 
safety switches—from 30 to 1200 amperes! 

® Minimum arcing—double-break switching 

e Arc control—Vacu-Break® principle 

® Pressure contacts—Clampmatic® spring action 

® Positive switching—direct handle operation 

® High short-circuit performance—innumerable applications 

... plus, all current-carrying parts are silvered. Available in NEMA 
1 and NEMA 3R enclosures . . . competitively priced. Challenge our field 
representative to prove these switches are the finest. Or write for details. 






BullDog heavy-duty industrial 
safety switches are available 
from 30 to 1200 amperes, in both 
indoor and raintight enclosures. 
in 2-, 3- and 4-pole types. 


les, 7] 
| ' | 
¥ 


BullDog Electric Products Division, 1-T-E Circuit Breaker Company, Box 177, Detroit 32, Mich. In Canada: 80 Clayson Rd., Toronto, Ont. Export Division: 13 East 40th St., New York 16, N.Y. 


(i) |-T-E CIRCUIT BREAKER COMPANY 





BULLDOG ELECTRIC PRODUCTS DIVISION 
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Nickel: Supply Adequate 


Despite Cuban Loss 


" 
| HE PURCHASING DIREC- 
TOR of a major steel company 
was perfectly candid: “I was 
caught flatfooted,” he remarked 
ruefully. The same reaction was 
voiced by other P.A.’s through- 
out the country last month in 
the wake of a major hike in 
the price of nickel—the first in 
four and one-half years. 

As the dust settled, it became 
obvious that P.A.’s needn’t have 


blamed themselves for being 
caught unawares. It has since 
become clear that only a few 


top nickel men knew about the 
impending move in advance. 

P.A.’s close to the nickel pic- 
ture were pretty sure a price 
hike was coming, but they were 
off both as to the timing and the 
amount. They knew that labor 
and other costs increased sharp- 
ly for nickel producers since the 
last increase on Dec. 6, 1956. 
Knowledgeable observers looked 
for a markup next January or 
February of about 4 
pound. 

Instead, the price was bumped 
7.25 cents a pound to 81.25 cents 
(f.o.b. Port Colborne, Ont. duty 
paid) on June 30. International 
Nickel Co. of Canada Ltd., which 
initiated the rise, gave as the 
reasons mounting costs—plus 
millions of dollars in losses in- 
curred because of the discounts 
for the U.S. dollar. 

The general buyer reaction 
was that Inco had a _ point 
(though some thought the rise 
excessive) but that the timing 
couldn’t have been worse. The 
stainless steel industry, for ex- 
ample, is in the middle of a cost- 
price squeeze. And the nickel 
hike came at a time when some 
stainless prices were being 
trimmed. 

One company upped its nickel 


cents a 
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bearing stainless prices immedi- 
ately in an effort to pass on the 
increased costs. It had to back 
down when other producers, 
fighting for sales in an intensely 
competitive market, didn’t go 
along. 

The pattern seems to be that 
most producers of nickel-bearing 
products will absorb the higher 
costs for now. 

From the standpoint of the 
P.A.’s future buying plans, the 
situation looks pretty good. 
Here’s why: First, it’s reason- 
able to assume that the primary 
nickel price won’t be hiked again 
for a considerable time. Second, 
there’s more than enough nickel 
to take care of any foreseeable 
demand. 


New Operation Started 

Availability wasn’t that cut 
and dried this time last year. 
Castro had seized Freeport Sul- 
phur Co.’s new 50-million-pound- 
a-year Cuban nickel plant and 
was casting covetous eyes on the 
U.S. government-owned complex 
at Nicaro. Later in the year, he 
did nationalize Nicaro and an- 
other 54 million pounds of nic- 
kel a year earmarked for Ameri- 
can consumers went down the 
drain. For a time, loss of this 
104 million pounds of nickel an- 
nually led to fear of a future 
shortage. 

Temporarily, Free World con- 
sumption and production capa- 
city were in pretty close balance. 
Then the effects of expansions 
by Canadian producers began 
to be felt. The most significant 
of these was the startup in 
March of Inco’s 75 million pound 
a year operation in Northern 
Manitoba — the Free World’s 
second largest nickel operation 
and the only one that is fully 





































integrated. 
Inco’s new complex—located 


in a pine covered wilderness, 
430 air miles north of Winne- 
peg, Manitoba—provides a cush- 
ion for a future demand. Proven 
ore reserves of Inco’s Manitoba 
and Ontario properties now total 
8.4 billion pounds of contained 
nickel. Actual reserves may be 
several times that amount. For 
example, though the Sudbury 
mines have been operating for 
75 years, proven reserves today 
are greater than they were then. 

In another development this 
year that will add to the amount 
of nickel available, M. A. Hanna 
Co. began shipping ferro-nickel 
to stainless and other alloy steel 
makers. Hanna had been run- 
ning a ferro-nickel operation at 
Riddle, Ore. for government 
stockpile. In all, Hanna shipped 
about 100 million pounds of nic- 
kel to Uncle Sam. 


Consumer Supply Increased 

Recently Hanna _ acquired 
these facilities from the govern- 
ment, won a deferral on the re- 
mainder of the stockpile con- 
tract, and began shipping to 
civilian users. The operation has 
a capacity of 48.8 million pounds 
of ferro-nickel a year, contain- 
ing about 22.2 million pounds of 
nickel. Since Hanna had previ- 
ously been shipping only to the 
government, this is actually a 
new source of nickel for the U.S. 
consumer. 

The supply picture shapes up 
this way: For the time being 
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Self-supporting 
pipe arch 
carries gas at 880 psi 





Midwest shop-fabricated this self-supporting 
river-crossing arch which was installed in a single 
day by Laclede Gas Company of St. Louis. 
Formed by converging pair of 16” pipes, the 
arch is the only one of its kind in the country. 

Structurally a compressive member (except 
for lateral loadings), the arch becomes a tension 
member when acting as the carrier pipe for gas 
under high pressure. Allowance had to be made 
for a five-foot difference in elevation at the 
ends of the arch. No expansion joints were 
required for the arch, since it acts as its own 
expansion loop. This unusual river-crossing 
arch is capable of carrying 200 million cubic 
feet of gas daily at 880 psi. 

For complete information on 
Midwest Piping’s products and 
services, write for Bulletin 60B; 


POWER AND PROCESS PIPING. 


MIDWEST 


A Division of Crane Co. 1450 South Second St. « St. Louis 4, Missouri Fo ! -> j Ni G 6158 
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Special Commodity 


Report continued 





you can write off the 104 million 
pounds of Cuban nickel as a 
source of supply for the U.S. 
and quite probably the entire 
Free World. The U.S. appears to 
have all but given up in its 
efforts to salvage something 
from Nicaro. Freeport has pub- 
licly announced it has written 
off its $61.5 million Cuban ven- 
ture; the company’s nickel sales 
operation has been disbanded. 
Reports indicate that the Cuban 


government will sell its nickel 
output to the Red Bloc. 
Without Cuba, the Free 


World’s production capacity is a 
little over 600 million lbs a year. 
Last vear Free World consump- 
tion hit 515 million pounds—and 
this was a record. So there 
seems to be an adequate cushion 
for growth. 

Nickel producers are actively 
searching for new deposits. 
They’ve gone on record as pledg- 
ing to keep supply ahead of de- 
mand. And fortunately for U.S. 
users who are aware of growing 
international tensions, the bulk 
of Free World reserves are lo- 
cated in Canada. 

This is not the whole story of 
nickel availability. Producers 
have pretty hefty inventories of 
unsold metal. Nicaro nickel is 
still available in this country. 


The General Services Adminis- 
tration is also selling about 25 
million pounds brought into the 
U.S. before seizure of its facility 
by Castro. 

If supply should ever get tight 
again, the government’s Defense 
Production Act inventory could 
be tapped. Almost 100 million 
pounds of nickel are stored here 
and modest amounts are still 
being added under “put right” 
contracts. 

Last year, Free World Con- 
sumption of the metal hit a new 
high of 515 million pounds. The 
record was set despite the fact 
that U.S. consumption dropped 
to 216 million pounds from 225 
million pounds in 1959. 

During the first half of this 
year, nickel sales both here and 
abroad were about even with 
the same period of 1960. The 
second half will be a different 
story, if forecasts hold up. Be- 
cause of low consumer stocks 
now an upswing is expected that 
will lift sales above last year. 

Also anticipated is a gain in 
Free World consumption to 
move nickel usage to a new all- 
time high. Barring major reces- 
sions or other economic upsets, 
the trend should be for steadily 
rising nickel sales and consump- 
tion over the foreseeable future. 





Free World Nickel Capacity Rises 





1953 — 335,000,000 Ibs. 





1955 — 438,000,000 





1957 — 490,000,000 





1959 — 547,000,000 





1961 — 600,000,000 





Supply of nickel in the Free World has almost doubled since 1953. The latest 
operation, started this year, has an annual capacity of 75 million pounds. 
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Where Nickel Goes 


(1960 U.S. CONSUMPTION IN POUNDS) 


Ferrous: 
Stainless Steels 60,172,000 
Other Steels 30,662,000 
Cast Irons 9,210,000 
Nonferrous Alloys 53,134,000 
High Temperature 
and Electrical 
Resistance Alloys 20,190,000 
Electroplating: 
Anodes 31,694,000 
Solutions 1,940,000 
Catalysts 3,090,000 
Ceramics 739,000 
Magnets 1,556,000 
Other 3,940,000 


SOURCE: U.S. BUREAU OF MINES 


Domestic consumers have been 
trimming their nickel inven- 
tories, however. Stocks averaged 
18.6 million pounds per month 
in the first quarter of 1961— 
compared with 32 million pounds 
in the 1960 quarter. 


New Uses Developing 

Industry spokesmen don’t feel 
they’re being too optimistic in 
predicting a steadily rising con- 
sumption volume. They point 
out that in addition to tradi- 
tional uses, such new products 
as the nickel cadmium battery, 
the 9% nickel steel for cryo- 
genic applications, and the 18% 
nickel steel for high strength 
pressure vessels all look promis- 
ing. Also encouraging to the 
producers is a resurgence in 
plating in Europe with adoption 
of duplex nickel plating. 

Thus for the rest of 1961, the 
outlook is for good nickel de- 
mand, more than enough metal 
to satisfy consumer needs, and 
price stability for some time. 

The one immeasurable and 
unpredictable factor is the in- 
ternational situation. If a spark 
from Berlin, Cuba, Laos, or any 
of a dozen other global hot spots 
ignites the Cold War into some- 
thing hotter, the nickel picture 
could change overnight. 
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MORE 


This timetable tells the story: 





Leave Los Angeles, 4:15 a.m. / Friday, June 2, 1961 
Arrive Denver, 1:30 p.m. / Saturday, June 3, 1961 
Arrive Lansing, 7:45 a.m. /Monday, June 5, 1961 


Shipper: Aluminium, Limited e Consignee: A Michigan aluminum fabricator 
Carriers: Los Angeles to Denver, Garrett Freightlines, Inc.; 

Denver to Lansing, Interstate System. 
Even if you never need this kind of expedited cross-country service, there’s an extra 
safety factor in knowing that you're being served by a carrier that can handle the 
hard ones as well as the easy ones. We have the experience, the equipment and the 
facilities to move almost anything almost anywhere. And, we'd like to serve you — 
trailerloads or LTL, coast-to-coast or just to the next town. We serve 24 states from 
Denver to the Atlantic Seaboard, through 69 modern terminals. Call us the next time 
you have freight to move within our authority. We're in the Yellow Pages. 


INTERSTATE SYSTEM 


RANSPORTATION STEM 
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Grand Rapids, Michigan 
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N.A.P.A. Steel Group 
Sees No Major Price Cuts 
Steel price cutting, which took 
place recently in high price-small 
tonnage lines, will not spread in- 
to major tonnage items. So says 
the latest market report of the 
N.A.P.A.’s steel committee, headed 
by Charles Steers of Russell, 
Burdsall & Ward Bolt and Nut Co. 


Note Slower Deliveries 


The report notes that “The pres- 
ent Administration will do all 
possible to prevent a general price 
increase. Those who forecasted a 
price increase estimate the range 
to be between $2 and $5 per ton 
on a selective basis rather than 
across the board.” 

The committee says that there 


Purchasing Follow-up 





have been slower deliveries from 
steel mills since the last report. 
Fifty percent of those surveyed 
report slower deliveries, com- 
pared with 40% in the previous 
month. 

Three-fifths of the buyers on 
the committee plan to keep in- 
ventories at current levels, com- 
pared with 50% in the month be- 
fore. Less than 35% plan to in- 
crease stocks, compared with 20% 
the month before. 

Steers says that “small buyers 
of steel are cautioned to keep in 
touch with their suppliers in or- 
der to avoid any lead time prob- 
lems.” He adds that “no reports 
of forced warehouse purchases 
due to lengthening lead times or 
deliveries were reported.” 

The feeling among the pur- 





When Labor Contracts Expire 


August 


Industry 


Air Transportation 
Automobile 


Electrical Machinery 


Meat Products 


Metal Fabricating 
“i Trane Co. 


Company 
American Airlines 


Chrysler Corp. 
Ford Motor Co. 
General Motors Corp. 


Raytheon Mfg. Co. 
Fairbanks, Morse & Co. 
Armour & Co. 

Cudahy Packing Co. 

= Swift & Co. 

™ Wilson & Co. 


Scovill Mfg. Co. 


_ Yale & Towne Mfg. Co. 


Metals 


Transportation Equip. 


Baldwin-Lima-Hamilton Corp. 
Ohio Steel Foundry Co. 


Borg-Warner Corp. 


September 


Industry 
Aircraft 


Automobile 


Farm Machinery 


Food 
Insurance 
Machinery 


Shipping 
Textiles 
Transportation Equip. 


Company 


Bendix Aviation Corp. 
Curtiss-Wright Corp. 


American Motors Corp. 
Automotive Tool & Die Mfrs. Assn. 


Caterpillar Tractor Co. 
Deere & Co 
International Harvester Co. 


John Morrell & Co. 
Prudential Insurance Co. 


Link-Belt Co. 
Torrington Co. 


Pacific Maritime Assn. 
North American Rayon Co. 


Kelsey-Hayes Co. 
Piper Aircraft Corp. 
" White Motor Co. 


Union 


UAW 
UAW 


UAW 
UAW 


UAW 
UAW 
UAW 


MCBW 
Insurance 


USA 
UAW 


Seafarers 
UTWA 


UAW 
1AM 
UAW 





chasing agents on the steel com- 
mittee is that third quarter pro- 
duction will be “slightly less” 
than the 25.1 million tons pro- 
duced in the April-June quarter. 
“Fourth quarter predictions aver- 
age at about 112% of the steel 
industry’s index of steel produc- 
tion,” the report says. 


Joint Training in Buying 
Set Up by Defense Dept. 

A joint armed services train- 
ing program has been established 
for Defense Department person- 
nel who buy supplies, construc- 
tion, and services. 

The program is designed to 
eliminate duplication of subject 
matter, promote uniform use of 
Armed Services Procurement 
Regulations, encourage improve- 
ments in buying practices, and 
intensify training through the in- 
terchange of ideas. 

Fourteen courses of instruction 
in procurement—currently oper- 
ated on a single department basis 
—have been designated joint 
courses and will be open to ail 
services. The Army, Navy, and 
Air Force will continue to oper- 
ate separately a total of six spec- 
ialized courses peculiar to their 
needs. 


Courses Will Be Listed 


The new program will be man- 
aged by the Assistant Secretary 
of Defense (Installations and 
Logistics), who will publish a 
register listing the courses for 
training procurement personnel 
and assign responsibility for op- 
erating each course. 

Joint training courses will be 
offered in the following subjects: 
procurement management, price 
analysis and negotiation tech- 
nique, contract administration, 
procurement management for 
technical personnel, industrial 
property administration, advanced 
systems buying, advanced con- 
tract administration, estimating 
systems and methods, contract 
termination and settlement proce- 
dures, contract laws for non-at- 
torneys, contract termination 
(ASPR), cost reimbursement 
contracting, advanced procure- 
ment management, and advanced 

price analysis. 











Sales leads... sidetracked! 


HOW MUCH MONEY 


do you lose each week 


because callers keep getting 


your “busy” signal? 


The business you’re losing may run into hundreds of 
dollars. Change this picture with additional phone lines. 


Nobody profits from a “busy” signal. You make money only 
when your prospects, customers, salesmen and suppliers 
can reach you and your staff easily. 


With enough telephone lines into your business, call-in 
orders reach you on the first try. Sales leads get to you 
while they’re hot. Questions are asked and answers given 
on the spot. 


You make more profit, because you avoid delays. 


And this extra profit is easy to get. To start the ball 
rolling, just call your Bell Telephone Business Office and 
ask for a Communications Consultant. 


The best communications in the world can’t help 
your business if you don’t know about them. This 
man is one of our Communications Consultants. 
He can bring you the full story — how to beat the 
busy signal and dozens of other ideas for cutting 
costs and building profits. Call him. His services 
are offered free, without obligation. 
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it’s more than a matter of taste 


Wherever food and metal meet, in a processing plant or 


kitchen, the metal is usually stainless steel. The flavor and 
purity of food are entrusted to stainless because no other 
metal matches its resistance to contamination and corro- 
sion. And none— metal or plastic—is so durable, decorative 
and easy to clean. 

Such complete trust in a product comes only from time- 


tested performance — the reason J&L consistent quality 


stainless steel is specified by manufacturers of equipment 
widely used by packers and processors, and by chefs in 
restaurants, hospitals and hotels. By delivering quality 
consistently, J&L helps the food industry safeguard its 
products, all the way from plant to palate. 

Get consistent quality stainless steel from your J&L 
distributor, who is backed by the full facilities of J&L’s 
research laboratories. 


Jones & Laughlin Steel Corporation 


STAINLESS AND STRIP DIVISION « DETROIT 34 








STAINLESS 


SHEET -STRIP-GAR -WIRE 














Two C135/135H Fuller Rotary Compressors at the Herbrand 
Division of the Bingham-Herbrand Corp., Fremont, Ohio, 
leading manufacturer of forged mechanics’ hand tools and 
steel forgings for the automotive industry. Each compressor 
is rated 680 cfm, atmosphere to 100/110 psig., at 690 RPM. 


Here’s the 


4-Year Maintenance Bill 


on 
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$0.00 


Fuller Rotary Compressor 


at Herbrand Division of Bingham-Herbrand Corp. 


So satisfactory was the performance of its first Fuller Ro- 
tary Compressor, installed in 1956, that Herbrand Division 
installed another like it 3!5 years later. 

When the older unit was inspected after four years opera- 
tion, no replacement of parts was necessary. After installa- 
tion of a new gasket (cost $9.35)—to replace the one that had 
to be removed to make inspection—the compressor continues 
to add to its service record. 
and Herbrand plans a third, when increased air capacity is 
required. It, too, will be a Fuller—for, as Herbrand says, 
“These compressors can be classified as maintenance-free.” 


FULLER 





FULLER COMPANY 


170 Bridge St., Catasauqua, Pa. 


Because Fuller Rotary Compressors are practically vibra- 
tion-free, they can be installed without complicated or ex- 
pensive foundations or structural modifications. They are 
simple and efficient, with no valves to leak, no seats to grind. 
Blades automatically compensate for wear. They have 
forced-feed lubrication to all parts within the cylinder. Rotor, 
bearings and blades are the only moving parts. 

Fuller Compressors range from 30 to 3300 cfm, pressures 
to 125-lb. gauge. 

Write for Bulletin C-5A. It tells the whole story. 


See Chemical Engineering Catalog for further de- 
tails and specifications. 


Faller 


.... pioneers in harnessing AIR 





2852 Subsidiary of General American Transportation Corporation 
C-364 Offices in Principal Cities Throughout the World 
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Count on MIRRO for any production line requiring 
ALUMINUM COMPONENTS 
... appliances, housewares, automotive, or 


Government contracts. 


THE FINEST ALUMINUM 
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There are 46 gauges, dial indicators and pressure 
testing devices shown above. All of these are 
used to assure the maintenance of the extremely 
close tolerances required on just one job, cur- 


rently being made by MIRRO. 

The case in point is an assembly of seven 
MIRRO-made components, to be incorporated 
as one part of a newly designed protective unit. 
Its function is such that spot checking, lot 
sampling, or other statistical quality controls are 
inadequate, in this instance. Each individual 
unit must be tested with such severity since 
minute leakage at any one of the tests on the 
various parts would constitute failure of the 
assembled unit. 


Admittedly, this is an unusually demanding 
contract, calling for extremely precise manufac- 
ture and assembly. We cite it as indicative of 
the precision-potential that you can count on, 
when you count on MIRRO for contract pro- 
duction of component parts. Regardless of the 
tolerances that you must maintain, we’d wel- 
come a chance to estimate or advise. 


MIRRO ALUMINUM COMPANY, MANITOWOC, WISCONSIN 


Fifth Avenue Bidg., New York 10 
Merchandise Mart, Chicago 54 
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NOW...ROUGH GRIND AND FINISH 
WITHOUT CHANGING DISCS 


Now you can end forever 

the costly, time-consuming 
annoyance of changing discs 
between roughing and 
finishing. To take off metal 
rapidly with the new 

flexible MX® disc, simply 
bear down—watch the disc 
hug the workpiece as it 
grinds off stock. Then let up 
and finish the job with an 
easy smooth motion—all 

with the same disc! Use this 
remarkable new abrasive 

tool on flat work or on 
contours. Use it to remove 
welds, take out dents and 
imperfections—for hundreds of 
jobs on regular steel, stainless 
or aluminum. Your Carborundum 
distributor or representative 
will be glad to help. 


Bonded Abrasives Division « Niagara Falls, N. Y. 


For More Facts Write No. 174 on Information Card—Last Page 








S 


See ee eeeoeeegaeeet 
3 
Ps 
& 


= 


Cee eeetm 


G> 
Cee See CC Cl Cll Gl & 


Ce P SCC CLC CC Cll LS S&S 


SESS eS C&S & & 


See S&S C&S & See eee SG 


Se L&C el CC CC OCS CO wl &S 
Cee ee Ce CeCe Cel Gl Ll & 


COeee oe eeeoe ele G©e ewe el® 
COP Ooo ee eee Cel G2 Gel® 


G-E Five-Star tubes prove 99.11% 
reliable in 10,000 hour life test 


Four hundred and fifty type 6829 Five- 
Star tubes were subjected to a DC life 
test to study the effects of heater volt- 
age, heater-cathode potential and plate 
dissipation on vacuum tube life and 
reliability. After 10,000 hours of oper- 
ation, failure rates were such that no 
statistical significance could be at- 
tached to them. Of the 450 tubes tested, 
only four failures occurred: two at 3000 
hours, one at 3200 hours, one at 9000 
hours—despite the fact that the test 
parameters were purposely made se- 
vere enough to produce early failures. 
For example, in test lot number six, 30 
type 6829 Five-Star tubes were tested 


under severe conditions (elevated 
heater voltage: 6.5 volts, over 100 volts 
negative heater-cathode potential, 
2.88 watts per plate dissipation). There 
were no failures at 10,000 hours. Test 
data supplied upon request. 


In life tests such as this, and in every- 
day performance, G-E Five-Star tubes 
prove their reliability in critical appli- 
cations: airborne navigation and com- 
munications, industrial controls, two- 
way communications, broadcast. Five- 
Stars are not tubes selected from standard 
receiving types. They are specially de- 
signed, specially manufactured to cope 
with particular electrical requirements 


and withstand severe environmental 
conditions such as shock and vibration. 
Where you can’t afford to compromise 
performance and reliability, order 
Five-Star tubes from your General 
Electric tube distributor. Distributor 
Sales, General Electric Company, 
Room 7143D, Owensboro, Kentucky. 


INDUSTRIAL TUBES + 
PANEL METERS 


SEMICONDUCTORS 
* RESISTORS 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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the rope that’s guarantee 
to last longer 





CFa&l-Wickwire salesmen are visiting wire rope users from coast-to-coast, presenting 
the facts on Double Gray-X, the wire rope that’s guaranteed to last longer. When he 


calls he will tell you about: 
e Why Double Gray-X lasts longer 


e Complete laboratory proof 


e Conclusive field performance proof 


CFal-Wickwire’s exclusive guarantee makes it possible for you to test our claims about 
the long life of Double Gray-X without risk. So if you're interested in lower rope costs 
...4f you're looking for ways to lower your costly equipment downtime...get the 
documented facts on Double Gray-X by sending in this coupon. 
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The Colorado Fuel and tron Corporation 
Wickwire Spencer Steel Division 

Wire Rope General Sales Department 
P. O. Box 232, Paimer, Mass. 


() I'd like facts on CFal-Wickwire’s guaranteed wire rope... 











NAME ee TITLE 
COMPANY ADDRESS 
CITY = ___ STATE 


The Colorado Fuel and Iron Corporation 
Denver + Oakland + New York 
Sales Offices in Key Cities 
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Information For Your Catalog Files 





AIR COMPRESSORS 


A 16-page bulletin covering a line of air com- 
pressors. Catalog 20 gives data on over 200 gaso- 
line and electric driven models, p‘us illustrations 
and descriptions of compressors available with 
either horizontal or vertical tanks. 





McNeil Machine & Engineering Co. 


Write No. 1 on information Card—Last Page 


ALLOY STEELS 


A 20-page catalog on welding mild and low 
alloy steels. Contains information on specifica- 
tions, operating characteristics, mechanical prop- 
erties, and application. Includes reference charts 
listing recommended electrodes and a page on 
welding terminology. 


McKay Company 


Write No. 2 on Information Card—Last Page 


COUPLINGS 


Bulletin 901B describes a line of flexible 
cushion couplings that absorb vibration and com- 
pensate for al! combinations of shaft misalign- 
ment. The 24-page catalog includes product 
photographs, engineering drawings, and installa- 
tion pictures. Covers horsepower ratings, dimen- 
sions, prices, and weights. 


Dodge Manufacturing Corporation 
Write No. 3 on Information Card—Last Page 


DISC GRINDERS 


A 28-page catalog on high-production, precision 
disc grinding machines. Features the DH 4 
double horizontal spind’e disc grinder which 
grinds to accuracy in millionths. Materials ground 
include metals, rubber, glass, concrete, and car- 


bide. 


Besly-Welles Corporation 
Write No. 4 on Information Card—Last Page 


ELECTRIC ASSEMBLY TOOLS 
A 16-page catalog on electric assembly tools. 
Shows how the equipment may be used for stak- 
ing, swaging, riveting, punching, marking, and 
terminal setting. Also covers accessories. 
Black & Webster, Inc. 
Write No. 5 on Information Card—Last Page 


FANS 


Bulletin GP-100 gives details on a line of cast- 
housed centrifugal fans. Lists four sizes with 
nine capacities suitable for a complete range of 
small-volume pressure requirements. 


lig Electric Ventilating Co. 
Write No. 6 on Information Card-—Last Page 
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FLEXIBLE METAL HOSE 


A 32-page illustrated guide to flexible meta! 
hose. Catalog 600 includes information on rating 
hose working pressures. Shows how to determine 
correct hose length and how to instal. and use 
hose. Also covers construction, fittings, features, 
and applications of standard assemblies. 


Atlantic Metal Hose Co. 
Write No. 7 on Information Card—Last Page 


FLOOR TRUCKS 


A 28-page, two-color bulletin on two-wheel 
floor trucks and dollies. Catalog 58A contains 
illustrations and specifications of 130 models with 
a wide variety of running gears. Also includes 
capacities, weights, and dimensions, 


Nutting Truck and Caster Company 
Write No. 8 on Information Card—Last Page 


PRECISION BORING MACHINES 


A 12-page, two-color booklet on precision bor- 
ing machines. Includes both horizontal and ver- 
tical models, hydraulic and cam operated. Points 
out the advantage of various models for dif- 
ferent sizes and types of work. 


Ex-Cell-O Corporation 
Write No. 9 on Information Card—Last Page 


PUMPS 


Bulletin 61AGC-P has detailed specifications 
on a line of self-priming centrifugal pumps. The 
four-page catalog contains data on pumps with 
capacities ranging from 5000 to 90,000 gallons 
per hour. Also covers general purpose, diese’, 
electric motor, high head, closed diaphragm, and 
non-powered pumps. 

Chain Belt Company 

Write No. 10 on Information Card—Last Page 


PUSH BUTTONS 


Bulletin GEA-7127A describes industrial mini- 
ature, oil-tight push buttons. The 12-page, four- 
color catalog includes photos and diagrams that 
show pressure-type terminals, double-break con- 
tacts, and multiple oil-seals, 


General Electric Company 
Write No. 11 on Information Card—Last Page 


RESISTORS 


A 20-page catalog on precision wire wound 
Davohm resistors. Includes technical data, per- 
formance curves, and photographs of miniature, 
sub-miniature, axial lead, lug, printed circuit, 
high frequency, card-type, ceramic, and her- 
metically sealed resistors. 


General Mills 
Write No. 12 on Information Card—Last Page 
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CRUEL TURNS, RAW SPEED—VICTORY RIDES ON ROLLER BEARINGS! 


This pit stop is for tires, gasoline, but no repairs! Winning 
the race against time and keen competition demands peak 
performance from every mechanical component . . . no 
matter how violent the torture. Roller bearings, for instance, 
must perform so well they can be taken for granted. This is a 
familiar challenge for Bower engineers. Their many original 
contributions to roller bearing design have helped improve 














performance, minimize maintenance and reduce bearing 
failure to a rarity. That’s why Bower Roller Bearings are 
widely used by the automotive and practically every other 
type of industry. If your product uses bearings, select from 
Bower’s complete line of cylindrical, tapered and journal 
roller bearings. For technical assistance, write Bower Roller 
Bearing Division, Detroit 14, Michigan. 


DIVISION OF 
FEDERAL-MOGUL-BOWER 
BEARINGS, INC 


tapered 
cylindrical 
journal 


IMPROVED DESIGN INSURES TOP ROLLER BEARING PERFORMANCE 


FULL LINE CONTACT 
OF MICRO-'HONED SURFACES 
COINCIDE ON A 
COMMON APEX 
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Catalog Files 





ROLLER CHAINS 


A 106-page illustrated cata- 
log on roller chain’ and 
sprockets. The engineering 
section contains 35 methods of 
chain adjustments on movable 
and fixed sprocket center 
drives. Also covers prices on 
standard and made-to-order 
conveyor attachments. 


Acme Chain Corporation 


Write No. 13 on Information Card—Last Page 






SANITATION SUPPLIES 


A 118-page — spiral-bound 
catalog of industrial sanita- 
tion supplies and equipment. 
Describes a selection of ma- 
terials for floor maintenance, 
cleaning, and pest control. 


Lien Chemical Company 


Write No. 14 on Information Card—Last Page 


SCREWS 


A four-page technical bul- 


letin on high-strength stain- 
less steel socket head cap 
screws. Form 2734 gives spe- 
cifications and performance 


data. Has a table of typical 
mechanical properties cover- 
ing tensile, yield, and shear 
strength. 


Standard Pressed Steel Co. 


Write No. 15 on Information Card—Last Page 


SPRINGS 


An illustrated handbook on 
springs and spring compon- 
ents. Covers simple compres- 
sion, extension, and _ torsion 
springs. Explains design form- 
ulas in detail. 


Timms Spring Co. 


Write No. 16 on Information Card—Last Page 


STAINLESS STEELS 


Form Adv. 1223 covers pre- 
cipitation hardenable stainless 
steels, The booklet includes 
useful data on heat treat- 
ments, mechanical properties, 
and fabrication of four types. 


Repubiio Steel Corporation 


Write No. 17 on Information Card—Last Page 
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NEW TWIST 
IN EXTRUDING 
ALUMINUM... 


giant press produces 48-foot 
rotor with spiral vanes, 
eliminates welding 


This big aluminum rotor is extruded with spiralled, integral vanes 
on a 13,200-ton press at Dow’s Madison (Illinois) Plant. Substi- 
tuting this extrusion for a weldment in Salina Manufacturing 
Company’s “Blendvane’’ feeders not only cut production time 
and costs, but improved the unit’s feeding action! 

Using extruded rotors, Salina has eliminated the time and 
cost of welding on straight bar stock vanes. Spiral-vane design 
not practical with welded vanes) produces a more even feed of 
the material being transferred. 

IF YOU USE EXTRUSIONS, or weldments, it may be 
possible to extrude a better, lower-cost part than you are now 
using. Dow’s experience and full range of extrusion equipment— 
including presses ranging from 1700 to 13,200 ton capacity 
—combine to produce parts in a variety of alloys and designs. 

Conventional shapes, unusual shapes . . . see Dow for both. 
You'll find a combination of extrusion quality and economy that 
can make your profit picture brighter. For more information, 
write THE DOW METAL PRODUCTS COMPANY, Midland, Michigan, 
Merchandising Department 1115EE8-14. 


THE DOW METAL PRODUCTS COMPANY 


Division of The Dow Chemical Company 
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DURAFLEX 








the more durable, ductile, 
flexible phosphor bronze— 
at no extra cost 


Here is one of the most versatile of phosphor bronzes. 
The superfine-grain structure of Duraflex provides a 
considerable improvement in fatigue life over regular 
phosphor bronze. Now you can obtain higher en- 
durance limits with greater formability. It’s ductile. 
It’s resilient. It’s corrosion-resistant! 

This new, higher quality Anaconda phosphor bronze 
is now available in several standard phosphor bronze 
alloys—in strip metal up to 0.062” thick and up to 
14” wide in all standard tempers, and in wire up to 
34,” diameter. Duraflex strip is also available in 
long rolls. 

Within the capabilities of size and alloy composition, 
Duraflex strip and wire can be applied to the in- 
numerable uses for which conventional phosphor 
bronzes are employed, and in most instances provide 
longer and more efficient service. Yet Duraflex sells for 
the same price as regular phosphor bronze in the same 
alloys and forms. 

Publication B-38 tells the story. Write for your 
copy—or for any assistance from our Metallurgical 
Dept. in selecting the proper alloys for your metal- 
working projects. Address: Anaconda American Brass 
Company, Waterbury 20, Conn. In Canada: Anaconda 
American Brass Ltd., New Toronto, Ontario. ¢!-!!48 

















DURAFLEX 


A product of 


AMERICAN BRASS COMPANY 


} 
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The NEW Phillips 


POZ-I-DRIV 


a revolutionary new fastening development. 


In 1933, American Screw Company gave industry the 
famous Phillips cross-recessed head, a fastener design 
that revolutionized assembly operations. And now, 
American presents the new POZ-I-DRIV fastener 
recess and driver . .. a development that offers signifi- 
cant reductions in assembly time and costs, increases 


fastening strength, improves product appearance and 
performance, and boosts profits. 


AMERICAN 
SCREW 
COMPANY 


Leader in Fastener 
Development 


Since 1838, American has 

n making important con- 
tributions to industrial pro- 
gress by the continued 
development of new and 
better threaded fasteners. 
Here, for example, are 3 
recent developments by 
American Screw Company: SCREWSTICK... consists 
of machine and fluted thread- 
cutting screws in “stick” form. 
Used with automatic-feeding 
driving tools, they can be applied 
as fast as the operator can posi- 
tion the assembly. Available in 
steel, brass, aluminum, nickel sil- 





The new POZ-I-DRIV recess is similar to the Phillips 

design, but provides greater driving area with reduced 

recess depth. This combination produces several 
significant advantages, including: 

1. GREATER TORQUING ABILITY . . . making it possible 
to drive threaded fasteners tighter at continuous pro- 
duction speeds because of reduced operator fatigue. 

2. BETTER DRIVER-RECESS ENGAGEMENT... practically 
eliminates cam-out, reduces bit wear, prolongs bit life. 

3. INCREASED DRIVING AREA .... with better driver 
stability permits shallower recess resulting in 
increased head strength. 


4. IMPROVED AXIAL ALIGNMENT .... and positive bit 


engagement permit 90° offset driving. 
. with present Phillips 


5. COMPLETE COMPATIBILITY . . 
bits for field service. 








ver and stainless steel alloys. 





TORQ-SET.. . designed for 
the expanding needs of super- 


sonic aircraft, missiles and 
electronic components, where 
maximum wrenchability and reli- 
ability are of prime importance. 
Recess design eliminates bur- 
ring that would interfere with 
laminar flow. 





TRI-WING.. .a tamper-proof 
fastener, which is virtually im- 
possible to remove without mat- 
ing tool. Designed for maximum 
security against tampering or 
pilferage. With high torquing 
characteristics for applications 
requiring extreme strength or 
vibration resistance. 


AMERICAN SCREW COMPANY 
WILLIMANTIC, CONNECTICUT 


A Division of NOMA LITES, INC. 
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way 


A WIDE RANGE OF 


KLEIN PLIERS 


FOR EVERY 


ELECTRONIC NEED 


Every wiring job demands a plier specifically 
designed for that particular service. In the 
Klein line is a plier exactly suited for every 
wiring job. Not only is assembly speeded up, 
but a better job is assured. 


= 


D 208-6PC 


_ 


D 229-4C 


Shown here are afew of the many electronic 
pliers available in the complete Klein line. 
CATALOG FREE 


ar — 103A 
ON REQUEST. [, 
Write for Catalog 103-A "( (a\\ 
illustrating and de- |\\\\\ 


scribing the complete tools 


line of Klein Pliers. = =a 
ASK YOUR SUPPLIER 





Foreign Distributor: International 
Standard Electric Corp., New York 


om MK LE IN=om 


ORMICK ROAD HICAGO 4 iLL 
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Letters To The Editor 





NEW MARKET FOR PLASTICS 
Dear Sir: 

On page 13 of your February 
13, 1961 issue, one of the items 
read in part: “Plastics have been 
used in gas turbine compressor 
housings instead of the traditional 
magnesium alloys. Because of its 
lighter weight, resistance to cor- 
rosion, and lower costs, greater 
use of plastics by the aircraft in- 
dustry is forecast.” 

We would appreciate any fur- 
ther information which you might 
have on this subject. 

V. Plesscher 
The National Research 
Bureau, Inc. 


Chicago 10, Illinois 


@ This news item is based on a 
paper presented before the 17th 
Annual Technical Conference of 
the Society of Plastics Engineers 
by C. H. Vondracek and R. N. 
Sampson of the Westinghouse 
Electric Corporation Materials 
Laboratory. A copy or abstract of 
the paper is available from 
Thomas A. Bissell, executive sec- 
retary, Society of Plastics Engji- 
neers, 65 Prospect Street, Stam- 
ford, Conn. 


OF INTEREST TO P.A.’s 


Dear Sir: 

We would appreciate your for- 
warding to us a compilation of 
your articles and features on pur- 
chasing law from recent issues of 
PURCHASING Magazine. 

T. R. Creifelds 
Standard Brands 
Incorporated 

New York 22, N. Y. 


Dear Sir: 

The article “How Engineers Can 
Help the P. A.” which appeared 
in the April 10 issue is very time- 
ly. If you have reprints of this 
article we would like you to send 
us a few. 

James S. Blair 

Geneva Modern Kitchens 
Div. 

Acme Steel Company 
Geneva, Illinois 


Dear Sir: 

We are very interested in the 
article “Tomorrow’s Purchasing— 
Today” by your technical editor 
John Van de Water, which ap- 
peared in the February 27 issue 
of PurcHasInc Magazine. Please 
send two copies of this article if 
they are available. 

R. W. Hipwell 
Collins Radio Company 
Toronto, Ontario 


Dear Sir: 

We are thinking of setting up a 
system for petty cash buying. We 
asked advice of Arthur Pearson, 
chairman of the professional de- 
velopment committee of the Pur- 
chasing Agents Association of Los 
Angeles. 

Mr. Pearson recommended Pur- 
CHASING Magazine. If there is any 
possibility of digging through the 
archives and coming up with an 
article on this subject we would 
be most appreciative. 

W. W. Potter 

North American Aviation 
Inc. 

Downey, Calif. 


@ The above letters reflect, in a 
small way, some of the topics cov- 
ered in PuRCHASING Magazine ar- 
ticles which are of special inter- 
est to purchasing agents. 


FROM THE CAPITAL 


Dear Sir: 

In the consideration of tax leg- 
islation by the Congress, the 
Treasury Department would like 
to call attention to statements 
that have appeared in the public 
press regarding the operation of 
present law. Such _ statements 
have appeared in an article pub- 
lished in PurcHastnc Magazine 
of December 1957: “Who'll Shoot 
Santa Claus—The Salesman or 
The P. A.?” by Dean S. Ammer. 

Your permission is requested 
to quote extracts from this article 
in a memorandum which might 
be made public. 

Stanley S. Surrey 
Treasury Department 
Washington, D. C. 
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With these three metronomes—or with a thousand— 
the time interval you choose can be positively dupli- 
cated time after time after time. And with these 
three ° surface wheels—as with al] CINCINNATI 6 
GRINDING WHEELS—you'll get the same kind of 
Positive Duplication every time! 


HERE’S WHY...IN 36 STEPS 


There are 36 unvarying quality control steps in 
Cincinnati’s unique @) manufacturing process. Right 
from the start with the choice of the “grains” that 
go into a wheel, @ procedures involve exacting 
checks and re-checks. Every grain characteristic— 
from size, cleanliness, absence of foreign matter, 
color, magnetic content, to bulk density before and 
after blending—must fully satisfy extraordinary 
specifications, which are followed throughout in all 
36 rigid controls. 


RESULT: PREDICTABLE PERFORMANCE 


You can depend on the uniformity of @ WHEELS— 


"Trade Mark Reg. U.S. Pat. Off. 





for each reorder wheel gives you exactly the same 
good job as the original. Production goes up and 
stays up. Costs go down and stay down. This is the 
promise—and performance—of Positive Duplication. 


CALL CINCINNATI TODAY 


Solve your grinding problems with the help of our 
Cincinnati-trained specialists. Their wide experience 
in job set-ups and grinding operations is at your 
service. Just call your CINCINNATI @ GRINDING 
WHEEL Distributor, or contact Cincinnati Milling 
Products Division, Cincinnati 9, Ohio. 


(any 
“4 POSITIVE DUPLICATION 
~— 


— 


i>. 


WEA 


GRINDING WHEELS 





A PRODUCTION-PROVED PRODUCT OF THE CINCINNATI MILLING MACHINE CO, 
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Building the ability 
The man to judge soundly, to weigh 
with the 


value, to guide purchases correctly 
in the light of all important product 
ee facts is the lifetime pursuit of the 
kno VW “total” purchasing executive. Certainly 
knowledge is the key to your judgment. 
power” What you know and what you learn be- 
come an integral part of every “yes” an- 
swer...the proof which supports decision. 
Providing information to help you make 
sound decisions is a primary aim of the 
Industrial Tape Division of Minnesota 
Mining and Manufacturing Company. 
You'll find your GM Representative or 
“SCOTCH” BRAND Tape Distributor 
ready with the latest facts about 
shelf life, applications, product 
qualities and the many other cost- 
saving advantages of “SCOTCH” 
BRAND pressure-sensitive 
tapes for modern industry. 
Call him today...or write 
3M Co., 900 Bush 
Ave., St. Paul 6, 
Minn., Dept. 
IBJ-81 


toa asee eats heunyiselemeaelssa— 


SCOTCH BRAND 


TRADEMARK OF 3M CO ST. PAUL 6, MINN 


MMiiwnesota Mininc ann MANUFACTURING COMPANY 


Le 
-- WHERE RESEARCH IS THE KEY TO TOMORROW (3M ) 
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Here’s economy for you, combined with 

finest quality... Nicholson or Black Diamond 
industrial saw blades—precision made and rugged 
to give you longer shop life per blade. 


Because they’re top quality in every respect, 
because they’re Nicholson designed, you use 

a minimum number of these blades a year... 

and save valuable labor time each time you use one. 
You also get clean cutting because each blade 

is designed for specific kinds of metal cutting. 


Your distributor* carries a full line of these 

fine. Nicholson or Black Diamond industrial blades 
—hand hacksaw, power hacksaw and band saw, 
Prove out the economy-through-quality story 

for yourself. Order a supply today. 


Industrial Distributors provide the finest goods 
and services in the least possible time. 
Our products are sold exclusively through them. 
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Rollway Bearing - equipped 
pipe - forming and welding 
af Pays To Depena stands at J & L Aliquippa 
Works. Rollways are also used 
in other equipment at Ali- 


crane hooks and mill motors. 





The addition of two Continuous Weld Pipe Mills has greatly 


increased Jones and Laughlin’s monthly production of welded 


pipe. The mills have operated since 1957. 


Both mills are Rollway Bearing-equipped, as are J & L’s Stretch 

Reducing Mill and Electric Weld Tube Mill, installed at the 

same time. 

Operations like these demand component reliability. Dependable 
— You can depend on 

Rollway Bearings regularly provide it. You can choose from a 


complete selection of sizes and types with maximum capacities. ; 

Consult Rollway’s nearest Engineering Office to select the bear- e 0 LL i & Sa : 
ing just right for your job. Or start by writing for Product Line 3 

Catalog PL-559. Rollway Bearing Co., Inc., Syracuse, N.Y. BEARINGS 


Radial and Thrust Cylindrical Roller Bearings 


ENGINEERING OFPICES: Syracuse @ Boston @ Chicago @ Detroit © Toronto e@ Pittsburgh @ Cleveland @ Seattle e Houston @ Philadelphia @ LosAngeles @ Sanfrancisco 
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Who Buys 


Roeb N { DN 


| 


ey ; i= \ | j 
After You Do? 
The end-user can hardly be expected to 


know a great 
Springkote* Wire, helical spring wire, 


deal about Roebl 


border and brace wire, zigzag and no- 


Sag wire, W Matic machines, 
lacing wire 

Thus, the qualitie f 
temper, tensile strength 
that are 
Roebling Sp 


uniformity, 
size and finish 
vhenever you use 
Wire mean long life, 
resiliency under constant use (and 
t counts the most to 

Roebling Upholstery 


Spring after you do 


abuse) where 


those who buy 


When you b 
vantage ol 

large co 
interrupte 

details, write R 
Rolled Steel Produ 
2, New Jersey 


ROE Sti. 


Branch O 
john A. f 


The Color 
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Purchasing People in The News 





Henry F. Keith has been elect- 
ed a vice president of Texas Gas 
Transmission Corporation, 
Owensboro, Ky. Mr. Keith is in 
charge of the company’s purchas- 
ing, stores and aviation depart- 
ments. He joined a predecessor 
company of Texas 1929) 
and was named assistant treasur- 
er and director of purchasing, 
stores and transportation in 1947. 
A native of Bath, Ill., Mr. Keith 
attended Olsen College in Jnde- 
pendence, Kan. He is a member 
of the Evansville, Indiana, chap- 
the National 
of Purchasing Agents 


Gas in 


ter of Association 


W. Bart Hall has been made 
assistant purchasing agent for the 
Great Southern Life Insurance 
Company, Houston, Texas. Mr. 
Hall is a 15 year veteran of the 
company’s purchasing sup- 
ply department. 


and 


Heating & Air Conditioning 
Division of Irom Fireman Mfg. Co., 
Cleveland, Ohio, have announced 
the appointment of Ralph B. 
Mindick as purchaser of electronic 


Ralph B. Mindick 


components. He succeeds H. H. 
Baxter Sr., who has retired. 

Mr. Mindick joined the divi- 
September, 1943 in the 
machine shop. In 1954 he was 
made controls supervisor in 


sion 1n 


pro- 
duction planning, the post from 
which he has been promoted. 


Walter N. Johnson has been 
appointed director of purchasing 
for R E A Express. Mr. Johnson, 
whose headquarters are in New 
York City, had been assistant to 
the vice president of traffic since 


1960. Prior to that, he served 


Walter N. Johnson 


as general superintendent of the 
company’s purchasing division. 
Mr. Johnson attended New York 
University and Fordham Univer- 
sity, and has completed a man- 
agement course with the Ameri- 
can Management Association. He 
member of the New York 
Purchasing Agents Association. 


i> a 


William McCloskey has been 
named purchasing agent for C. H. 
Dexter & Sons, Inc. of Windsor 
Locks, Conn., manufacturers of 
specialty papers and webs. 


Ensley C. Smith, former pur- 
chasing agent for the Scott Divi- 
sion of McCulloch Corporation, 
has joined Electro Nuclear Sys- 
tems Corporation, Minneapolis, 
Minn., as purchasing agent 
the year-old electronic 
company. 

Mr. Smith, who was associated 
with the McCulloch division and 
its predecessor company, Scott- 
Atw for six years, was pre- 
viously assistant purchasing agent 
of McQuay, Inc., manufacturer 
of air conditioning equipment. 

Smith is a graduate of St. 
Thomas College, St. Paul. 


for 
systems 


ater, 


Appointment of James L. Went- 
worth as purchasing agent, elec- 
trical products, has been an- 
nounced by the Industries Group 
at Allis-Chalmers West Allis 
Works, Milwaukee, Wisc. 

Since 1959, Mr. Wentworth had 
been manager of materials for 
the Continental-Diamond Fibre 
Corp., Newark, Delaware. For 
the previous seven years he was 
employed by the General Electric 
Corporation at Pittsfield, Mass., 
as a value analyst and as a su- 
pervisor of purchasing in the 
transformer department. 

Mr. Wentworth has bachelor of 
science and master’s degrees from 
Springfield College in Massachu- 
setts. He is affiliated with the 
National Association of Purchas- 
ing Agents. 


Appointment of Emil E. Pagel 
as director of purchases, Hughes 
Tool Company, Houston, Tex. 
and Gerald F. Bevill as assistant 
director of purchases has been 
announced. Mr. Pagel succeeds 
Earl R. Cobden who died in New 
York last month. 

Mr. Pagel joined Hughes in 


E. E. Pagel G. F. Bevill 


1926, working in the material con- 
trol and engineering departments 
until 1945, when he was appointed 
assistant purchasing agent. Mr. 
Bevill joined Hughes in 1930, in 
the material control department. 
In 1936 he was transferred to the 
purchasing department, and sub- 
sequently assigned to the position 
of buyer. 

Both men have been active in 
Purchasing and other associations. 





SEE PAGE 154 FOR MORE 
PURCHASING PEOPLE IN 
THE NEWS 
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POWELL MAKES IT A SIMPLE MATTER 


To find the right valve, just call Powell. It’s that 
simple, since Powell offers the world’s largest 
variety of industrial valves for virtually any flow 
control problem... such as handling water, oil, gas, 
air, steam and corrosive fluids. 


What's more, you don’t have to wonder about Powell 


ty 


performance. It’s built-in through sound engineer- 
ing, development, materials and workmanship, 


So, remember, finding the right valve can be a simple 
matter when you specify Powell Valves. For further 
information, call your nearby Powell Valve Distributor 
(there’s one in every major city), or write us direct. 





115th year of manufacturing industrial valves for the free world 


POWELL DEPENDABLE VALWES 


THE WM. POWELL COMPANY CINCINNATI 22, OHIO 
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TURN TO ROCHESTER STEEL TUBING... 





your #1 pipeline to 


More and more people are looking to Rochester 
for their steel tubing needs. One important 
reason: they know they can get tubing end- 
processed precisely to specifications, ready for 
their production line. End sizing meets O.D. or 
I.D. tolerances to a plus or minus .0015”. By 
swaging, O.D. tolerances can be held as close 
as plus or minus .002”. You can have external 


ROCHESTER PRODUCTS DIVISION OF GENERAL MOTORS. ROCHESTER. NEW YORK 
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beading or recessing, and you can get drawn 
tubing to exceptionally close tolerances. Shear- 
ing, upsetting, flattening, piercing—all are done 
expertly at Rochester. Fabrication know-how 
contributes to Rochester Reliability — your assur- 
ance that our tubing will do the job you 
want it to do. For more details, write or wire 
Rochester Tubing Sales Manager. 


Rochester Reflects Reliability 


GENERAL 
MOTORS 
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INDUSTRIAL RETAINING RING 
PRICES REDUCED UPTO 51% 


Series 1000, Series 3000 and Series 3100 Industrial INDUSTRIAL RETAINING RING COMPANY 
Retaining Ring prices—in quantities up to 100,000—have 
been greatly reduced. Please send me, free, a copy of the new 1961 IRR Price List—61P. 

Thanks to modern, efficient production methods you | would also like to have your representative call. 
can now get these Industrial Retaining Rings—either pre- 
stacked or bulk packed—at new, low prices .. . and pay Name Title 
less for pre-stacked rings than you have been paying for 
bulk packed. Reductions apply to standard materials Company 
and finishes. 


_ Use this coupon to send for your new, revised IRR 
Price List. City Zone State 


} ©) ©. Originators of modern retaining ring dispensing 


INDUSTRIAL RETAINING RING COMPANY 


57 Cordier Street, Irvington 11, New Jersey 
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NEW... 
WALWORTH PVC BALL 
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WITH REALLY LONG LIFE BUILT IN 


Here’s the ball valve that beats them all on longevity—the Walworth Polyvinyl Chloride Ball Valve. 


With its super-rugged construction, this valve is on the line to stay! O When you handle tough, 


corrosive fluids, and want fast, tight shut-off get Walworth PVC Ball Valves. Your Walworth dis- 


, tributor can recommend from the most complete line of PVC Valves and fittings available today. 


® Only Walworth offers all these long life features ina PVC Ball Valve: 1. Full port opening. 
Ball port is same nominal I1.D. of the pipe itself. Full flow. Minimum turbulence. 2. Single- 


end, external adjustment. Holds operating torque 


to the minimum. Ball rotates at a fixed location. 


Maintains alignment. 3. Rugged stem-to-ball 
construction. Assures quick, positive shut-off 
every time. Built to last through 250,000 cycles 
...equivalent of 80 years of normal service! 4. 
Teflon seat rings. Fully supported to provide leak- 
proof seating. High corrosion resistance. 5. Type 


i normal impact PVC. Corrosion-resistant, non-aging. Non-toxic. Non-flammable. Extra 
£ 


rugged construction. Write for bulletin 196. * Walworth Co., 750 Third A\ N.Y. 17, Nod. 


WAtLWwoOrR TE> 


The Walworth Companies: Alloy Steel Products Company + Conoflow Corporation * Grove Valve and 
tegulator Company + M&H Valve and Fittings Company + Southwest Fabricating & Welding Co., Inc. 
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It’s not an ordinary paper that traps 
destructive sludge in oil, tiny motes of 
dust in air, corrosive droplets of mois- 
ture in gases... these marauders are 
now stopped in their tracks by “highly 
educated” Riegel filter papers. Other 
familiar examples are vacuum cleaner 
bags, oil filters in your car, hydraulic 
filters in jet engines and gas aerosol 
filters to trap atomic fallout. Riegel 
filter papers are made to highly tech- 
nical specifications for each job, 


Think a moment...can a filter im- 
prove your machines or processes . . . 
or solve a problem. ..at the cost of 
paper? Riegel has over 600 papers to 
serve industry in products, in produc- 
tion, in packaging. Write Riegel today 
describing your need, 





TECHNICAL ADVISORY SERVICE 
RIEGEL PAPER CORPORATION 
BOX 250 NEW YORK 16, N. Y. 
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Luis DEPARTMENT makes a 
vague attempt to stay away from 
controversial issues, but every 
once in a while it feels compelled 
to take a strong stand on some 
matter involving the fiercest kind 
of partisanship. This time it’s 
pigeons. As regular victims of the 
brazen assaults of the tough and 
arrogant pigeons that infest New 
York, we’re strongly backing the 
current drive to trap the foul 
feathered fiends that are defacing 
our buildings—and too many of 
our people. 

In fact, we’re so elated over the 
campaign that we’re thinking of 
doing a write-up on the purchas- 
ing department of the outfit in 
charge of the cleanup, the Twin 
City Pigeon Eliminating Company 
of Downers Grove, Il. It’s major 
purchases are, apparently, coop 
traps. tin plates, cracked corn, 
water, hen pigeons, and some male 
pigeons. The birds are lured into 
the traps which are baited with 
the corn and water. Usually a hen 
pigeon is placed in the trap (it 
was ever thus!). Occasionally a 
male is used to attract the fe- 
males, but not too often. The 
free meal is generally enough to 
attract them. 


Once AGAIN, we want to 
thank Royal McBee Corporation 
for supplying six typewriters for 
use in the press room of the Pur- 
CHASING Magazine Convention 
Daily during the recent conven- 
tion of the National Association 
of Purchasing Agents. Many thou- 
sands of words of copy were 
pounded out on those machines, 
and the only errors that crept in 
were human ones. 


Pun KRON of Eastman Kodak 
is a Magnanimous soul—or a dar- 
ing one. A full page of excellent 
photographs taken at a _ recent 
meeting of the Rochester Associa- 
tion appeared in The Genesee 
Valley Buyer headed “Polaroid 
Shots by Kron.” 


Trarric men in Canada are 
going in for hard sell, according 
to Traffic World. R. Eric Gracey, 
secretary of the Canadian Indus- 
trial Traffic League, has dis- 
tributed to the members plastic, 
pocket-size calendar cards on 
which are written, with black 


. . . Jones is our blanket order specialist.” 
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crayon, the letters “S.T.M.”— 
which stand for “Sell Traffic 
Management.” Whenever a CITL 
member displays his STM card 
to another member, that member 
has to produce his own card or 
pay a dollar fine. 


Weve BEEN asked to repeat 
a glossary of what was originally 
called Pentagonese, but which is 
becoming increasingly familiar in 
business: 

A program—any assignment 
that cannot be completed by one 
telephone call. 

Consultant—Any ordinary man 
more than 50 miles from home. 

To activate—To make carbons 
and add more names to a memo. 

To implement—Hire more peo- 
ple and expand the office. 

Reorientation—Getting used to 
working again. 

Committee — The unwilling, 
picked from the unfit, to do the 
unnecessary. 

o & 

si 
Despite what many people 
say, advertising men in Great 
Britain are just as down-to-earth 
as their counterparts anywhere 
else. Consider the following, taken 
from a house ad in The Courier 
for June: 

“Advertising in this magazine 
makes sure that messages con- 
cerning top class products will 
take root, flourish, and yield a 
handsome harvest because the 
fields they are planted in, both 
at home and abroad, are rich and 
productive land where there is 
a very small proportion of stony 
ground.” 


Hep TO BUILD a better 
America, that’s what we all want 
to do. And the American Society 
for Quality Control had a bang- 
up program on new techniques 
for improving the reliability and 
performance of missiles and rock- 
ets in Philadelphia a few weeks 
ago—plus a special added attrac- 
tion, a talk on “Quality Control 
Techniques in Casino Opera- 
tions,” by Charles Hirsch of the 
Golden Nugget, Las Vegas, 
Nevada. 
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In many metals including... 
STAINLESS STEEL 

MONEL « NICHROME 
PHOSPHOR BRONZE 
ALUMINUM 

BRASS « COPPER 


For many uses involving... 
FILTER CLOTH  SIEVES 
STRAINERS ¢ SCREENS 
BACKING CLOTH 

WIRE GUARDS 

BOLTING CLOTH 

SPACE CLOTH 

BASKETS 


If you have a tough corrosion problem and need wire 
cloth or wire cloth parts, here’s a source of supply that 
knows the answers. We are proud of the quality of our 
cloth...accurate mesh count, close tolerance wire di- 
ameter, precision weaving...plus the know-how neces- 


sary to specify the proper alloy for your service conditions. 


N EWARK Write or call us today if you have a problem 
for calling for anti-corrosive wire cloth or wire 
f “ACCURACY cloth parts. Send for Bulletin F-C. 


ewark aire Gloth 


COMPANY 


351 Verona Avenue @ Newark 4, New Jersey 
Teletype: NK607 > Tel.: HUmboldt 3-7700 
Representatives in all principal industrial areas 
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when you design it, think how 


you'll pack it —call CAY LORID 


A good time to save money on corrugated containers 
is at the product design stage. Get your design people 
and your nearby Gaylord Man together, to see 
whether minor modifications now can lead to major 
savings in packaging costs. 

That’s another advantage of Gaylord’s nationwide 
network of plants: you have local package design serv- 
ice practically on your doorstep, wherever you are. 


What new product ideas are in your design depart- 
ment now? Is today the day to alert your Gaylord 


Man? 











G> CROWN ZELLERBACH CORPORATION (4,42) 280 Scsssee 


GAYLORD CONTAINER DIVISION 


HEADQUARTERS ST LOUIS 
PLANTS COAST TO COAST 
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| I Know Ehery Tool Stoel Grade and Size in Warehouse ek” 


Thanks to the Allecheny Ludlum STEELECTOR 


‘We simplified tool steel selection immensely when 
we started using the A-L STEELECTOR System. It 
slashed our selection time to seconds. And our local 
warehouse always has the grade and size we need in 
stock—ready for immediate delivery. 

““Here’s how we use the STEELECTOR System: 
We check bar graphs of the STEELECTOR Card for 
the job at hand (there are cards for hot work, high 
speed, and tool room grades) to compare, the abrasion 
resistance, toughness, size stability, machinability, and 
red hardness of the STEELECTOR grades. In seconds 
we can pick the best combination of properties. 

“We confirm our selection with the STEELECTOR 
Data Stock List. (There is a List foreach STEELECTOR 
gtade.) The Data Stock List itemizes every size and 
shape in stock. It tells us before we order that the 


7 
/ 


particular grade and size we need is ready for imme- 
diate delivery. The STEELECTOR System and quick 
warehouse delivery have enabled us to reduce our 
own inventory. 

‘The Data Stock Lists also tell us proper hardening, 
tempering, and annealing temperatures. The steel 
analysis and AISI number are listed along with a de- 
scription of the steel’s properties. And a list of sug- 
gested working hardnesses for typical applications 
serves as a check on our use of the grade.” 

The STEELECTOR System is remarkably easy to 
use. If you haven’t investigated it yet, ask your A-L 
representative for your copy of the colorful, 10-page 
STEELECTOR Booklet, or write: Allegheny Ludlum 
Steel Corporation, Oliver Building, Pittsburgh 22, 
Pennsylvania. Addtess Dept. p-g. 


3241 


7 
/ ALLEGHENY LUDLUM 


Tool Steel warehouse stocks throughout the country 
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Udylite Full Automatic Rack Plating Machine photo- 

graphed on April 4, 1961, at the Chromcraft Corporation. 

First placed in operation on October 1, 1950. 64’ 4” long, 

12’ 4” wide, with a ceiling height of 15’ 1”. Racks are 
30” x 30” x 60” and tanks are 6’ 6” deep, 56” wide. 








EE 


a 


ro 


IN TEM wears ! 


Udylite Full Auto- 
matic plates 13 
miles of tubing 
per day for metal 
furniture leader! 


“Our Udylite Full Automatic Rack Plating Machine has more than met extremely 
heavy production schedules over the last 10-year period—without any significant 
downtime other than process change-over,” states Mr. Irwin C. Keefer, Vice 
President of the Chromcraft Corporation, St. Louis, Missouri. HI A leader in 
the metal furniture industry, Chromcraft Corporation produces more than 500 


tables and 3,000 chairs per day. Tubular metal legs and frames are first bright 





nickel plated in a Udylite Incomparable ‘66’ Process bath. Later they are chrome 
plated or finished with a gold aniline epoxy coating. MI ‘‘We selected this return-type automatic on 
the basis of successful past performance of our other Udylite equipment. The need for increased 
production with uniform high plating quality, ease of operation 


and reduced maintenance requirements were additional con- 





siderations of importance,"’ continues Mr. Keefer. HJ To find out 
how a Udylite Full Automatic, engineered to meet your specific THE 
plating requirements, can improve your production and profit CORPORATION 


DETROIT Tt, 
picture, contact your local Udylite Representative, or write: MICHIGAN 
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“Please... please ...let me call GENERAL MATERIALS... 


’ . . . ” 
youll have those extrusions in the morning 


¥” OD x .020 WALL — to — 14” OD x .125 WALL 





010 24 x 120 — to — .190 60 x 180 





PLATE .250 36 x 96 — to —6” 30x 84 





call ns 
GEN ERAL SQUARE BAR 4" te—¢ 
MATERIALS HEXAGONAL BAR x," roe 


for immediate RECTANGULAR BAR | Ye" x Yo" — to—6”x 10” 


¥e” DIAM. — to — 8” DIAM. 

















shipment of 
non-standards 
from warehouse 
AND Titanium + Stainless Steel + Zirconium * Tungsten * Molybdenum 


; r Magnesium + Hastalloy » Chromoly * Inconel * Monel 
inventories ALL MATERIAL NOW PURCHASED UNDER GOVT. SOURCE INSPECTION AT MILL 


(“AN” RESERVE PROGRAM) 
a” 


THE NATIONAL SUPPLY SYSTEM OF NON-STANDARD METALS 


: 7? HARVEY 
write for our latest catalog +6.51-p Warehouse Distributors for luminum 


General Materials Company 


1400 PLAZA AVENUE e NEW HYDE PARK, NEW YORK e PRIMROSE 5-9500 


FLORIDA TEXAS WASHINGTON 
GENERAL MATERIALS COMPANY GENERAL MATERIALS COMPANY OF TEXAS GENERAL AEROSPACE MATERIALS CORPORATION 
490 S. E. 11th AVENUE 9017 DIPLOMACY ROW F WASHINGTON 
HIALEAH, FLORIDA DALLAS, TEXAS 1041 6th AVENUE SOUTH 
TUXEDO 8-4661 FLEETWOOD 7-6481 SEATTLE, WASHINGTON 


MAIN 4-4430 


HAND FORGING ROUNDS — SQUARES — RECTANGLES F 


EXTRUSIONS A.N.D. SECTIONS — AIRCRAFT SPECIAL SHAPES 





ALUMINUM ALLOYS 1100 — 2011 —2014— 2017 — 2024 — 3003 — 5052 
5086 — 5456 — 6061 — 6063 — 7075-7178 











rn 
/ 














For More Facts Write No. 197 on Information Card—Last Page 
PURCHASING 





Calendar of Coming Events 








NOVEMBER 









































Aug. 16-19. Society of Automo- 
tive Engineers: National 
West Coast Meeting, Sher- 
aton Hotel, Portland, Ore. 


Aug. 28-Sept. 1. American So- 
ciety of Mechanical Engi- 
neers: Second International 
Heating Conference, Uni- 
versity of Colorado, Boul- 
der, Colo. 


Sept. 11-15. Instrument Society 
of America: 16th Annual 
Meeting, Fall Conference 
& Exhibition, Los Angeles, 
Calif. 


Sept. 12-14. Plant Engineering 
& Maintenance: 3rd South- 
eastern Show, Greensboro 
Memorial Coliseum, Greens- 
boro, N. C. 


Sept. 14-15. American Society 
of Mechanical Engineers 
and American Institute of 
Electrical Engineers: Engi- 
neering Management Con- 
ference, Hotel Roosevelt, 
New York, N.Y. 


Sept. 18-20. Standards Engi- 
neers Society: Tenth An- 
nual Meeting, Hotel Sher- 
man, Chicago, IIl. 


Sept. 21-22. Missouri Valley 
Electric Association: Pur- 
chasing & Stores Commit- 
tee, Sheraton Jefferson 
Hotel, Louis, Mo. 


Sept. 25-26. Steel Founders’ So- 
ciety of America: Fall 
Meeting, The Homestead, 


Hot Springs, Va. 


Sept. 25-28. American Welding 
Society: Fall Meeting, Adol- 
phus Hotel, Dallas, Texas. 


Sept. 26-28. Institute of Sanita- 
tion Management: Sanita- 
tion Maintenance Show, 
Hotel Sheraton, Philadel- 
phia, Pa. 


Sept. 27-28. American Die Cast- 
ing Institute: Annual Meet- 
ing, Edgewater Beach Hotel, 
Chicago, IIl. 


Sept. 28-29. American Produc- 
tion and Inventory Control 
Society: 4th Annual Nation- 
al Conference & Technical 
Exhibit, Pick Congress 
Hotel, Chicago, Ill. 


Oct. 2-6. National Hardware 
Show, McCormick Place, 
Chicago, Ill. 


Oct. 9-11. National Electronics 
Conference, International 
Amphitheatre, Chicago, IIl. 


Oct. 10-12. American Standards 
Association: 12th National 
Conference on Standards, 
Rice Hotel, Houston, Tex. 


Oct. 23-27. 
Show: 
City. 


National Business 
Coliseum, New York 


Oct. 23-27. American Society for 
Metals: Cobo Hall, Detroit, 
Mich. 


Oct. 18-20. National Packaging 
Forum: Twenty-third An- 
nual Meeting, Biltmore 
Hotel, New York, N. Y. 


SUBSCRIPTION CORRESPONDENCE AND CHANGE OF ADDRESS: Write to Circulation 
¥. 


Department, 


PURCHASING Magazine, 205 East 42nd Street, New York 17, 


Please give title and company affiliation in all correspondence. Notify us promptly 
of any change of address. Be sure to give old as well as new address; include 


postal zone number, and new company name and title. 


Enclose address label from 


a recent issue, if possible. Since mailing labels are addressed in advance, please 
allow 5 weeks for change to become effective. 
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INDUCTION - CONSUMABLE ~- LEADED 


52100 HOUSE 


PETERSON 
STEELS, INC. 


Union, N. J. 


Detroit, Mich. - Melrose Park, Ill. 
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With many items — like cereals, dry, powdered or gran- 
ulated foods, soap products — consumers rarely make 
formal complaints when packaging fails. They just turn 
to another product, and you never learn about it until 
the sale is lost. 


Packaging Corporation designers have developed the 
exclusive Calk-Seal technique to prevent sifting and 
infestation — assuring a positive moisture-resistant seal, 
completely tight from the time it leaves the filling line. 
Elimination of inner bags or overwraps makes econom- 
ical higher line speeds possible. 


Calk-Seal is a simple, inexpensive means of sealing 
cartons with a permanently pliable, non-tainting ma- 
terial. Positive, damage-proof sealing is accomplished 
by the combination of VanBuren ars and the applica- 
tion of Calk-Seal. Regular adhesives are used to make 
flap and ear seals. Failure from imperfect carton forma- 
tion is eliminated. Special moisture protective laminates 
are available. For a modest investment, Calk-Seal ap- 
plicators can be attached to existing lines. Phone or 
write today for information. 


*Machine and process patents applied for. 


Planned Packaging moves merchandise 


Packaging Corporation of America 


1632 CHICAGO AVENUE + EVANSTON, ILLINOIS 


Cartons + Containers + Displays + Egg Packaging Products + Molded Pulp Products + Paperboards + Plastics 
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Purchasing Pointers 


WHO SIGNS THE ORDER?—Does your company still have the old-fashioned 
requirement that high-value orders be signed by an official 
outside the purchasing department? If so, now is the time for 
responsible purchasing to suggest a change. The modern way is 
to let the buyer sign the order, although the P.A.'s name 
may be printed at the bottom as well. 


THERE'S NO ONE EASIER TO SELL THAN SALESMEN—If your company makes con- 
Sumer products, you may have some hot prospects right in your 
own waiting room—the salesmen who call on you. One enterprising 
appliance manufacturer has a display of its products in the 
lobby, along with a trained receptiorist to show how the unit 
works, why it's the best, etc., etc. 


PURCHASE ORDERS ARE FOR BUYING ONLY——Does every purchase order you issue 
actually cover a purchase? One New England purchasing de- 
partment used to issue purchase orders for repairs, exchanges, 
and other transactions where no-charge was involved. They 
weren't needed, so they were eliminated—thereby cutting out 
a fair amount of paperwork. 


LETTER BETTER THAN REQUEST FOR QUOTE—A small-company purchasing agent 
in Pennsylvania feels there are times when more, not less, 
paperwork is good. He sends out individual letters instead 
of request for quotation forms. "They take a little longer 
to prepare," he says. "But they can be personally addressed 
to salesmen, so that you'll often get faster and better service 
than with an impersonal form." 


BIG GASOLINE USERS CAN SAVE—If you have a fleet of company cars or 
trucks, it may pay to install your own gasoline storage tanks. 
One company that recently did this is saving 4¢ a gallon over 
the price it previously paid since it can now buy gasoline at 
the lower full transport delivery price. Volume has to be 
Sizeable, though, before an installation will begin to 
pay for itself. 


EXPLAIN THE MEANING OF DISCOUNTS—You may think the importance of dis- 
counts is so obvious as to require no further discussion. 
Unfortunately, not everyone in the company grasps the idea 
as well as you do. As a gentle reminder of what purchasing can 
do for the company with a little cooperation from others, why 
not report monthly to all department heads showing discounts 
you've earned. 
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Do all your suppliers 
work week ends for you? 


A wo of suppliers talk about delivery and service. Here’s just one example of what 
we do. 
When a P.A. reported to our Seattle representative that his firm* had an equip- 
Lele ment failure, it was five o’clock on a Friday afternoon. 500 feet of 5-KV cable were 
Rome Cable Division supplies aT 
COPPER WIRE AND CABLE nie ee ‘clock in the East, of 1 Seattl lled the h 
was eight o'clock in the East, of course, but our Seattle rep calle e home 
ALUMINUM CONDUIT. °° office anyway. He talked to the Sales Service Manager, who cone down the 
mee ee we we ee eee Traffic Manager at his Friday-night bowling game. They both went to work, and by 
, 11:00 that night the order was assembled from Rome’s stock. It was shipped by 
plane and by 7:30 Monday morning was in Seattle and on the job. 
Unusual? Maybe. But it’s typical of what you can expect in the way of service 
when you meet your wire and cable requirements through Rome Cable Division of 
Alcoa. *Name furnished on request 


” 
eoeeerkesregerkereeseesksee#8e#*e#* 


For information about our broad 


line of products, write for Bulletin ALC oA 


RCP-200, “Guide to Representative 

Wire, Cable and Conduit.” Address 

inquiries to Rome Cable Division of R o RA E cA = | LE 
ee ee ee ee ee ee Alcoa, Dept. 14-81 Rome, New York ob 2 Ve St ON 
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Centralized 


Defense 


Purchasing 


PURCHASING MAGAZINE 
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rm 
Due BIG BUSINESS of military purchasing seems headed 
toward greater centralization. 

A special committee is reported to be completing “Department 
of Defense Project 100: Integrated Management of Common 
Supplies and Service Activities.” This is a study and evaluation, 
made in conjunction with the major armed services, of three 
different approaches to further centralization of defense pur- 
chasing. The committee’s recommendations will be acted upon 
by Defense Secretary McNamara within the next several weeks 
and presented to Congress some time later this year. 

Reorganization of defense procurement may take one of three 
forms: expansion of the present common supply arrangement 
where one service has responsibility for buying all items of one 
kind for all services (e.g., the Army buys all clothing and tex- 
tiles); creation of a consolidated supply agency which would 
come under one of the service secretaries; establishment of a 
simi.ar agency that would report to the Secretary of Defense 
through the Joint Chiefs of Staff or another designee of the Sec- 
retary of Defense. In any event, it appears that greater restric- 
tions will be placed on buying activities of the individual serv- 
ices. 

Disinterested observers (or are there really very many when 
a giant bureaucracy and over $20 billion annual purchases are 
involved?) should be encouraged to know that greater effort is 
being made to put military procurement on a more businesslike 
basis. There has been a good deal of progress in improving mili- 
tary purchasing in recent years. Much of the credit for it should 
go to the services themselves, some should go to their critics in 
Congress despite the absurd notions quite a few of them have 
regarding the nature of the purchasing process. Wild charges 
are often made in the House and Senate for one purpose or an- 
other, and if some of them have led the armed services to im- 
prove their methods, the result is a net gain. 

There may be a good deal of mild brawling before any reform 
in military purchasing is put through. Service rivalries are still 
very strong, and each branch has strong allies in Congress who, 
with great patriotic fervor, will resist any encroachment on 
their favorites’ powers. And there are, of course, legitimate fears 
about over-centralization, creation of a bigger but not neces- 
sarily more efficient supply bureaucracy, and usurpation of 
operational responsibility that belongs with the services. 

We believe civilian purchasing agents, both as businessmen 
and taxpayers, should be concerned with the form and methods 
of the defense procurement establishment. We intend to analyze 
and evaluate in forthcoming issues these new proposals for in- 
tegrating supply management in the military services. We will 
also discuss related recommendations for unification of training 
for military procurement personnel—a step we proposed several 
years ago and still see as one of the most important ways to 
make defense procurement more efficient. 


y 
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A New Approach to 


Purchasing Problems 


Queuing theory is an operations research tech- 
nique with many materials management applica- 
tions. Used properly it can solve many of pur- 
By Dr. Spencer B. Smith, chasing’s more complex problems. 
Manager of Operations Research 
Semiconductor Division 
Raytheon Company now it’s being used to solve a wide variety of 
problems involving such diverse elements as planes 
W waiting to land at an airport, loading and unload- 
HAT WOULD HAPPEN to the efficiency of ing trucks at a warehouse, and workloads in 
your department if you added another typist or stenographic pools. 
if you hired another buyer? How many more peo- Essentially, the queuing theory is applicable in 
ple would you need to cut by 50% the time it takes situations where units arrive at one or more 
to place an order? service facilities, are served and discharged, and 
These are extremely difficult questions to answer the arrival rate and/or service times are subject 
yet they are the kind that every purchasing ex- to random variations. The queuing theory makes it 
ecutive has to deal with. To solve this type of possible to predict the effect on waiting time if 
problem a mathematical approach has been de- you make a change in a system such as increas- 
veloped which can help a great deal. Called the ing the number of service facilities or varying the 
queuing theory, the method was originally devel- order in which units are served. 


oped to solve telephone switching problems. But Here are some typical questions that the queuing 
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theory can be used to answer: 

(1) What is the average length of time a unit 
will have to wait before being served? 

(2) On the average, how many units will be in 
the waiting line? 

(3) What is the probability that a unit will 
have to wait? 

(4) What is the probability that a unit will not 
have to wait more than “x” hours before being 
served? 

(5) What is the probability that the waiting line 
wiil contain no more than “y” units? 

(6) What percent of the time will the service 
facilities be idle? 

In a particular situation any one of these ques- 
tions or a combination of them may be of prime 
importance. 

One of the more common problems is deciding 
how much service capacity to provide. If service 
capacity is less than the product of average arrival 
rate and average service time, the waiting line 
will grow indefinitely. Contrary to intuition, if 
capacity just equals average demand, very long 
waiting lines will occur. As capacity is increased 
above average demand, the average length of wait- 
ing line will be reduced, some units will be served 
immediately on arrival and the service facilities 
will be idle a portion of the time. If capacity is 
increased further, eventually most units will be 
served immediately, waiting lines will be short and 
infrequent, and service facilities will be idle most 
of the time. 


If the cost of keeping units waiting and of pro- 


viding idle capacity are known, we can select that 
capacity which minimizes the sum of these two 
costs. This is shown in Fig. I. Frequently, how- 
ever, these costs, particularly the former, are 
difficult to determine. Where this is the case, 
predictions as to the amount of waiting that will 
exist with various capacities will at least reduce 
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the amount of guess work required. 

In order to solve a queuing problem, information 
must be obtained about the input process, the 
queue discipline and the service process. 


Must Know When Shipments Come In 


Concerning the input process, we need to know 
the pattern of arrivals. This may be at fixed in- 
tervals or at random. from a finite population or 
one that can be assumed to be infinite. We are in- 
terested in the average arrival rate, and, in the 
case of random arrivals, the distribution of ar- 
rivals per unit time. 

As for the queue discipline, we want to know 
whether units are selected for service at random, 
on a first-come first-serve basis, a last-come first- 
serve basis, or by some system of priorities. We 
also want to know if units, such as impatient cus- 
tomers, may leave the queue. 


Regarding the service process, it is necessary 
to know how many service facilities are available, 
the average service time, and whether service 
times are the same for all units or whether they 
vary. If the service times vary, we must determine 
their distribution. 

There are a number of methods for solving 
queuing problems. The choice will depend on the 
nature of the queuing situation and on the ques- 
tions which must be answered. The methods can 
be divided into three groups: formulas, graphs and 
tables, and simulation. 


Formulas. If a formula is available which fits 
your particular problem, it is then a matter of 
substituting the appropriate numbers into the form- 
ula and performing the necessary calculations. Two 
of the references listed at the end of this article— 
the books by Morse and Feller—explain some of 
the formulas and show how they are derived. The 
article by John Shelton (another of the references) 
lists these formulas. And, of course, the sophisti- 
cated operations researcher can always develop 
his own formulas (Turn Page) 
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Graphs and Tables. Even when formulas are 
available, however, quite a few calculations may 
have to be made. Fortunately these calculations 
have already been carried out for many common 


queuing problems and the results recorded in 
the form of graphs and tables. 

A number of graphs based on arrivals from in- 
finite populations are illustrated in Shelton’s arti- 
cle. The Peck and Hazelwood text provides tables 
for the case of arrivals from finite populations. 


Simulation. Frequently there are situations that 
cannot be handled by available formulas, graphs 
or tables. The reason may be that arrival or serv- 
ice time distributions are not adequately approxi- 
mated by the standard distributions assumed in the 
formulas or there may be other complications. In 
this situation, a solution may be obtained by simu- 
lation, a highly flexible method which can be 
applied to any queuing problem. Using simulation, 
arrival frequencies and service times are drawn 
as random samples from probability distributions 
modeled after observed frequency distributions. 
The resulting waiting times and queue lengths 
are calculated and recorded. This simulated per- 
formance is then used as a forecast of how the sys- 
tem would operate in practice. Changes can be 
introduced in the simulation procedure to deter- 
mine the effects of changes in the number of serv- 
ice facilities, the use of various priority systems, 
changes in arrival rates or average service times, 
and so forth. Simulations of this type are usually 
performed on a computer. 

A subsequent article will be devoted to the use 
of simulation in analyzing and designing purchas- 
ing systems. 

Queuing theory can be used to study the opera- 
tion of any single stage in the procurement cycle 
from keeping inventory records to placing orders 
to receiving and warehousing. Or it could be used 
to study the procurement cycle as a whole. 

For purposes of illustration we will examine one 
stage in the process: typing purchase orders. First 
we will consider the case where one typist works 
on all the orders. Orders arrive at random. For 
a period of time, we keep a record of the number 
of orders that arrive at her desk to be typed each 
hour and plot the results as shown in Fig. II. The 
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columns represent the percent of all the hours 
recorded that the number of orders shown at the 
bottom arrived. For example, eight orders arrived 
in one hour out of every ten. 

If the orders arrive at random, we would expect 
the columns in Fig. II to foliow a statistical pat- 
tern known as the Poisson distribution. The mathe- 
matical expression for the Poisson distribution is: 

P(n) == B*e* 
n! 
Where P(n) = probability of n arrivals in an 

hour. 

A = average number of arrivals per 
hour. 

e216 

n! = (n) (n—1) (n—2)... (1) 
on. f= 4 XE XA Xi SS 

The average number of arrivals during the 
period was ten per hour. The Poisson distribution 
with a mean of ten is shown in Fig. II as a smooth 
curve. We see that it follows the actual distribu- 
tion of arrivals quite closely. 

We must also obtain some data on the length 
of time it takes to type an order. Fig. III shows 
the results of recording the time required for a 
sample of orders. It shows, for instance, that 70% 
of all orders take longer than two minutes to type. 
The average is 5 minutes per order. 

Many service operations have exponential serv- 
ice time distributions. The formula for the ex- 
ponential distribution is: 

Pi>} =e™ 
Where P(>t) = probability that an order will 

take more than t minutes to 
type, 

S — average rate at which orders 
are typed in orders per minute 

ean Bam 

t = time in minutes. 


In this case an average order takes 5 minutes, 
therefore, the average typing rate, S, will be one 
fifth of an order per minute. Substituting 1/5 for 
S, P(>t) = e®. This curve is plotted in Fig. III 
and we see that it provides a reasonably good fit 
to the actual distribution. 

We will assume that: (1) arrivals follow the 
Poisson distribution, (2) arrivals in one hour do 
not affect the number in the next hour, (3) typing 
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times are exponen- 
tial. (4) the time to 
type an order is in- 
dependent of the 
time taken for the 
preceding order, (5) 
orders are typed on A} 1) 2) 3] 4 
a first-come first- 
serve basis. 

Based on these as- 
sumptions, we can 
now apply some for- 
mulas to determine 
the amount of wait- 
ing to expect. First consider the typist. The frac- 
tion of her total time she will be busy is given 
by the occupancy ratio 

Ss a Oe 

S 12 
where S is the average number of orders that can 
be typed per hour, or 60 minutes/5 minutes 12. 

The amount of time she will be idle, again ex- 
pressed as a fraction of her total time, will be 

A - - 
1 — S 1 0.83 0.17 

The fraction of orders that will have to wait 
before being typed is the same as the fraction of 
time the typist is occupied, 0.83. And the fraction 
of all orders that will be typed immediately on 
arrival is the same as the fraction of time the 
typist is idle, 0.17. 

The average number of orders waiting includ- 
ing the one being typed is 

A 10 ; 
a se ee eal 
The average time that an order must wait before 
being typed is 
Ww _L . A 10 
S S(S — A) 12(12 — 10) 
- 5/12 hours or 25 minuf€s. 

The average total time of waiting plus typing is 

given by 


0.33 0.50 0.71 








THW+ 42-4 


. t—k& wae 





— hour or 30 minutes. 


It may be that the average number of orders 
arriving per hour varies seasonally or with changes 
in the volume of business. We can predict the 
effect on waiting of any given average arrival rate. 
These predictions are shown in Table I for arrival 
rates varying from one to 12 per hour. 

Consider the case where only one order arrives 
per hour. The typist is only occupied 8 percent 
of the time. Most of the time there will be no or- 
ders waiting as the average waiting line contains 
only 0.09 orders. The average time an order has to 
wait in the in-basket is only 0.01 hours. And the 
average overall cycle for an order of waiting plus 
typing is 0.09 hours. 

As the average arrival rate increases, the oc- 
cupancy ratio increases, the length of the waiting 
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Table | 


The Relationship Between Waiting Time 
and Average Rate of Arrival 


(S = 12) 


0.25 0.33 0.42 0.50 0.58 0.67 0.75 0.83 0.92 0.96 0.99 
1.00 1.40 2.00 3.00 5.00 11.00 23.00 119.00 
0.03 0.04 0.06 0.08 0.12 0.17 0.25 0.42 0.92 1.92 9.92 

0.14 0.17 0.20 0.25 0.33 0.50 1.00 2.00 10.00 


line grows as does 
the average waiting 
period. Look at the 
second to last column 
where an average of 
11.9 orders arrive per 
8 9 10 Wi ms 119 hour. The typist is 
occupied 99% of the 
time, the average 
number of orders 
waiting has grown 
to 119 and we must 
expect an average of 
ten hours to elapse 
between the time an order is received and typing 
is finished. 

Now consider the final column. Here the ar- 
rival rate is equal to the service rate of 12 orders 
per hour. The typist is always busy and the aver- 
age number of orders waiting stretches out to 
infinity. 

Now consider the same situation except that the 
average number of orders has grown to 58 per 
hour and we must decide how many typists to 
employ. 

If we employed four girls, they could only ex- 
pect to average a total of 4 12 or 48 orders per 
hour, so there would be no chance of keeping up. 
If we employed five, they would average 5 x 12 
or 60 orders per hour. In this case we would be 
providing capacity just a little greater than demand 
and would have to expect substantial delay in 


Table Il 


The Relationship Between Number of Typists 
and Waiting Time 


Average Time 95 Percent of 
An Order Orders Will 
Must Wait Not Have To 

Before Typing, Wait More Than, 
Minutes Minutes 


Orders Which 

Will Not Have 
Number of To Wait, 
Typists Percent 


8 28 88 
47 2 10 
72 2/3 


getting orders typed. Therefore, we will consider 
the effect on order leadtime of employing five, six 
or seven girls. 

The mathematics in this case are more lengthy, 
but answers can be obtained either by the use of 
formulas or from published graphs as mentioned 
earlier. Fig. IV shows the percent of orders that 
will not have to wait longer than the time speci- 
fied before being typed if 5, 6 or 7 typists are 
employed. For example, the curve for five typists 
tells us that 34 percent of the orders would not 
have to wait longer than 10 minutes. As the num- 
ber of typists is increased, the percent of orders 


(Please turn to page 164) 
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Govt. Cracks Down on 
Inventory Reporting 


Internal Revenue Service plans to give 


company inventory reports a long 


hard look to prevent tax dodging. 


P.A.’s responsible for inventory control 


will have to conform to new reporting regulations. 


By A. N. Wecksler, 


Washington Editor 


Arrer A WARNING by Presi- 
dent Kenendy “that the manipu- 
lation of inventories has become 
a frequent method of avoiding 
taxes,’ the Internal Revenue 
Service has instructed its agents 
to place more emphasis on inven- 
tory reporting. 

This means there is greater 
chance that the taxpayer’s inven- 
tories will be looked at more 
closely than in the past. The gov- 
ernment’s new approach is of par- 
ticular interest to those purchas- 
ing agents whose growing mate- 
rials responsibilities involve in- 
ventory control and inventory re- 
yorting. Their advice to manage- 
ment on inventory management 
must now reflect official attitudes 
and policies. 

Top level Treasury Depart- 
ment officials have become con- 
vinced that there has been con- 
siderable distortion in inventory 
reporting. Reason: to defer or re- 
duce tax liability. 

These Treasury officials claim 
that top tax practitioners have 
come to the same _ conclusion. 
President Kennedy’s Commis- 
sioner of Internal Revenue, Morti- 
mer Caplin, is now seeking to 
crack down on these distortions. 

President Kennedy was suf- 
ficiently impressed with Treasury 
Department arguments to include 


several strongly worded para- 
graphs on inventory reporting in 
his tax message to Congress. He 
said: 

“It is increasingly apparent that 
the manipulation of inventories 
has become a frequent method 
of avoiding taxes. Current laws 
and regulations generally permit 
the use of inventory methods 
which are acceptable in recog- 
nized accounting practice. Devia- 
tions from these methods, which 
are not always easy to detect dur- 
ing examination of tax returns. 
can often lead to complete non- 
payment of taxes until 
tories are liquidated; and, for 
taxpayers, this represents 
a permanent tax reduction. The 
understating of the valuation of 
inventories is the device 
frequently used. 

“T have directed the Internal 
Revenue Service to give increas- 
ing attention to this area of tax 
avoidance, through a stepped up 
emphasis on both the verification 
of the amounts reported as in- 
ventories and an examination of 
methods used in arriving at their 
reported valuation.” 

Reaction among Internal Reve- 
nue Service officials is that the 
present laws and regulations ap- 
plying to inventory reporting are 
adequate. The current emphasis 


inven- 


some 


more 


on closer enforcement is neces- 
sary because in recent years tax- 
payers may have been lax with 
regard to inventory reporting. 


Dodges Used to Avoid Tcxes 


Internal Revenue officials can- 
not give even a rough estimate 
of the extent of inventory re- 
porting violations. 

They say that the most com- 
mon means by which inventories 
are understated 

—Omission of 
ventory. 


are: 
items from in- 

—Incorrect pricing of inventory 
items. 

—Use of 
values. 

—Premature classification of 
merchandise in stock as obsolete, 
spoiled, or excess. 

—Failure to consider freight 
in or cartage in as part of the 
inventory costs. 

—Use of reserves for antici- 
pated inventory losses or price 
declines. 


incorrect market 


—Failure to allocate material, 
labor, or overhead to work in- 
process and finished goods. 

—Use of unrealistic rates 
apportionment of overhead. 

The law applying to valuation 
of inventories is specific. It pro- 
vides two tests to which each in- 
ventory must conform: 

(A) It must conform as nearly 
as possible to the best accounting 
practices in the trade or business. 

(B) It must clearly reflect in- 
come. 


for 


Why All the Interest? 


These broad general guidelines 
make it quite clear that inventory 
rules cannot be uniform and must 
conform to practices in the par- 
ticular trade or business. At the 
same time, the inventory prac- 
tice of a taxpayer should be con- 
sistent from year to year to clear- 
ly reflect income. 

Two factors have stimulated 
the interest of Treasury Depart- 
ment officials and the White 
House in reporting of inventories. 
First, inventory makes up such 
a major portion of business assets 
that any manipulation in report- 
ing—either intentional or unin- 
tentional—can greatly affect a 
taxpayer’s liability. 
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Second is the complexity of 
dealing with inventory. Many 
cases have been noted of inade- 
quate record-keeping along with 
instances where records were de- 
stroyed before the statute of limit- 
ations for the tax year had ex- 
pired (ordinarily three years after 
the return is due to be filed). 

Second reason for the govern- 
ment’s interest in inventory re- 
porting practices is the complex- 
ity of dealing with inventory. 
The volume of sales and pur- 
chases is relatively easy to check, 
but the valuation of inventory 
involves market values and other 
considerations in addition to cost. 
Both policy and judgment are in- 
volved which cannot be measured 
with the same rigid yardsticks 
that can be applied to sales or 
purchases. 

To assist in correcting abuses 
in the inventory area, the Treas- 
ury Department is considering a 
new plan. Under this plan, tax- 
payers using the “cost or mar- 
ket—whichever is lower” method 
of inventory reporting would 
now be required to report on their 
tax returns the cost of the inven- 
tory before any 
market. 


reductions to 


Where the P.A. Comes In 


The taxpayer would then sepa- 
rately state the amount of any 
inventory valuation deduction— 
a common practice since this re- 
sults in reducing the taxable 
profit. If market values are used 
for any items of inventory, the 
taxpayer would then have to ex- 
plain on what basis the market 
value was determined — along 
with the relationship of recent 
purchases and sales to that mar- 
ket value. 

In addition, taxpayers would 
be required to state whether a 
physical count of the inventory 
was taken, whether such inven- 
tory was taken by management 
alone or by a certified public 
accountant, and what procedures 
were followed to insure that all 
items of inventory were correct- 
ly counted. 

A basic question of interest to 
purchasing agents is the approach 
that the Internal Revenue Serv- 
ice will take toward examining 
company inventory reports. 
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The method will be that of 
an outside public accountant. The 
Internal Revenue agent will ap- 
ply standard tests of the com- 
pany’s inventory controls to de- 
termine whether a more com- 
plete examination of reporting 
methods is warranted. Obviously, 
the question of reporting primary 
materials is not as critical as 
when the inventory involves 
semi-fabricated and assembled 
items. 


Will Check all Records 


What will the agents be look- 
ing for? For one thing, they plan 
to closely examine accumulation 
of inventory, with the eventual 
liquidation or sale of the inven- 
tory assets reported as a capital 
gain. This is not a frequent tax 
dodge, however, especially since 
the Internal Revenue Service has 
been examining liquidations care- 
fully. 


(Please turn to page 162) 


Commissioner of Internal Revenue 
Mortimer Caplin plans to get tough 
on improper inventory reporting. The 
crackdown will take the form of 
stepped up emphasis on both the 
verification of the reported inventory 
value and examination of the methods 
used in arriving at the inventory 
valuation figure. 


How To Report Your Inventory 


Here’s a report from the Treasury Dept. concerning improper 


inventory reporting: 


“The taxable income of a business is understated whenever the 
inventory at the end of the year is understated. The allowable 
deduction for the cost of goods sold is computed by adding to the 
beginning inventory the purchases for the vear—and then subtract- 
ing from this total the ending inventory. For example, the cost of 


goods might be as follows: 


Beginning inventory 
Purchases during year 


Ending inventory 


Cost of goods sold 


$ 40,000 
200,000 


240,000 
60,000 


180,000 


“If, however, the taxpayer in the above example reports that his 
ending inventory was only $50,000, the cost of goods sold deduction 
would become $190,000, resulting in a $10,000 understatement of 


taxable income. 


“To the extent that an understatement of the ending inventory 
continues in future years, the taxpayer will not have paid tax on the 
full amount of his income. At the minimum, the result is deferral 
of the time of paying the tax. in some cases, as the result of losses, 
sale of the business, or death of the taxpayer, this income may 


escape taxation entirely. 


“Understatement of the ending inventory may be accomplished 
by manipulation of the code provision permitting inventories to be 
valued at “cost or market—whichever is lower.” The use of very low 
market values, of course, reduces the amount of the ending inventory, 
thereby reducing taxable income. In addition, the amount of the 
ending inventory may be understated by not including a proper count 


of all inventory items.” 
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How to Spot a Good 


Salesman 


company’s production and deliv- 
ery schedules, along with author- 
ity to commit the company to spe- 
cific delivery dates and warranties 
are essential if the salesman is to 
negotiate meaningfully. 

We expect the salesman to see 
that our purchase orders are ac- 
knowledged promptly, in accord- 


SS ALESMANSHIP is as much 
an art as it is a science. So oc- 
asionally you'll find the man 
‘ho more or less flouts most 

the rules and yet turns out to 
be a successful salesman. But we 
more than flair (although 
that’s still essential) in these com- 
plex times if purchasing and sales 
are to work together to mutual 


] 
need 


By H. M. Zimmerman 


Director of Procurement 
Kearfott Division, General Precision Inc 
Little Falls, N. J 


advantage. 

Based on experience and ob- 
servation of many hundreds of 
supplier representatives, we sug- 
gest these as the marks of the 
good salesman: 

He knows the customer and his 
requirements. Knowing the cus- 
tomer involves more than calling 
him by his first name or having a 
drink with him now and then. A 
salesman should understand what 
a buyer wants from a product, 
and how the product is used in 
the plant. He should be able to 
give the buyer every scrap of in- 
formation that will help in the 
sound evaluation of a product. 

He is conscientious about de- 
livery, follow-up and service. In 
most cases, we expect the sales- 
man to know his company’s order 
position so that he can keep us 
up to date. Knowledge of his 


ance with the buyer’s terms and 
delivery dates. He should let the 
buyer know, in advance, of any 
delays or changes in delivery 
schedules. We want him to be 
prompt in answering requests for 
quotation and other correspond- 
ence. (A minor, but important, 
point: he should make sure cus- 
tomers get enough copies of ship- 
ping notices and invoices for ef- 
ficient handling of paperwork.) 


Ask Yourself Some Questions 


Purchasing agents might ask 
themselves the following ques- 
tions in evaluating a salesman: 

How much follow-up effort is 
needed to get satisfactory service 
from the supplier? Is the com- 
pany’s attitude fair and reason- 
able in respect to replacements 
and adjustments on faulty ship- 
ments or is there a fight every 
time this situation occurs? Does 
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performance improve after spe- 
cific or chronic shortcomings in 
service or quality have been 
brought to the salesman’s atten- 
tion? Is he cooperative when 
asked to supply special or emerg- 
ency service? Does he get careless 
about service once he gets estab- 
lished as a regular supplier? 

He should use his time and your 
time intelligently. Whenever pos- 
sible, a salesman should telephone 
and make an appointment. When 
this cannot be done, he should 
limit his visit to 15 minutes or 
less. Unusually important or com- 
plex business will, of course, take 
longer, but arrangements should 
be made beforehand to allocate 
enough time in this case. We like 
a salesman who comes to the point 
and presents his story as briefly 
as possible. 

We expect a salesman to realize 
that we can’t buy from everybody 
and that weekly calls are point- 
less unless he has something as 
good or better, at a competitive 
price, than the item we’re now 
buying. 

We also want the salesman to 
realize that we have homes and 


families like everyone else so that 
in many instances we must de- 
cline his invitations to dinner, en- 
tertainment, etc. 


He has high ethical standards. 
It takes two to make an unethical 
deal. We expect salesmen to main- 
tain high standards and to encour- 
age the people they deal with to 
do the same. We think they should 
provide us with useful services, 
and forget about handing out gifts 
that are frequently useless and 
sometimes embarrassing. 

He avoids backdoor selling. A 
salesman calling at the request of 
an engineer or anyone else in the 
plant should first clear his visit 
with purchasing. He should let 
purchasing know that he has re- 
ceived a request for information 
and specify when and on whom 
he is going to call. In this connec- 
tion, it would be well for all sales- 
men to acquaint themselves with 
the policies of the companies they 
call on. Many of their customers 
have, or should have, copies of 
policy statements available in the 
reception room. At Kearfott, we 
distribute copies of our manual 
on procurement objectives, princi- 
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ples, and policies to all supplier 
representatives. 

His personal traits and habits 
are not offensive. Because the hu- 
man element plays a big part in 
buying and selling it behooves 
those of us on either side of the 
desk to conduct ourselves so that 
we create respect and confidence 
among those with whom we deal. 

Honesty is a prime requisite for 
a good salesman. He should try to 
deceive neither himself nor the 
buyer. He should be careful about 
distorting facts simply to put 
across a point. 

Reasonable conduct in his rela- 
tions with business associates is 
another must for a salesman. Ex- 
cessive drinking, boisterous be- 
havior, or even poor manners can 
do much to damage a business re- 
lationship. And, of course, a pleas- 
ant and neat but not gaudy ap- 
pearance, is always expected. 


Salesmen | 


Here is a recipe for a 
pleasant evening. First, think 
of all the good salesmen you 
have met. List each name on 
a separate sheet of paper. 
Debit honestly each _ indivi- 
dual with his most outstand- 
ing sales qualities. Then 
honestly credit him with his 
faults. After you have fin- 
ished all the sheets, place 
them side by side. You may 
be astonished at the results 
—as | was. For | had started 
out with a preconceived idea 
that one man was such a 
neon-lighted standout that no 
one else could touch him. He 
was really good. But from the 
score sheets other competi- 
tors began to emerge, com- 
pletely unsuspected, to gain 
on the favorite. Some actually 
overhauled him, one or two 
others left him behind. 

One of the chief contend- 
ers was an old and unassum- 
ing fellow who sold brushes. 
How this old boy knew his 
products—and how to drama- 
tize them and make them 
interesting! That’s quite a 
stunt with brushes that look 
pretty much like anyone 
else’s. But he was the boy 


A salesman is the most impor- 
tant person who calls on us. A 
good salesman may be dependent 
on us—but we are also dependent 
on him. Salesmen are not consid- 
ered interruptions in our work. 
They are a basic part of it. They 
do us a favor by calling on us and 
offering their services. 

I think the day is coming when 
all salesmen will find it beneficial 
to spend a few days occasionally 
sitting down with a purchasing 
agent and listening to his inter- 
views with other salesmen. On the 
other hand, it would do purchas- 
ing agents a lot of good to accom- 
pany a salesman on his rounds to 
see the kind of reception and 
treatment other P.A.’s hand out. 

The salesman doesn’t just sat- 
isfy our wants. He’s the creative 
genius of American distribution. 
We look upon him as a long-term 
working partner. PEND 


Have Known 


who could do it. 

He never came in without 
showing and teaching me 
something. Once he pulled a 
little brush out of his pocket 
and said: “That little brush 
looks like camel hair. But it 
isn’t — it’s something better, 
and | always thought there 
was nothing finer than camel 
hair. Now it seems there’s a 
breed of squirrel that lives in 
Siberia. Incidentally, he’s a 
cute little feller as you can 
see (out came a picture of 
the squirrel) and the active 
life he leads in that cold 
climate makes his hair es- 
pecially fine for this type of 
brush.” He went on to explain 
how the brush could be used 
in some of our operations. 

Every time he came in, he 
had something _ interesting 
and unusual to pass out in 
the way of knowledge of his 
product—and how it could 
help me. Top that for human- 
interest selling, if you can. 
That old boy never really grew 
old — and his sales story 
certainly never did. 


—From a talk given by the late 
John M. Brown, then director of 
purchases for Veeder-Root Inc. 








Sales Talk: Fact or Fancy? 


W nen A SALESMAN misrep- 
resents the facts, the law allows 
the victim When he 
merely expresses an opinion, the 
victim has no recourse. One is 
fraud, the other mere 
puffing. 

Saying in effect, “let the buyer 
beware,” the courts have repeat- 
edly upheld the salesman’s right 
to be enthusiastic about his prod- 
uct. But just where enthusiasm 
becomes misrepresentation is not 
easy to decide, and depends to a 
large extent upon circumstances. 
In general, it appears that the 
less a salesman knows about his 
product, the more likely the law 
is to interpret his statements as 
“opinion”; whereas the more tech- 
nical knowledge he possesses the 
more liable he will be 
misstatement of fact. 


damages. 


sales 


for any 


How the Court Ruled 


The United States Supreme 
Court established some of the 
basic principles many years ago 
in the case Gordon v. Butler 
In making a loan, Gordon had 
received as collateral from Butler 
securities which, when cashed, 
realized less than 10% of what 
Butler had asserted to be 
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their 


The salesman’s right to puff his wares is a long- 
established one. Unless his claims involve measurable facts, the 


credulous buyer who suffers damage has little recourse. 


By Albert Woodruff Gray, 


Legal Editor 


value. Gordon sued, alleging that 
the value of the securities was 
misrepresented for the purpose of 
obtaining a loan. 

In deciding this case in favor 
of Butler, the debtor, the court 
said: 

“The does not hold one 
responsible for the extravagant 
notions he may entertain of the 
value of property dependent up- 
on its future successful exploita- 
tion or the result of future enter- 
rises nor for expressing them 
to one acquainted with its gen- 
eral character and condition. 

“How could an overestimate in 
such a case be shown? Other 
estimates would be equally con- 
jectural. The law does not fasten 
responsibility upon one for ex- 
pressions of opinion as to matters 
in their nature contingent and 
uncertain. Such opinions would 
probably be as variant as the in- 
dividuals who gave them utter- 
ance.” 

To this general statement of the 
law the court added an important 
exception. “For opinions upon 
matters capable of accurate esti- 
mation by application of mathe- 
matical rules or scientific prin- 
ciples, such for example as the 


law 


capacity of boilers or strength of 
materials, the case may be dif- 
ferent. 

“So also for opinions of parties 
possessing special learning or 
knowledge upon the subjects in 
respect to which their opinions 
are given, as of a mechanic up- 
on the working of a machine he 
has seen in use or of a lawyer 
upon the title of property which 
he has examined. 

“Opinions upon such matters 
are capable of approximating to 
the truth and for a false statement 
of them where deception is de- 
signed and injury has followed 
from reliance on them, an action 
may lie.” 


“Puffing Is OK 


More recently this principle 
served to determine an action for 
fraud brought by a general con- 
tractor against a seller of heating 
equipment. The purchaser main- 
tained the seller had misrepre- 
sented the goods during negotia- 
tions for the sale of a furnace. 

Extolling the virtues of the 
furnace the salesman had assured 
the buyer that it “would do a job 
for him,” and that “the maximum 
fuel consumption would be 5% 
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gallons per average heating day.” 
When the equipment failed to 
perform as promised the pur- 
chaser sued for damages. 

The court denied recovery of 
damages for the alleged misrepre- 
sentations. It said: “So far as the 
salesman’s assertions as to the 
merits of the furnace, that it 
would do a job, that it was miser- 
ly in its consumption of fuel and 
the maintenance nil, we are here 
in the realm of what the common 
law has for years termed ‘puffing,’ 
a salesman’s praise of his own 
property, involving matters of 
estimate or judgment upon which 
reasonable men may differ. 
How to Prove Fraud 

“Ordinarily these are not re- 
garded as actionable even though 
the buyer’s joys of realization 
fall short of those of his anticipa- 
tion. The reason for this lies in 
the realities of commercial inter- 
course.” 

Then of the salesman’s estimate 
of the daily fuel consumption, the 
court called this 
“totally devoid of 
meaning.” 

“Even if we define an ‘average’ 
heating day in some reasonable 
manner,” it continued, “the oil 
consumption on such a day would 
obviously depend upon the needs 
of the individual household. Are 
there infants in the family? Old 
people? Is the housekeeper care- 
ful about keeping the apartment 
doors and windows closed?” 

The features that are neces- 
sary in a case of fraud were best 
stated by the supreme court of 
Utah in a controversy involving 
the sale of stock for an irrigation 
project. In this instance the court 
found evidence of misrepresenta- 
tion in the promotion circular 
and sustained the purchaser’s 
suit. The court listed the 
ments of fraud as: 

“(1) a representation, (2) its 
falsity, (3) its materiality, (4) 
the speaker’s knowledge of its 
falsity or ignorance of its truth, 
(5) his intent that it should be 
acted upon by a person and in 
the manner reasonably contem- 
plated, (6) the hearer’s ignorance 
of its falsity, (7) his reliance up- 
on its truth, (8) his right to rely 
thereon and, (9) his consequent 
and proximate injury.” 
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persuasive 
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The court added: “it is a rule 
of great antiquity and supported 
by a great body of authorities that 
a person about to enter into a 
contract or assume an obligation, 
should exercise reasonable care 
and prudence in the matter of ac- 
cepting at their face value repre- 
sentations concerning the subject 
matter made to him by the op- 
posite party.” 


Sales Talk vs. Fact 


Legal opinion has long held 
that the purchaser cannot repudi- 
ate a contract even though some 
of the seller’s representations were 
false or fraudulent, as long as 
the truth can be determined by 
simple inspection of the product 
or by referring to sources of in- 
formation that are readily avail- 
able. 

The difference between sales 
talk by an overzealous salesman 
and a statement of fact on which 
a purchaser can rely was brought 
out in a Kentucky case involving 
a machine for placing revenue 
stamps on packages of tobacco. 
The salesman had assured the 
customer that the machine could 
be operated by one man and that 
it would stamp 30,000 packages 
an hour. When after a month of 
effort the customer had succeed- 
ed in stamping but 27,000 pack- 
ages for the entire period he de- 


“HELP THE BUYER MAKE UP HIS MIND, 
BUT DON'T CONFUSE HIM WITHTHE FACTS!" 


manded the right to 
machine. 

As the purchaser had not paid 
the invoice, the dealer sued to 
recover the price. The defense 
contended that the contract was 
unenforceable because of false 
and fraudulent representations. 
The court took the side of the 
purchaser, asserting that a ques- 
tion of fact was involved. It said: 

“The generally recognized dis- 
tinction between statements of 
fact and opinion is that whatever 
is susceptible of exact knowledge 
is a matter of fact, while that not 
susceptible is generally regarded 
as an expression of opinion. Here 
the statement that this was a one 
man machine relates to a fact and 
is not predicated on an unfulfilled 
promise or statement as to future 
events. 


return the 


Liable 


“The purchaser with reference 
to the personnel required to oper- 
ate the machine, knew nothing. 
The salesman knew or is at least 
presumed to have means of such 
knowledge. The statement that 
the stamping machine was a ‘one 
man machine’ is more than mere- 
ly commendatory language. It was 
a statement of fact.” 

Another incident where sales- 
men’s recommendations went be- 
yond idle words and sales puffing, 


Salesman Is 


—_— 





Val ty 


“The less the salesman knows about his product, the more likely the law is to 
interpret his statements as ‘opinion’; whereas the more technical knowledge he 
possesses the more liable he will be for any misstatement of fact.” 





occurred when a Missouri hard- 
ware store clerk assured a cus- 
tomer that a ladder he was buy- 
ing would be absolutely safe. 
The ladder had been advertised 
as a “Sensational factory purchase 
of ‘safety first’ ladders,” followed 
by: “In designing our ladders 
a prime consideration was safety 
—and that’s exactly what you'll 
find in these splendid ladders.” 


Court Favors Buyer 


Upon directing the clerk’s at- 
tention to this advertisement the 
customer was shown a particular 
ladder which, the clerk said, was 
“tested to two hundred pounds 
or better.” The following day the 
ladder collapsed and the pur- 
chaser was injured in his fall. 

In a suit in which the customer 
was eventually awarded a judg- 
ment against the dealer, the de- 
fense maintained that 
surances were merely dealer’s 
talk, such as are incidental to 
the sale of any article of 
chandise. The court, 
did not agree, and said: 

“The seller’s privilege to ‘puff’ 
his wares, enhance their quality 
and recommend their value, even 
to the point of exaggeration, is 
unquestionable so long as _ his 
salesmanship remains in the field 
of dealer’s talk, commendation 
or mere expressions of opinion. 
Particularly do the obligations of 
warranty not attach when the 
seller’s talk is confined to expres- 
sions of opinion and not affirma- 
tions of fact . . . But in addition 
to an outright promise or con- 


these as- 


mer- 
however, 
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tractual obligation, a positive af- 
firmation of fact by a seller relat- 
ing to the subject matter of the 
sale may constitute an express 
warranty if it induced the sale 
and the buyer relied upon it.” 


Court Explains Sales Law 


The most comprehensive state- 
ment of this feature of sales law 
was made by a federal district 
court when it denied recovery by 
a purchaser of vacuum cleaners 
for what the buyers contended 
were damages for false 
ments of fact. 

A promotion piece published 
by the manufacturer asserted 
that these cleaners were abso- 
lutely perfect in even the smal- 
lest detail, that they were a 
necessity which everyone could 
afford, so simple that a child of 
six could operate them, that they 
were the only sanitary portable 
machine in the market, and that 
they would last a lifetime. 

When the vacuum cleaners 
failed to live up to most of these 
claims, the buyer went to court 
and sued the manufacturer for 
damages resulting from false 
statements. However, as the buy- 
er in this case was an industrial 
concern, the court held that he 
and the seller were on an equal 
footing and denied him the right 


state- 


“JACK CERTAINLY GETS ENTHUSIASTIC 
ABOUT HIS PRODUCT!” 


to recover. 

The court said, in effect, that 
the buyer was experienced in the 
art of purchasing and knew that 
sales claims frequently were only 
tenuously related to the facts. 
Furthermore, he had had the op- 
portunity to examine the product 
before buying. “For example,” 
said the court, “we should treat 
very differently the expressed 
opinion of a chemist to a layman 
about the properties of a com- 
pound, than we should the same 
opinion between chemist and 
chemist, especially when the 
buyer has full opportunity to ex- 
amine.” 


Buyer Must Beware 


“The reason of the rule lies, we 
think, in this—there are some 
kinds of talk which no sensible 
man takes seriously and if he 
does he suffers for his credulity. 
If we were all scrupulously hon- 
est it would not be so, but as it 
is, neither party usually believes 
what the seller says about his own 
opinions and each knows it. 

“Such statements, like the 
claims of campaign managers be- 
fore election, are rather designed 
to allay the suspicion that would 
attend their absence than to be 
understood as having any relation 
to objective truth.” P END 

















“The courts have repeatedly upheld the salesman’s right to be en- 
thusiastic about his product.” 
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Visits to vendor plants give you 
a chance to size up the supplier’s 
efficiency, his capacity, and the 
type of work he can turn out. In 
addition, it’s a wonderful oppor- 
tunity to pick up ideas that can 
be adapted by your own com- 
pany. 


Plant Tips for P.A.'s 


An example of the kind of 
ideas a P.A. can get from making 
plant tours are the useful main- 
tenance and operating innovations 
shown here in the form of a 
photographic trip through the 
Ohio plants of the Timken Roller 


Bearing Co. 












































A special vibrating-type chip convey- 
or delivers chips from screw machine 
area to truck bed outside building. It 
takes about two minutes to move the 
chips from machine to truck bed. Con- 
veyor operates eight minutes at 20- 
minute intervals to prevent chips from 
accumulating at the screw machines. 





At Timken’s Columbus plant, air hose reels help service rib 
and cone grinding machines. Each reel serves four ma- 
chines and assists in raising swivel plate and work head 
of machine. The use of air hose reels eliminates manifolds 


and individual lines for each machine. 


THESE GLASSES ARE FOR 
TEMPORARY USE ONLY 

WHILE IN THIS DEPARTMENT fi 
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Boxes containing 
temporary safety 


glasses are 
placed at conven- 
ient locations 


throughout the 
plant. 


With the aid of a mechanical washer, 
this employee can wash a 35-foot trailer 
in less than 1-minute. The power washer 
uses cold water and can wash trucks or 
tanks of any design. All sides of the 
trailer can be cleaned without having to 
disconnect the trailer from the tractor. 








‘Three Ways to Keep 
Inventory Down 


When its plant was moved far from regular sources, the purchas- 


ing department was forced to put a new twist on a few basic pur- 


chasing techniques for letting suppliers carry inventory. They've 


worked out well 


a fl 
Tue P.A. in or near a big in- 
dustrial center has several means 
of cutting paperwork and keep- 
ing inventory down. Blanket or- 
ders, small order systems, and 
vendor stocking programs are a 
few of the more obvious ones. 
But how do these techniques 
work for the purchasing depart- 
ment stuck 
of nowhere? 
petition is 


out in the middle 
Distributor com- 
often nonexistent in 
isolated areas. There aren’t dozens 
of stores available where you can 
make small purchases. And the 
advantage of having a vendor 
carry inventory is nullified by the 
long distance material has to be 
hauled when it’s needed. 

Russ Staller, P.A. for Darton 
Chemicals Corp. (names are fic- 
titious, since the real company 
does not want publicity) 
just that problem when his large 
plant was moved to Texas. The 


faced 


location was excellent in relation 
to sources for basic raw mate- 
but it was than 50 


rials, more 


82 


for both buyer and seller. 


niles from any other industry or 
uppliers of equipment, MRO 
supplies, office items, etc. 

Staller’s modifications of some 
f purchasing’s basic time and 
money-saving techniques have 
been highly successful: 

Low or Small Order Program. 
A regular purchasing department 


FREE REPRINTS AVAILABLE 


Reprints of the section of PURCHAS- 
ING Magazine’s January 2, 1961 issue 
on, “Purchasing: The Problems and the 
Promise”, are now available on request. 
Covered by articles in the reprint are 
such subjects as: “Management’s Re- 
sponsibility to Purchasing,” ‘“Purchas- 
ing’s Responsibility to Management,” 
“The Never-Ending Quest for Value,” 
“Purchasing and Sales: Is there a Con- 
flict?,” “What Traffic Means to Purchas- 
ing,” “Are You at a Career Crossroad?,” 
“Purchasing and the Law.” 

Copies of the reprint may be ob- 
tained without charge by writing: Re- 
print Dept., Purchasing Magazine, 205 
East 42nd St., New York 17, N.Y. 


employee was set up in an office 
in the nearest large city—58 miles 
away. Every day requisitions were 
delivered to the office. The pur- 
chasing employee put through the 
orders by phone; no formal pur- 
chase orders were issued. Sup- 
jliers delivered the items to the 
local purchasing office and the 
purchasing representative signed 
the delivery ticket. 

He then labeled the packages 
with the requisitioners’ names and 
locations and sent them along to 
the plant in a pickup truck on 
one of its regular runs to and 
from the city. Packages were not 
opened and inspected, nor were 
receiving sheets or delivery tick- 
ets issued. The purchasing rep- 
resentative merely priced and 
marked requisitions to show that 
the material was received, and 
sent them to accounting to au- 
thorize payment of invoices. 

“The system worked well,” says 
Staller, “but we felt we were still 
processing too many invoices. “We 
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discussed the problem with sev- 
eral distributors in the city who 
we thought might be interested 
in performing some buying serv- 
ices for us and who would be will- 
ing to bill us on a weekly basis. 
We negotiated a satisfactory con- 
tract with a ship-chandler type 
of firm and have been 
for over two years.” 

Here’s how the system works: 

The driver of our pickup truck 
delivers unfilled requisitions to 
the local supplier and picks up 
copies of filled requisitions. The 
supplier fills orders from his own 
stock, or purchases items from 
others, labels the packages and 
delivers them to the Darton plant 
twice a week. Rush or emergency 
items can be picked up by our 
truck if necessary. 

Material from the local sup 
plier’s stock is priced from price 
sheets kept in the Darton pur- 
chasing department. When mate- 


using it 


rial is purchased by the supplier 
from other sources, Darton pays 
the supplier’s cost plus a handling 
fee. The supplier's invoices carry 
Darton’s num- 
bers for each item. This makes 
it easier for accounting to charge 


internal account 


off the item and it also cuts pa- 
perwork down to just writing 
the original requisition. 

Vendor Stocking and Blanket 
Orders. Following its 
Texas, Darton began 
blanket orders for a few 
Initially, there 


move to 
issuing 
items. 


was a certain 


ae. 


amount of opposition to the idea 
from long-established suppliers in 
the area. But once vendors real- 
ized that Darton would be a re- 
liable, long-term customer, oppo- 
sition virtually disappeared. 
“Most of our suppliers and po- 
tential suppliers are beginning to 
understand point 


our of view,” 


says Staller. “We believe, and they 


agree, that their operations will 
be simpler and their profits high- 
er when they know what is to be 
bought, when it is to be bought, 
and how much is to be bought, 
well in advance of delivery time.” 

As the blanket order system 
grew, the shipments 
against certain contracts was dele- 
gated by purchasing to plant 
warehouses or users. Purchasing, 
naturally control over 
negotiation, prices, and all other 
elements of the contract. 

Another offshoot of the blanket 
order system: a number of sup- 
pliers expressed interest in a fur- 
ther refinement of the vendor- 
stocking phase. They wanted to 
set up branches or separate ware- 
houses in the immediate neigh- 
borhood of the Darton plant. For 
the short range they saw the 
chance to improve their service 
to the plant and increase their 
share of the Darton 
Long range, they counted on fur- 
ther expansion of industry in the 
area as other companies followed 
Darton’s example. 


release of 


retains 


business. 


Two companies—a mill supply 


How the Darton Company 
Orders Automatically 


“Using 


linked-punched-card 


equipment, Darton 


warehouse personnel can make releases directly 
from supplier stocks. The warehouse has a complete 
list of Darton stock items carried by the suppliers 
and the accounting department is supplied with a 
list of current prices. After Darton personnel insert 
pre-punched cards in the automatic equipment and 
insert the quantity per item manually, the release is 
typed automatically at the supplier’s warehouse. The 
release is a multiple-part form that includes delivery 
tickets, receiving sheets, packing slips, invoices, etc.” 
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house, and an electrical supply 
house—have actually put this plan 
into effect, setting up local 
branches not far from the Darton 
plant. Using linked-punched card 
equipment, Darton warehouse 
personnel can make releases di- 
rectly from suppliers’ stocks. The 
warehouse has a complete list of 
Darton stock items carried by the 
suppliers, and the accounting de- 
partment is supplied with current 
prices. After Darton personnel 
insert pre-punched cards in the 
automatic equipment and insert 
the quantity per item manually, 
the release is typed automatically 
at the supplier’s warehouse. The 
release is a multiple-part form 
that includes delivery tickets, re- 
ceiving sheets, packing slips, in- 
voices, etc. 


Keeps Costs Down 


The supply house performs the 
only other paperwork needed— 
pricing and extending the invoice 
and forwarding it to the Darton 
accounting department. Delivery, 
packing and receiving sheets go 
with the material to Darton re- 
ceiving, which indicates receipt 
on one copy and sends it to ac- 
counting. 

Darton trucks are loaded at the 
supply houses four times a day 
to make pickups. Then they go 
to the Darton receiving depart- 
ment for check-in. Deliveries are 
then made throughout the plant. 
While the supply houses can pro- 
vide 24-hour service, normally 
only one extra delivery is made 
on the evening shift. 

According to Staller, the new 
arrangement has materially re- 
duced both Darton’s purchase 
and the distributors’ sales 
costs. “And another advantage,” 
he adds, “is that we can control 
the quality and quantity of mate- 
real we need at a price we are 
willing to pay.” 

Although Staller’s new buying 
techniques shook up some of the 
distributors in the area, he thinks 
they’ll benefit in the long run. 
“They were settled in one way 
of doing business. At first they 
didn’t realize that if they failed 
to keep up with modern purchas- 
ing methods, they’d soon be out 


costs 


of business altogether as far as 
we were concerned.” & END 








Public Relations in Purchasing 


When a company switches to centralized purchasing there are a lot 
of problems. Not the least among them is the effect the change 





will have on vendor relations. Here’s a classic case of how an effec- 


tive purchasing public relations program can solve this problem. 


By Ned Kellogg, 


Managing Editor 


T 
W HEN FALSTAFF Brewing 
Corp. switched to centralized pur- 
chasing last April, it was serious- 
ly concerned about the effect the 
change would have on its com- 
munity-supplier relations. This 
kind of changeover is difficult 
for any company, but for 
that makes a consumer product— 
in this case the nation’s third- 
largest-selling beer (topped only 
by Budweiser and Schlitz) the 
problem is even worse. A local 
vendor who has lost your busi- 
ness in what he feels was a raw 
deal isn’t going to console himself 
by quaffing your brew. Nor is he 
likely to spread any kind words 
about your beer in the 
munity. 

That was one of the problems 
Falstaff faced. But with the aid of 
a well-planned purchasing pub- 
lic relations program, the com- 
pany made the transition to cen- 
tralized buying in a relatively 
painless way. Getting help from 
its public relations department, 
Falstaff purchasing worked out 
a program that let suppliers 
know they were being 
every consideration. 

In outlining to management 
the possible vendor relations 
problem posed by the switch to 
centralization, the Falstaff public 


one 


com- 


given 
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relations department spelled out 
the situation this way: 

“It is possible that reorganiza- 
tion of the purchasing function 


may in certain instances cause 


PPLIER SERV. 


ICE 
TEMS TO BE RATED SUPPLIERS 


las delivery been adhered to per 
cohase order or agreement - Ho 


expediting required 


as Technical Service been furnished 


ur satisfaction 


f supplier could not make scheduled 


delivery was due notification given 
Y 


Have all complaints been handled per 


cocedures and to your satisfaction 
lave emergency shipments when required 
been properly handled 


ALITY RATIN Standard 
oy 2008 


omarks In thie space give your summary 
and opinion regarding suppliers 


as per Supplier Rating Procedure #D-61 


an economic hardship and result 
in ili-feeling among suppliers and 
their agents, unless positive ac- 
tion is taken to pave the way for 
such a move. A reduction in the 


IQNED PLANT ORNTLAL MUNAOMR 


Since Falstaff switched to centralized pur- 
chasing there has naturally been less buyer-supplier contact. Once contract 
agreements have been worked out, the vendors usually deal directly with the 
plants. This makes it difficult for purchasing to evaluate its suppliers. To over- 
come this problem purchasing worked up the supplier rating form shown here 
which is filled in by each plant manager and is then forwarded to purchasing. 
The ratings are made under commodity groupings with all suppliers of the 
same items being rated on the same commodity sheet. 
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total number of suppliers with 
which Falstaff does business and 
the cutback in goods purchased 
from local suppliers, indicate the 
need for a workable plan to make 
this transition a smooth one.” 

The public relations depart- 
ment’s report to management 
went on to state that: 

“It is hoped that this plan 
will help make what otherwise 
could become a period of con- 
fusion, disorganization and _ il.- 
feeling between staff purchasing 
and its vendors, an interlude of 
graceful transition. The plan also 
seeks to preserve the good buyer- 
seller relationship which the pur- 
chasing department has worked 
so diligently to achieve.” 

The break-it-to-them-gently 
campaign consisted of 
posals: 

(1) Suppliers would be told 
the reasons for Falstaff’s change 
to centralized purchasing. 

(2) An effort would be made 
to “demonstrate to suppliers ap- 
preciation for past loyalty.” 

(3) It would be explained that 
in most instances the only change 
in buying policy would be the 
transfer of ail purchasing to St. 


five pro- 


Falstaff Director of Purchases 
Warren Matthews: “In our 
switch to centralized purchas- 
ing we tried to make al! our 
vendors feel that they were 
being treated fairly.” 








5050 OAKLAND AVE 
SAINT LOUIS 10, MO 


FALSTAFF BREWING CORPORATION Y 
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To: All suppliers of goods and services 


From: Warren Matthews, Director of Purchases April 17, 1961 


A continuing study and evaluation of our Purchasing 
Department operation has indicated a need for further 
modernization in the structure of our firm's purchasing 
organization. New procedures, which have been deemed 
pecessary for efficient future operation within the framework 
of sound management, have been put into effect. 


The responsibilities of plant purchasing are being 
transferred to Falstaff's Staff Purchasing Department in 
St. Louis. Local purchasing will be handled by a plant 
administrative clerk according to methods prescribed and 
from suppliers selected by Staff Purchasing. 


All supplier contacts should be with Staff Purchasing 
in St. Louis. We will continue our long-established policy 
of purchasing from local suppliers wherever possible. However, 
proposals to provide goods and services in the future should 
be presented to: 


The Director of Purchases 
Falstaff Brewing Corporation 
5050 Oakland Avenue 

St. Louis 10, Mo. 


Lists of suppliers will be reviewed at regular intervals 
to make sure they offer Falstaff opportunities for the most 
advantageous purchasing in keeping with sound purchasing 
practices. 


I look forward to receiving your proposals. 


Warren Matthews 
Director of Purchases 
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FIG. |—Copy of letter sent to all of Falstaff’s major suppliers explaining the 
reason for the company’s switch to centralized purchasing and outlining the 
procedure suppliers should follow in contacting purchasing. 
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necessary, a purchasing representative 


Warren Matthews 
Director of Purchases 








Louis. 

(4) Vendors would be told how 
to go about making future sales 
contacts. 

(5) Suppliers would reas- 
sured that they would continue 
to receive equal and 
ment from Falstaff. 


be 


fair treat- 


Explain. Change to Suppliers 


First action in the program was 


a letter from Director of Pur- 
chases Warren Matthews to Fal- 
staff employees explaining that 
all purchases would be made from 
the company’s home office in St. 
Louis. Attached to the letter was 
a copy of the new organization 
chart showing how the purchas- 
ing department had been 
ganized. 

Next a letter (see Fig. I) was 
sent to the major Falstaff sup- 
pliers explaining that “the re- 
sponsibilities of plant purchasing 
are being transferred to Falstaff’s 
staff purchasing 


reor- 


department in 
St. Louis.” The letter points out 
that: 

—All supplier contacts should 
be made with staff purchasing in 
St. Louis. 

—Lists of suppliers will be re- 
viewed at regular intervals to 
make sure Falstaff gets the “most 
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advantageous purchasing in keep- 
ng with sound purchasing prac- 
nat 

—Falstaff will continue its pol- 
cy of purchasing from local sup- 
pliers wherever possible. 

—New suppliers interested in 
business with Falstaff 
should send their sales proposals 

staff purchasing. 

Small local suppliers were treat- 
ed somewhat differently. They re- 
ceived a separate letter from the 
Falstaff plant managers in their 
area which explained the cen- 
tralization move and emphasized 
that “Falstaff will continue to 
make purchases locally wherever 
possible.” 


doing 


Encourage Vendor Suggestions 

To take care of potential sup- 
who might be aware 
of Falstaff’s new purchasing pol- 
icy, copies of a memo from Direc- 
tor of Purchases Matthews are 
at each plant reception desk (Fig. 
Il). In addition to explaining the 
change and asking vendors to 
write St. Louis, the memo adds: 

“Every consideration will be 
to your proposal, and _ if 
additional discussions are neces- 


pliers not 


given 


sary, a purchasing representative 
will contact you.” 


FIG. Il—Copies of this memo are at 
reception desks of all Falstaff plants. 
They are designed for prospective sup- 
pliers who may not be familiar with 
the purchasing department's reorgani- 
zation. 


Not content 
extensive 


with its already 
communications pro- 
gram, purchasing in the near fu- 
ture plans to send a.l suppliers 
a booklet describing the purchas- 
ing department’s policies. 

Naturally, Falstaff’s formal ven- 
dor relations program was backed 
up with person-to-person ven- 
dor-P.A. discussions at the plants. 
The plant P.A.’s, most of whom 
later joined staff purchasing or 
other departments in the com- 
pany, also explained in detail to 
vendors how the new centralized 
purchasing system would work. 

In switching to centralized pur- 
chasing, Falstaff has been able to 
work out company-wide purchas- 
ing contracts covering approxi- 
mately 90% of its $85 million 
per year purchasing volume. This 
obviously gives the company the 
advantage of volume discounts, 
makes it easier to set up stand- 
ards and to develop Falstaff spe- 
cifications especially for MRO 
supplies. In working out its con- 
tract agreements, however, pur- 
chasing bends over backwards to 
make certain that the local dis- 
tributors of national manufac- 
turers get credit for all orders 
placed. Again, this is part of pur- 
chasing’s sincere effort to main- 
tain good communi‘y-supplier re- 
lations. 

Realizing that many small ven- 
dors can’t afford to send sales- 
men to St. Louis to make 
sales presentations, purchasing is 
spending much of its time visiting 
prospective suppliers who have 
written sales letters that 
worth following up. 

Naturally, 
leave a turned-down 
smiling, but 
has at least made an all-out effort 
to make its vendors feel that they 
have been given fair treatment. 
The program is a classic in pur- 
chasing public relations. B® Enp 


seem 


to 
supplier 


Falstaff purchasing 


there’s no way 
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Cut Costs on 
Small Shipments 


Every NOW and then, a P.A. 
in West Virginia gets a request 
for a few pounds of dry ice. He 
phones his nearest supplier who 
is in Pittsburgh, Pa., and the sup- 
plier packs the dry ice and takes 
it down to the bus station. That 
same afternoon, it arrives at the 
bus station in the West Virginia 
town. 

This is a typical example of the 
way bus package express is being 
used by P.A.’s all over the coun- 
try. There are a number of rea- 
sons for the growing interest in 
this form of 
creases in minimum charges for 
shipping by motor and rail car- 
riers; introduction of the large 
scenic bus cruisers; modern, light- 
weight luggage which takes up 
less space in cargo compartments; 


transportation: in- 


crease-resistant clothing which 
makes it possible to travel with 
less gear; and, of course, improved 
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highway networks. These have 
all combined to make small ship- 
ments by bus more attractive to 
the P.A. 

Bus shipments have been made 
since the Twenties, but, until re- 
cently, bus lines made little effort 
to solicit package express busi- 
ness. They simply did not have 
enough cargo carrying capacity 
and needed most of what they 
did have for luggage. 

Twice as Much Cargo Space 

Then, in 1953, along came the 
scenic cruiser which is higher 
and as a result has more cargo 
space underneath. Cargo carrying 
capacity almost doubled. Mean- 
while, luggage manufacturers in- 
troduced strong, lightweight, air- 
craft-type luggage, and the big, 
bulky, heavy suitcases of earlier 
years stayed at home. 

The new luggage took up less 


Big, roomy compartments in luxury 
bus cruisers have up to 200 cubic feet 
of cargo and baggage space. Pack- 
ages weighing up to 100 pounds and 
24 x 24 x 45 in. in size can easily be 
fitted in. In some instances packages 
up to 72” long can be handled. 

ees DROP 


Seinen 


room in the cargo compartment 
of the bus, and there was less of 
it because of changes in clothing 
fabrics. Lightweight, wash-and- 
wear, wrinkie-resistant clothing 
became popular, which meant 
that fewer clothes had to be 
packed fewer bags taken. 
This meant that even more space 
left in the compart- 
ment. 

In addition, increase in 
limited access highways that by- 
pass many cities made it possible 
to schedule more trips per bus 
per day which in effect boosted 
overall cargo carrying 
To fill up this extra space, the 
intercity bus companies began to 
“push” package express service. 
They offered: 

(1) Broad Area Coverage. Al- 
most every town is served by an 
intercity bus line. In fact, about 

(Please 166) 


and 
was 


cargo 


the 


capacity. 


turn to page 


87 





FORMS 
FORUM 


This article is one of a series illustrating and explaining the use of 
various purchasing forms. Forms used in this series have been selected 
from those supplied by purchasing organizations around the country. 


‘ 

Simp.e. inexpensive, “home- 

made” forms are an important 

part of the paperwork system in 

many purchasing departments. 

They can be turned out easily 

and inexpensively on the com- 

pany’s own reproducing equip- 

ment. They frequently give pur- 

chasing departments the flexibil- 

ity they need to handle special 
n S . In an effort to determine the least expensive ordering quantit 

paperwork problems. we will appreciate your quoting on the quantities shown below,’ 
The Elwell-Parker Electric Co. If quantities do not include the best reasonable price break 

in Cleveland and Seton Name please indicate better quantities and prices. ; 

Plate Co., New Haven, Conn., are 

two companies which use supple- Qty. | Price 

mentary forms of this type. Some 

examples of these forms, along 

with other standard forms, ars 

illustrated here. 


REQUEST FOR RECOMMENDED OR[FRING QUANTITY 








Deliv. Qty. | Price 


This inquiry is sent in duplicate so that you may keep one for 
your files. 


Thank you, 


SETON NAME PLATE CO., INC. 
New Haven 15, Connecticut 


Please proceed with quantities shown on our purchese 
order (if a purchase order is hereto attached). 
Information on this "“Requcst" sheet is for our future 
guidance, 


FORM 603 


Mary Crespo, purchasing agent for Seton Name Plate 
Co., finds this simple “homemade” request form ex- 
tremely helpful. The form is sent to the vendor in an 
attempt to find the least expensive ordering quantities. 
Purchasing asks for quotes on specific quantities which 
are typed on the form before it is sent out. In addition 
the vendor is asked to list other quantities if they give 
a better break on unit prices. 
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able Address “SETONAME” 


SHIP VIA: 
INSURED PARCEL POST 


CRDER 
TO: 


SHIP TO 50 FITCH ST., 





as To8e 


® LJ 


PURCHASE ORDER 


Seton Name Plate Company 22:25=5 


NCORPORATED THIS ORDER 


50 FITCH STREET e NEW HAVEN 15, CONN 50758 


Phone: FUlton 9-9581 


DATE REQUIRED aT 


INSURED PLP SPECIAL DEL RAILWAY EXPRESS LEAST EXPENSIVE WAY 


ONDITIONS OF ORDER — READ CAREFULLY 


© scknowledgment form attached 
4 in TRIPLICATE. Send tn- 


© as seperate 
rohaser 


ortation charges ‘are Dot chargeable 
i by Purchaser for goods re- 

" « higher than last, 

NEW HAVEN 15, CONN., UNLESS NOTED OTHERWISE. anllipds~ ~gpedbe then hee graige ee 
¥ suthorized 


n 1 goods w not be sseum 
f order are me 


mply with all applicable State, Fede: 
and regulattor 





UNIT PRICE AMOUNT 


Pe all itl ie af 





ee 
So al (OPIS AS LR OW, YY YAS 


This order req 


i. RE-SALE TAX PERMIT NO. 134565 


Seton Name Plate Company, Inc. 


IMMEDIATE ACKNOWLEDGMENT. 


INVOICE IN TRIPLICATE 
PREPAY TRANSPORTATION 





MATERIAL LIS 


Elwell-Parker Electric Co., 
uses straight-forward, well- 
designed forms to record 
important daily transactions 
of interest to Purchasing. 
The simplicity of the forms 
is one of their main assets. 
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Purchase order used 
by Seton Name Plate 
is printed outside and 
carries a significant 
“condition of order.” 
Note number four: 
“When partial ship- 
ments are made for 
the convenience of 
vendor, additional 
transportation charges 
are not chargeable to 
purchaser.” 
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Tape Controlled Machinery 
Cuts Costs, Saves Time 


Tape CONTROLLED wmetal- 
working machinery is rapidly be- 
coming a significant factor in in- 
dustry. A recent three-week pe- 
riod saw these significant 
opments: 

® IBM demonstrated its Auto- 
prompt programming system in 
milling a complex gearbox on a 
Pratt & Whitney tape controlled 
milling machine. 

® The Air Reduction Sales Co 
introduced the first numerical 
control tape flame-cutting 
chine. 

@ The Sheffield Corp. showed its 
universal tape controlled measur- 
ing machine which can make as 
many precision measurements in 
two hours as would require a full 


devel- 


mMa- 


of a three-dimensional 


month to complete by any other 
means. 

Each of these is hailed as an 
important innovation in its field. 
Of particular interest is the fact 
that all three machines require 
Plain 
English or elementary mathemati- 
cal statements are enough in most 
instances to put machine direc- 
tlons On tape. 


only simple programming. 


Convert Instructions to Tape 


IBM’s Autoprompt is a pro- 
system that makes it 
possible to describe the surfaces 
object— 
rather than each path the tool 
nust follow to machine the part. 
Consisting of just 110 words, its 


gramming 


vocabulary is designed to be used 
with IBM 704, 709, and 7090 com- 
puters. 

In producing the complex heli- 
copter gearbox cover, only 180 
one-line statements were written 
to describe the part completely. 
From this a computer generated 
more than 8000 tool path instruc- 
tions, spelling out every tool mo- 
tion. The computer’s instructions 
were converted to perforated tape 
to operate the Pratt & Whitney 
milling machine, and the job was 
completed in about one-fourth the 
time previously required to mill 
the part with conventional meth- 
ods. 

In addition to accuracy and 
speed in machining complex parts, 
the new program system is ex- 
pected to simplify drafting and 
layout work, reduce lead time in 
developing test and production 
models, cut tool costs, and allow 
greater design freedom (since en- 
gineers will no longer have to 
compromise to avoid expensive 
tooling or loss of tolerance). 

Similar shortcuts from design 
to part are promised by Airco’s 
Tapograph—a flame cutting ma- 
chine that eliminates the need for 
templates, template tables, and re- 
liance on an operator to control 
the cutting process. The bridge 
type machine, which can cut 
straight lines and contours in plate 
of any length up to 22 feet wide 


Tape controlled milling machine cuts 
gearbox cover from instructions pre- 
pared by IBM’s Autoprompt master 
program. The computer-based system 
reduces blueprint-to-production lead- 
time from three months to two weeks 
and slashes milling time by three- 
quarters. 
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and six inches thick, is expected 
to be especially suited for fabri- 
ators, shipyards, and manufac- 
turers of heavy automotive, rail- 
way, and electrical equipment. 

Using a General Electric Mark 
Century control system as ma- 
chine director, the unit provides 
fully automatic flame cutting by 
predetermined coded instructions. 
The machine program is prepared 
directly from engineering 
ings and requires only 
statements of machine 
the “X” and “Y” 
along curve radii, together with 
auxiliary instructions for starting 
and stopping, flame control, gas 
supply, ete. 


draw- 
simple 
travel in 
directions and 


Provides Input Data 


This information is transferred 
to punched tape by a standard 
Flexowriter. The tape provides all 
input data for the machine which, 
after initial positioning by an op- 
erator, proceeds without further 
attention until the part is com- 
pleted. Equipped with 
ting torches, the machine can cut 
identical or mirror image parts 
simultaneously to an accuracy 
within 1/64 inch. 

Recognizing that detailed in- 
spection (especially of precision 
parts) can take as much time and 
labor as machining, the Sheffield 
Corp. has developed its TC-101 
tape controlled measuring ma- 


four cut- 


Please turn to page 92 
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Programming the Tapograph is extremely simple. Only 
ten lines of instructions are required for machine to cut 
sample part. Starting at lower left hand corner of draw- 
ing, program describes motion of cutting torch along 
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Sheffield tape controlled measuring machine inspects a transparent hemisphere 


Super-gage automatically measures contour and thickness, and simultaneously 
prints out size deviations. 





PLATE THICKNESS 2 
SPEED 10 1PM 


SAMPLE PROGRAM 


DESCRIPTION 
OF OPERATION 


GAS 
SPEED | FUNCTIONS 
F 


M+3,M+2 | Preheat on Hi 
G1|X+00.000) ¥+02.000 FOSOO! wang. +5 | svon'tte, nse 


|o2| X+02 009] |¥+02.000| 402.000 | k00.000] FO500 M-4 


[ai] |x+06.000) ¥+00.000/ FOI66 
[ai] [x+00.000] ¥+06.000| T TFo166 | 
[ail [x+04.000) ¥+00.000| : 
la | x+00.000] v- -03.000 | ; 


Tol X+04,000) Y- 00.000] 


ro 


{SIP X+00.000) Y-02.000| 
To) X- 05.000| Y-05.000 


lor X-11.000 | | ¥-00.000 | 


|Fo2so| 
'F0333/ 
|ro250/ 
|Fo500] 
~ 10200) 
JFOO9O| MS | cup hdc Su 


nygen off 














vertical direction (“Y’ axis), horizontal 
along curve of given radius (‘J’). Auxiliary functions such 
as speed of travel, gas pressure, ignition, and shut-off 
are also programmed. 


(’X” axis), and 
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chine. This machine can complete 
in two hours almost 1000 precise 
measurements of a critical com- 
ponent, such as a missile nose 
cone. The 16-ton gaging system 
can measure the inside dimension, 
outside dimension, and thickness 
of parts of any shape. It can also 
detect changes as small as i6 mil- 
“Plug-in Limit’’ Subminiatures and Enclosed Industrial lionths of an inch. 

Switches Sub-Subminiatures Switches Basic programming is built into 
the Bendix control unit. To in- 
spect a part, the programmer 
needs only to list the “X” and “Y”’ 
positions of all points to be in- 
spected. Prepared on a Flexo- 
writer, the standard paper tape 

hee : directs the sensing devices while 

Sartedenuiid contour and thickness data are 

Small Basic Switches Switches Push-Button Switches typed automatically on a printout 
unit. 

The TC-101 is the forerunner of 
SWITCH several measuring devices with 
associated electronic control and 


RELIABILITY PROVED data processing equipment. They 


will permit highly accurate toler- 

ance control of key components 
MILLIONS OF TIMES! used in commercial products as 
well as in aerospace applications. 





When you recommend a switch, you want to be sure of its reliability. Switch 
reliability is constantly tested in MICRO SWITCH’s test laboratories during 
design, development and production—part of one of the most exacting qual- 
oe uate ly = oe Round-Cornered Rod 
ity control programs in the industry. Modern equipment makes it possible to 


exactly simulate actual operating and environmental conditions. That’s why Offers Many Advantages 
you can recommend MICRO SWITCH to your engineering and production 


men with confidence. It’s the best way to be sure of precise control and con- ey 


tinued reliable performance. And MICRO SWITCH offers you the most com- 
plete selection of small snap-action and mercury switches available. 


Switch help when and where you need it! 


Call your nearby Branch Office. It wil! save you valuable time in switch selec- 
tion. MICRO SWITCH field offices in 28 principal cities are staffed with experienced 
factory-trained sales engineers who spend their full time assisting customers on 
switching problems. These switch specialists can help you. 


Largest switch stock available. MICRO SWITCH carries hundreds of different 
switch types in stock. Hundreds of others are readily available. If necessary, 
special switches will be designed to meet your exact requirements. 


Local distributors simplify replacement. There’s a MICRO SWITCH Distributor A round-cornered hexagon 
close to your plant. He provides regular switch service and can avoid downtime screw machine rod offers distinct 
when replacements are needed by shipping from his own stock. advantages at no increase in price. 
i ; There is direct saving of 4% of 1% 
Descriptive catalogs for your file. Complete catalogs, covering the switch cate- : : f als itis l sth 
gories shown on this page, are available. Write for free copies on the types you in weight of metal for given lengt! 
buy most regularly. of rod. Rounded corners are less 
subject to nicking and burring in 
MICRO SWITCH ... FREEPORT, ILLINOIS... A division of Honeywell handling, feed gy mgr ces into 
In Canada: Honeywell Controls, Limited, Toronto 17, Ontario shinteted machines. No c ae “9 
machines or tools are required, 
and handling is said to be easier 


Honeywell and safer. Scovill Mfg. Co., Water- 
bury 20, Conn. 
MICRO SWITCH Precision Switches 


For More Facts Write No. 201 on Information Card—Last Page 





Write No. 19 on Information Card—Last Page 
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Widest Range from Any Distributor Source. Calling on 
your local Alcoa distributor for aluminum in all its forms 
is like having an Alcoa plant next door. Nobody else 
stocks as much sheet and plate; wire, rod and bar; tube 
and pipe; and extruded shapes in as many sizes, alloys 
and finishes. Nobody else can respond as quickly to your 
(or-} | imo) a al-3¢-] me) an c-\eglal (or-1m-TehVa[e1-m 


ALCOA ALUMINUM 


y DISTRIBUTED NATIONALLY 
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Call The Aluminum Man... his 
stock’s the most complete! 


Your Alcoa distributor sales repre- 
sentative— The Aluminum Man— 
maintains a warehouse bulging 
with sheet and plate; tube and 
pipe; extruded shapes; wire, rod 
and bar. His stock represents the 
widest range of aluminum prod- 
ucts available from any distributor 
source. He can arrange for them 
to be slit, sawed or sheared to your 
specifications—furnish technical 
advice you may need on alloy se- 
lection and fabrication techniques. 
He’s your fastest supply line for 
aluminum in any form when you 
need it. Your nearest Alcoa dis- 
tributor is listed on this page, so 
give himacall...soon. Aluminum 
Company of America, 846-H Alcoa 
Building, Pittsburgh 19, Pa. 


ALCOA ALUMINUM 
DISTRIBUTED NATIONALLY 
Call The Aluminum Man... 


he’s your Alcoa distributor 
sales representative 
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Grinding Wheels Provide 


Rapid Stock Removal 


Pee es i 
rere sk 


MACKL IN 
27AG02 
iz Y¥G-pP 
Y=i9904 
0-20) 





e : 

A line of aluminum oxide grind- 
‘ng wheels was developed to pro- 
vide rapid stock removal. Wheels 
can be used for heavy feeds on 
a variety of materials from high 
speed steel and regular 
steels to low carbon steel and 
boiler plate. Wheel grinds ex- 
ceptionally cool, gives fast cut- 
ting action and holds form well. 
Excellent results are reported on 
grinding aircraft parts, on crush 
form applications, and surface 
grinding operations. Macklin Co., 
Jackson, Mich. 

Write No. 20 on Information Card—Last Page 


alloy 


Galvanizing Coating 
Deposits Zine Shield 


a” 
Ready-Mowd 


METALLIC zinc coATINE 


A galvanizing coating which is 
actually 95% zinc metal in liquid 
form is applied like ordinary 
paint and will withstand surface 
temperatures of up to 400 F. It 
may be used as primer or as tough 
finish coat with excellent resist- 
ance to salt spray and corrosive 
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industrial fumes. Application to 
bare metal surface at the rate of 
1200 sq. ft. per gal. deposits ap- 
proximately % oz. of zinc metal 
per sq. ft. Wilbur & Williams Co., 
Inc., 650 Pleasant St., Norwood, 
Mass. 

Write No. 21 on Information Card—Last Pag> 


Nuclear Thickness Gauge 
Is Small and Simple 


A small-size nuclear thickness 
gauge which uses beta radiation 
is intended for application in in- 
dustrial research laboratories and 
pilot plant operations. Measuring 
only 22 in. long, instrument will 
accurately indicate or record 
thicknesses of sheet materials up 
to 12 in. wide. Believed to be 
simplest gauge of its type avail- 
able, it is extremely useful for 
laboratory determination of thick- 
ness or density of plastic films, 
paper, rubber, glass, etc., as well 
as for continuous screening of 
sheet steel or aluminum being fed 
into production dies. The Ohmart 
Corp., 2236 Bogen St., Cincinnati 
22, Ohio. 

Write No. 22 on Information Card—Last Page 


Glass Corrects Color. 
Eliminates Most Heat 


An improved glass corrects the 
color balance of incandescent 
lamps and eliminates virtually all 
heat-producing infrared energy 
radiated by the light source. Pri- 
mary use is in surgical and dental 
applications where coolness and 
true color perception are essential, 
but glass can also be used in 
photoengraving, photographical, 
and color-corrected industrial 
lighting systems. Glass absorbs 

(Please turn to page 97) 





Space-age achievements, from mis- 
siles to computers, owe a major part of 
their success to tiny but tremendously 
reliable REED INSTRUMENT BEARINGS. 
Specifically, REED bearings contribute to 
the dependability of miniaturized control, 
communications and navigation systems 
—through their ability to perform 
smoothly under exacting conditions over 
long periods of service. This reliability, 
in bearings of no more than 54” OD, is 
a@ major reason why REED should rank 
high among your approved sources for 
instrument bearings. 6108 


FRE EGO 


REED INSTRUMENT BEARING COMPANY 
Los Angeles, California 
Div. of SLSF Industries, Inc. 
For More Facts Write No. 203 
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jepends on precision gyroscopes. Yet one flight may be a thousand miles 
minute speck of dirt or residue lodged in a critical part. » To assure 


engineers are using Du Pont Freon" solvents to clean gyros and other 
+ 


> 


AuUSe O 


its uniquely low surface tension, the penetrating power of Freon” 

s keep moving parts operating with clearances of 0.00005 inch. » “Freon"’ 

noves all dirt and grease, but does no damage to metals, plastics, coatings 

it leaves no residue. Use of “Freon” is economical; the solvent can be 

n and again. » For more information on how ‘‘Freon" solvents may eliminate 

help assure reliability of your equipment, write to: Du Pont Company, 
N-2420SB, Wilmington 98, Del 


FREON SOLVENTS Better Things for Better Living... through Chemistry 
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over 99% of infrared energy ra- 
diated by incandescent bulbs and 
filters excess reds and yellows. 
Corning Glass Works, Corning, 
|? 


Write No. 23 on Information Card—Last Page 


Rhenium-Molybdenum 
Alloy in Production 


Commercial production of rhe- 
nium-molybdenum alloys will 
make available improved mate- 
rials for use in aero-space, elec- 
tronic and electrical applications 
at a cost significantly below that 
of pure rhenium. Alloy combines 
best characteristics of both metals. 
Elevated temperature strength ex- 
ceeds that of molybdenum while 
very good ductility is retained, 
permitting fabrication or forming 
while either cold or hot. Rhenium 
Div., Chase Brass & Copper Co., 
Waterbury, Conn. 

Write No. 24 on Information Card—Last Page 


Floor Crane Enlarges 
Handling Capacity 


A counterbalanced mobile floor 
crane can cut labor 50% and allow 
for greater handling capacity. Unit 


Avucust 14, 1961 


is capable of lifting 3000 lbs. with 
hook 48 in. beyond front edge of 
platform. The Walkie self-pro- 
pelled model is highly maneuver- 
able and will make a complete 
turn in distance equal to its own 
diagonal length. Boom movement 
is hydraulically controlled and 
permits 1/100th of an inch pre- 
cision control of hook in six di- 
rections of travel: up-down, in- 
out and right-left. No “strad- 
dling” of load is necessary, mak- 
ing unit ideal for changing dies, 
molds, grinding wheels, etc., and 
in general maintenance. Vanguard 
Mfg. Co., 1908 E. 66th St., Cleve- 
land 3, Ohio. 

Write No. 25 on Information Card—Last Page 


Two Strapping Machines 
Designed for Rayon Cord 


J 


Two automatic strapping ma- 
chines are specifically designed 
for “Avistrap’” cord strapping. 
First model straps packages be- 
tween minimum of 6 x 6 in. (or 
any perimeter not less than 24 
in.) and maximum of 20 x 20 in. 
It weighs 750 lbs. Second model 
straps packages from 15 x 15 in. 
to 36 x 36 in. It weighs 900 Ibs. 
Both handle rayon strap from ™%4 
to 34 in., and both are powered 
by % hp, 115 volt, single-phase 
motors. Ind. Packaging Dept., 
American Viscose Corp., 1617 
Pennsylvania Blvd., Philadelphia 
3, Pa. 


Write No. 26 on Information Card—Last Page 


Buried Thawing Cable 
Solves Snow, Ice Problem 
An electric metal-sheathed de- 
frosting element clears snow and 
ice from asphalt, macadam or con- 
crete surfaces. Heating cable can 


(Please turn to page 99) 





The big west coast source for instru- 
ment bearings, today, is a highly specia- 
lized producer named REED. Each year, 
REED produces hundreds of thousands 
of miniature and instrument bearings— 
in bore sizes between .0469” and .2500”. 
REED also makes these bearings avail- 
able nationally—through local stocks at 
REED sales offices and by air directly 
from Los Angeles. REED specialists are 
strategically-located in major cities to 
help you make these tiny bearings do 
big, important jobs—another reason why 
REED should be on your list of approved 
sources for instrument bearings. —¢109 


FREG EVDO 


REED INSTRUMENT BEARING COMPANY 
Los Angeles, California 
Div. of Sj S¢\P Industries, Inc. 
For More Facts Write No. 205 
on Information Card—Last Page 
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Have it sent United Air Freight!” 


When you can’t afford delay, tell vendors 
to ship via United Air Freight. United 
links 117 cities. to coast and 
border to with one carrier Air 


. coast 
border 
Freight Service. 


United serves you with the world’s 


fleet—and every jet carries 
freight. A fleet of Mainliners and Cargo- 
liners provides still more freight lift, with 
convenient flights around the clock. 


largest jet 


And there’s practically no limit on the 
products that can be shipped via United 
Air Freight—from smaller, delicate parts 
to large, heavy equipment. 

Your shipment receives Extra Care from 
door to door. Reserved Air Freight makes 
sure there’s room for your shipment on 
the specific flight you need. 

Next time you need a shipment in a 
hurry, have it sent via United Air Freight. 





WORLD’S LARGEST JET FLEET UNITED KNOWN FOR EXTRA CARE 


® 
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be imbedded in new construction 
or placed on present asphalt, con- 
crete or gravel surfaces and cov- 
ered with layer of surfacing ma- 
terial. Average operating cost is 
15¢ an hour for wheel tracks of 
50 ft. driveway. Cable is avail- 
able in 24 ft., 400 watt lengths and 
in 48 ft., 675 watt lengths, both 
operating on 240 volts. These are 
formed into 36 in. diameter coils 
that can be shaped to any pattern 
desired. Edwin L. Wiegand Co., 
7500 Thomas Blvd., Pittsburgh 8, 
Pa. 


Write No. 27 on Information Card—Last Page 


Adhesive-Backed Asbestos 
Tape Is Easily Applied 


Asbestos tape with pressure- 
sensitive adhesive backing offers 
many advantages in assembly op- 
erations. Adhesive holds the tape 
in place while parts can be posi- 
tioned or covers applied. Tape is 
available for services up to 500 F 
in commercial grades, and up to 
900 F in other grades. Its use in 
an unsupported structure, how- 
ever, is limited to 275 F. Thick- 
nesses are .022, 1/32, 1/16 and %& 
in.; widths run from %8 to 6 in. 
Johns-Manville, Packing & Tex- 
tile Div., 22 E. 40th St., New York 
16, N.Y. 
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Flexible Couplings for 
Heavy-Duty Uses 


Heavy-duty flexible couplings 
with individual load cushions pre- 
viously available for applications 
up to 4250 hp can now be fur- 
nished with ratings up to 8500 hp. 
Intended for severe and continu- 


Auvcust 14, 1961 


ous service, couplings are easy to 
install. They require little or no 
maintenance and no lubrication. 
Couplings come with bore sizes 
ranging up to 9% in. Bodies and 
jaws are completely machined 
electric steel or nodular steel iron 
castings. Lovejoy Flexible Coup- 
ling Co., 4963 W. Lake St., Chi- 
cago 44, Ill. 


Write No. 29 on Information Card—Last Page 


Disintegrator Unit 
Fits Bench or Floor 


A combination bench or floor 
model meta] disintegrating ma- 
chine removes broken taps, drills, 
reamers, etc., from machined 
parts, castings or dies. It is com- 
pletely self-contained and does 
not require a drill press to hold 
operating head. Cabinet stand 
converts unit to floor model with 
disappearing handles in front and 
wheels in rear for easy porta- 
bility. Model will remove broken 
taps from .0000-160 to %4 in. di- 
ameter. Jiffy Tool Supply Co., 
Inc., 1503 E. 11 Mile Road, Royal 
Oak, Mich. 
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“Proximity plays an important part in 
order placing!” 





Today’s big values in instrument 
bearings are the tiny but extremely 
precise bearings made by REED. Pro- 
duced to ABEC-7 tolerances, they are 
available at no increase in price over 
ABEC-5. This added value, in bearings 
up to 54” OD, is possible because REED’s 
centerless grinding operations provide 
exacting control of tolerances and opera- 
ting characteristics. So, precision and 
price give you two important reasons 
for listing REED among your approved 
sources for instrument bearings. 6110 


FREGEGD 


REED INSTRUMENT BEARING COMPANY 
Los Angeles, California 


Div. of SLSF industries, tnc. 
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areas. Light-to-medium capacity 
truck with 68 in. over-all height 
mast can stack loads 105 in. high. 
Three wheel unit has rear wheel 
drive and steer that turns at right 
angle to the load or front wheels. 
Truck pivots at exact center of 
the load wheel axle with one 
wheel rotating clockwise and the 
other counter-clockwise, saving 
up to 5 in. of aisle space. Four 
timed speeds forward and re- 
verse are standard. Automatic 
Transportation Co., 149 W. 87th 
St., Chicago 20, Ill. 

Write No. 32 on Information Card—Last Page 


Rigid Foam Shapes 
Are Fire-Retardant 


Fire-retardant polyurethane 
“Hetrofoam” is now used in man- 
ufacture of slab stock and molded 
shapes and in production of cur- 
tain-wall construction panels 
foam sandwiched between 


steel 
sheets. Material combines fire- 
resistance with low thermal con- 
ductivity, strength, economy and 
simplicity of manufacture. These 
qualities, plus heat stability, low 
K factor, dimensional stability, 
low water absorption and electri- 
cal transparency are expected to 
lead to variety of industrial ap- 
plications. Durez Plastics Div., 
Hooker Chemical Corp., North 
Tonawanda, N.Y. 
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Versatile Unit 
Handles Many Jobs 
The “VersaCrane’ is a versatile 
unit for maintenance, repair, and 
materials handling. It is 
Please turn to page 104 
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Daly controlled’ sow yds v feaell wrapnng ult 


CROSSETT LEATHERNECK WRAPPING PAPER 


ABILENE, TEX 
ALEXANDRIA, LA 


APPLETON, WISC 
ATLANTA, GA 
AUGUSTA, ME 
AUSTIN, TEX 

BALTIMORE, MD 

BATON ROUGE, LA 
BEAUMONT, TEX 
BIRMINGHAM, ALA 
BOSTON, MASS 
BUFFALO, N.Y. 


CHICAGO, ILL. 


CINCINNATI, OHIO 


CLEVELAND, OHIO 


COLUMBUS, OHIO 


CORPUS CHRISTI, TEX 
DALLAS, TEX 
DAVENPORT, IOWA 
DAYTON, OHIO 
DETROIT, MICH. 

EAST HARTFORD, CONN 
EVANSVILLE, IND. 

FT. WAYNE, IND. 

FT. WORTH, TEX. 
GALVESTON, TEX 


GRAND RAPIDS, MICH 
HAMMOND, IND 


HIGH POINT, N.C. 
HOUSTON, TEX 


INDIANAPOLIS, IND. 


FOR CROSSETT 
LEATHERNECK WRAPPING PAPER 
Contact these Authorized Dealers 


Lind Paper Co 
Bancroft Paper Co 
Louisiana Paper Co 
Universal Paper Corp 
Dillard Paper Co 
Carter-Rice-Storrs & 
Bement, Inc 
Lone Star Paper Co 
Hubbs & Corning Co 
Bancroft Paper Co 
Louisiana Paper Co 
Magnolia Paper Co. 
Dillard Paper Co 
E. F. Osment Paper Co 
Carter-Rice-Storrs & 
Bement, Inc 
Alling & Cory Co 
Hubbs & Howe Co 
Abana Products, Inc 
Berkshire Papers, Inc 
Chicago Paper Co 
Inlander-Steindler 
Paper Co 
Montrose Paper Mills 
Pilcher-Hamilton Co 
Chatfield Paper Co 
Cinti, Cordage & Paper Co. 
Diem & Wing Paper Co 
Merchants Paper Co 
Seinsheimer Paper Co. 
Alling & Cory Co. 
Gascon Paper Co 
The Globe Paper Co 
The Union Paper & 
Twine Co 
Central Ohio Paper Co 
Cinti, Cordage & Paper Co. 
Diem & Wing Paper Co 
Standard Paper Co 
Corpus Christi Paper Co. 
Magnolia Paper Co. 
Kaymac Paper Co 
Lind-Reed Paper Co. 
Magnolia Paper Co. 
Peterson Paper Co. 
F. W. Lotz Paper Co 
Beecher Peck & Lewis 
Butler Paper Co 
Union Paper & Twine Co. 
Carter-Rice-Storrs & 
Bement, Inc. 
Capital Paper Co. 
Korte Paper Co 
Western Paper Co 
Lind Paper Co 
Southern Paper Co 
Magnolia Paper Co 
Grand Rapids Paper Co 
Inlander-Steindler 
Paper Co 
General Paper Company 
Houston Paper Co 
Magnolia Paper Co. 
Crescent Paper Co. 


For More Facts Write No. 209 on 


JACKSON, MISS 
JERSEY CITY, NJ 
KALAMAZOO, MICH 
KANSAS CITY, MO 


LANSING, MICH 
LITTLE ROCK, ARK 


LOUISVILLE, KY 


LUBBOCK, TEX 
McALLEN, TEX 
MEMPHIS, TENN 


MILWAUKEE, WISC. 


MINNEAPOLIS, MINN 
MONROE, LA 


MUNCIE, IND 
MUSKEGON, MICH 
NASHVILLE, TENN 

NATCHEZ, MISS 
NEENAH, WISC 
NEW HAVEN, CONN 


OKLAHOMA CITY, OKLA 
OMAHA, NEB 
PAWTUCKET, R.I. 


PHILADELPHIA, PA. 


PITTSBURGH, PA. 


RACINE, WISC 
ROCHESTER, N.Y 


SAGINAW, MICH 
SHREVEPORT, LA 


SPRINGFIELD, ILL 
ST. JOSEPH, MO 
ST. LOUIS, MO 


TEXARKANA, TEX 
TOLEDO, OHIO 
TULSA, OKLA 

TYLER, TEX 


WACO, TEX 
WALTHAM, MASS 
WASHINGTON, D.C 

WICHITA, KANS 
WORCESTER, MASS. 


Townsend Paper Co. 

S. Safier Co 

Bermingham & Prosser Co. 

Bermingham & Prosser Co. 

Standard Paper Co 

Dudley Paper Co 

Arkansas Paper Co 

Roach Paper Co 

Louisville Paper & Mfg. Co. 

Southeastern Paper Co. 

Western Paper Co. 

Magnolia Paper Co 

Mayer Myers Paper Co. 

Wurzburg Brothers, Inc. 

W.H. Kranz Co 

Wisconsin Paper & 
Products Co 

John Leslie Paper Co. 

Bancroft Paper Co. 

Louisiana Paper Co. 

Schwartz Paper Co. 

Steindler Paper Co. 

Clements Paper Co. 

Bancroft Paper Co. 

Sawyer Paper Co. 

Carter-Rice-Storrs & 
Bement, Inc 

Oklahoma Paper Co 

Nogg Bros. Paper Co. 

Carter-Rice-Storrs & 
Bement, Inc 

W. B. Kilhour & Sons, Inc. 

Termina! Paper Co 

Balter Paper Co 

Chatfield & Woods Co. 
of Penna 

Interstate Cordage & 
Paper Co 

W.H. Kranz Co. 

Alling & Cory Co 

Hubbs & Howe Co. 

Dudley Paper Co. 

Bancroft Paper Co. 

Louisiana Paper Co 

Capital City Paper Co. 

Sheridan-Clayton Paper Co- 

American Commission Co. 

Rosenthal Paper Co 

Royal Papers, Inc 

Shaughnessy-Kniep-Hawe 
Paper Co 

Louisiana Paper Co. 

Central Ohio Paper Co. 

Tulsa Paper Co. 

Etex Paper Co. 

Western Paper Co. 

Lind Paper Co 

Waltham Bag & Paper Co. 

R. P. Andrews Paper Co. 

Southwest Paper Co. 

Carter-Rice-Storrs & 
Bement, Inc. 
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ually controlled flor your finell wrorpping Usti.. 


CROSSETT LEATHERNECK WRAPPING PAPER 


You can be sure of consistent quality in every weight 
of Crossett Leatherneck Wrapping Paper. You can be 
sure, too, of real savings. Our Basis Weight Control 
Program assures you maximum yards per ton at the 
strength you desire. 


You will be pleased with the con- 
venience of Cross-ett-Zip covering 
which features a built-in tear strip. 
No more cutting, no more wasted 
top layers of paper. One easy motion 
peels off the wrapper . . . lets clean, 
usable paper unwind from the first 
inch of the roll. 


CROSSETT PAPER MILLS 


A DIVISION OF THE CROSSETT COMPANY, 
CROSSETT, ARKANSAS, MAKERS OF PAPER, 
LUMBER, CHARCOAL AND CHEMICALS — ALL 
FROM MANAGED FORESTS. 


crosserrT 


Gown by Oleg Cassini 








LOW COST PRECIOUS METALS 


PLATING WITH PORTABLE 
AUTOMATIC MACHINE § _. 


NEW 
JET PLATER’ 


4 complete electroplating plant in a stre 
lined cabinet measuring only 34” x 28” x 33 
high. Several new models permit I 
or barrel plating with any cold alkaline 
tion and most of the usual id 

Quality plating at high speed 

through the ideal system of a pun 

orifice manifold at the | m of t 

tank. Constant swirling 

around the work assures 

posits at higher speeds than 

mechanical agitation met} 


ef, Prates 


Completely automatic in operation 
Plater features a panel board 
dual scale ammeter, powerstat con 
rectifier, circuit breakers, nd 
timer which sounds alarm upor 

of the plating cycle 


i request 


THE MEAKER COMPANY 


SUBSIDIARY OF sSa¢Rbw. seL-REX CORPORATION 
NUTLEY 10, NEW JERSEY 


Semiconductor Power Rectifiers, Liquid Clarification Filters, Fuli Automatic Plating Machines 


Metal Finishing Equipment and Supplies 





For More Facts Write No. 210 on Information Card—Last Page 





SOURCES | 
OF SUPPLY | (__-OONT Miss 


Suppliers and sub-contractors in the 
Northern Plains can be pinpointed 
quickly by the Facilities Register, a 
unique electronic index of production 
facilities. Whether yours is a problem 
of finding new suppliers, contracting 
for idle machine time, shortening lines 
of supply, or obtaining better quality 
and service: 


PAGES 














38,39 


i 


FP 
| 








ASK THE MAN , 
FROM THE Ye 
NORTHERN é r 
PLAINS 


NORTHERN NATURAL GAS GOMPANY 


SERVING THE NORTHERN PLAINS GENERAL OFFICES: OMAHA, NEBRASKA 
For More Facts Writ2 No. 211 
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pletely collapsible and may be 
loaded onto a pair of platform 
trucks for self-transporting. Prod- 
uct is constructed of several in- 
dependent units in such a way 
that each may be used individual- 

when desired. Component sec- 
platform 
trucks; four independent ladders; 
two ladders which mount on 
truck and connect at top by sad- 
dle to form mobile ladder; an L- 


tions include: two 


beam equipped with 1-ton chair 
block to serve as Gantry crane: 
grip-strut safety platform which 
has travel from 32 in. above floo 
level to 12 ft. 2 in., fully loaded 
W. B. McGuire Eng. Co., Ltd.. 
P.O. Box 265, Champlain, N. Y. 
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Compact Electric Drill 
Gives Better Control 


Innovations in a '%4 in. electri 
drill are primarily intended to 
give operator better control, to 
permit work in closer quarters, 
and to reduce operator fatigue 
Because full 3 amp. motor is at 
right angle to drilling axis, drill 
has distinctive, compact appear- 
ance. Hand grip is large enoug} 
to hold with all four fingers and 
thumb. Trigger switch, which can- 
not be tripped accidentally, is 
controlled by index finger. Tend- 
ency to tip o1 wobble is greatly 
reduced by drill’s design. Gear 
ratio reduces output speed to 
1800 rpm, developing greater tor- 
que and reducing chances of 
tall under heavy work 
load. Disston Div., H. K. Porter 
Co., Inc., 3103 Tacony Ave., Phil- 
adelphia 35, Pa. 

Write No. 35 on Information Card—Last Page 
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HARD RUBBER-LINED 
STEEL PIPE 


FOR MEN WHO LIKE MONEY-SAVING IDEAS 


The strength of steel combined with the chemical resistance of 
hard rubber! Here’s the finest protection you can buy... your finest 
insurance against corrosion and contamination. Gives you lowest 
costs for years to come when handling almost any acid, alkali 
or corrosive fume. Particularly good for chlorine and bleaches. 
The rubber protection is not just a thin coating, but a 
thick homogenous lining that’s calendered layer over layer and 
applied with permanent bonding techniques to make weak 
spots impossible. Gets more than 20 rigid inspections, topped 
by a 35,000-volt brush test, to make sure. 
You can buy Ace rubber-lined steel pipe in any schedule 
from 1)” up. Standard length 20 ft., flanged, but Sectinndl ddan 


o : - ‘97° ] . : : ] . »f Ace Rubber-lined 
a ny s ed to fit yv« lans. Special all-soft 
ny length is supplied to fit your plan pecial all-s¢ Steel Pipe shows how 


linings for abrasive fluids. Complete line of rubber is carried over 

ete flange faces for 

fittings and valves to match. complete protection 
To watch your profits grow, watch your costs first 

... by switching to permanent Ace rubber-lined 


pipe in all key lines. 


ns Data Bulletin CE-51 


CHEMICAL EQUIPMENT DEPARTMENT 


American Hard Rubber Company 


ROAD, BUTLER, NEW RSEY e Tel 





Rubber-lined steel tanks rag Acid pumps, centrifugal 
nd ene quipr } ; ’ t that af ‘ Pall dge Do f 

ind specia!l equipmen er 2 iy’ ng j and gear types, fully 

Also cuatier linia ‘ i ‘ protected by Ace Hard 

compounds for field tant to 260 deg Rubber. Full line to 

apr tion. Bul. CE-53. 350 gpm. Bul. CE-55. 





Ace Rubber-lined valves 
wear on when others 
wear out. Fully protected 
gate, diaphragm, check 
and plastic types 


Bul. CE-51/52. 





This is the cooler that 
pioneered a trend 


Just a little over a year ago no one ever 
saw a cooler like this. We call it the 
Wall-Mount, truly a Halsey Taylor first. 

It mounts on the wall... no exposed 
fittings, no space behind cabinet to catch 
dirt or grime! Off the floor . . room under- 
neath for easy cleaning! The answer to 
maintenance-free installation and, like 
all Halsey Taylor fixtures, gives years of 
trouble-proof service. 


The Halsey W. Taylor Co., Warren, Ohio The Wall-Tite, big brother 
to the Wall-Mount. Fits 
tight to the wall. 


log, or see Sweet’s or the Yellow Pages 


THIS MARK OF LEADERSHIP IDENTIFIES THE MOST 
COMPLETE LINE OF MODERN DRINKING FIXTURES 
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Ultrasonic Accessory 
Offers Grinding Savings 


a 


An ultrasonic accessory for 
production grinding machines 
offers promise of substantial cost 
savings. Accessory uses ultra- 
sonic energy in the 20,000 cps 
range to prevent build-up of 
metallic debris between abrasive 
particles of wheel. It produces 
significant reduction in wheel 
loading and wheel wear, and 
maintains cutting edges over ex- 
ended periods. Device assures 
flatter work and finer surface fin- 
ishes, as well as greater dimen- 
sional accuracy and a minimum 
of burning and work deformation. 
It also permits use of up-graded 
harder wheels and helps grind 
difficult metals more economi- 
cally. Cavitron Corp., 51-02 21st 
St., Long Island City, N.Y. 

Write No 36 on Information Card-Last Page 
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“| hate to see shop buying taken out 
of your hands, Mac. They'll probably 
put in someone that knows something 
about it.” 
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Specially compounded and molded parts gave this 
manufacturer the competitive edge he wanted! 


Hydro-Line Manufacturing Company posed this above to precise tolerances. These seals have wear- 
problem to C/R: produce an elastomer rod seal resistance equal or superior to Buna-N. They have 
and dirt seal with the highest possible resistance 


to wear (equal or superior to Buna-N) — that will 


the highest continuous service temperature resis- 
tance of any elastomer on the market, and their 
function dependably in air at temperatures ranging compatibility will assure long service life in vir- 
from —40° to 450° F. Further, the seals must be 
compatible with the widest range of industrial hy- 
draulic fluids. 


tually all industrial applications. The manufacturer 
is able to standardize — safely and economically. 
R+ can do the same for you. We 
= aia . ques, knowledge a 
C/R?# Sirvene engineers selected a fluoroelastomer pirendbetagicrss., 
oa . r product a competit 
as the base material. They specially compounded it, 


a pee 
ormauc 


pigmented it to permit distinct color-coding, then 
molded the rod seal and auxiliary dirt seal you see tT.M. Reg. U.S. Pat. Off 


CHICAGO RAWHIDE MANUFACTURING COMPANY 


SIRVENE DIVISION, 1239 ELSTON AVENUE * CHICAGO 22, ILLINOIS 


Office 


; 90 your telephone bool 
in Canada: Chicago Rawhide Mfg. Co., Canada, Litd., Brantford 
Export Sales: Ge ternational Corp.. Great Neck. 


C/R propucts: C/R Shaft & End Face Seals e Sirvis-Conpor mechanical leather cups, 
packings, boots ¢ C/R Non-metallic gears 


For More Facts Write No. 214 on Information Card—Last Page 
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Office Equipment and Supplies 





Three new adding machines 
were introduced recently by 
Clary-Remington Rand, 315 Park 
Avenue South, New York 10, 
N. Y. The new machines are a 
10-key electric and two 10-key, 
hand-operated adding machines. 
All controls are automatic and 
answers print in red—with a wide 
choice of listing and _ totaling 
capacities. 

Write No. 37 on Information Card—Last Page 


An all-steel cabinet designed for 
papershredding machine was re- 
cently introduced by The Shred- 
master Corporation, 384 Wood- 
cleft Ave., Freeport, New York. 
The unit features a large, re- 
movable waste bin and has drop- 
leaves on both sides for stacking 
of paper. It is mounted on casters 
which can be locked to prevent 
tipping. 

Write No. 38 on Information Card—Last Page 


Catalog of desk and office ac- 
cessories has been published by 
Lit-Ning Products Co., 170 North 
Robertson Blvd., Beverly Hills, 


108 


Calif. It features several new 
products and revised listings. The 
two-color catalog shows over 130 
different models of desk trays, 
desk files, cash boxes, and waste 
baskets. 

Write No. 39 on Information Card—Last Page 












































Device for protective filing of 
rolled tracings, blueprints, draw- 
ings, and the like has been in- 
troduced by Savage Enterprises, 
668 Van Raalte Avenue, Holland, 
Mich. The new unit has a special 
feature for wall-hanging that per- 
mits the addition of one or two 
units to the initial fixture. 

Write No. 40 on Information Card—Last Page 
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Development of a new tracing 
vellum was announced recently 
by the Ozalid division of General 
Aniline and Film Corp., Johnson 
City, New York. The new item, 
called Ozatrace, may be used as 
a tracing paper for engineering, 
architectural drawings, amp re- 
productions—and for’ type-on 
masters for whiteprint, letter- 
press, or offset reproduction. 
Write No. 41 on Information Card—Last Page 
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Metal office chairs with contour 
back and seat have been intro- 
duced by the Riteform Chair Co. 
of Quincy, Ill. The chairs have 
all-welded construction of heavy 
square steel tubing. The complete 
line includes executive posture, 
swivel with and without arms, 
side and_ secretarial posture 
chairs. 
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Major design change is part of 
restyled post binders produced 
by Wilson Jones Company, 209 
S. Jefferson St., Chicago, Ill. The 
new binders have a locking safe- 
ty catch housed in a tubing as- 
sembly extruded of Cycolac 
brand polymers. 
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Four-page folder which de- 
scribes the preparation of a fluid 
duplicating master has been pub- 
lished by A. B. Dick Co., 5700 
West Touhy Ave., Chicago, Ill. 
It tells how a newly developed 
paper can turn an original copy 
into a master without retyping. 
Write No. 44 on Information Card—Last Page 
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APPARENTLY THERE'S A DIFFERENCE... between regular run-of-the-mill 
paper and PLOVER Bonp. It’s easy to recognize. Perhaps it’s the extra whiteness, the sparkling 
brightness, the added strength of carefully selected cotton fibers that make PLOVER BOND the visibly 
better letterhead paper. Or maybe it’s because it’s made with the purest papermaking water in the 
world. All this is true, but the big difference in PLOVER BOND is its ability to enhance the appearance 
of letterheads, envelopes and other business communications. Of all, the letterhead stands out as 
your company’s single most important and frequent image builder. Everyday it goes to dozens, 
hundreds, even thousands of people and firms doing business with you. Make your company appear 
head-and-shoulders above the rest. Order the best — PLOVER BonpD, the value buy in fine paper. 


] 
WHITING- a PAPER COMPANY, STEVENS POINT, WISCONSIN 
a> 


better papers are m 
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STACK CHAIRS BY 


comfortable, 
colorful, 


flexible 
seating 
for offices, 
reception 
rooms, 


cafeterias, 
all-purpose 
rooms, etc. 


Wherever you need smart looking chairs 
that are easily moved, stored and quickly 
accessible for extra seating capacity, 
you need Harter stacking chairs. They 
stack eight-high and take little space 
when you want to clear the area. Yet, 
“stackers”’ are extra-cushioned for day- 
long comfort and made of steel for long 
life. Take your choice of many beautiful 
colors, fabrics and metal finishes. Your 
Harter dealer will show you samples and 
quote an attractive price for your stack 
chair requirements. 




















your 
letterhead. Include your name and mail for 
full information on Harter Stacking Chairs 
HARTER CORPORATION 
829 Prairie, Sturgis, Mich. 
Canada: 
Harter Metal Furniture, 129 Cardigan, Guelph, Ont. 
Mexico: 
s-Harter, S.A., Lago Iseo 9, Mexico 17, 0.F. 
For More Facts Write No. 216 
on Information Card—Last Page 
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Office Equipment 





Steel rod shelving offers a solu- 
tion to office storage problems. 
It has open construction which 
is light and easy to handle. En- 
tire units fasten end to end, at 
right angles, back to back, or top 
of each other. The shelving is 
manufactured by Metropolitan 
Wire Goods Corp., Wilkes-Barre, 
Pa. 
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Sample set of drawing pencils 
for use on Mylar, Estar and Cro- 
nar polyester base drafting films 
is available from Richard Best 
Pencil Co., Inc., Mountain Ave., 
Springfield, N. J. The new pencil 
is produced 
hardness. 


in five degrees of 
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A business card which includes 
a color photograph has been in- 
troduced by Eastman Kodak 
Company. The card has a glossy 
finish and is standard size. Pic- 
tures for the cards can be made 
from a Kodacolor negative, color 
transparency, or color print or 
enlargement. 
Write No. 47 on Information Card—Last Page 
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NEW 
GENERAL 
COLO! TEX 
PENCIL 


ERASES 
Wirilouvr 
B\ TRANG Y 


Any work is easier, goes 
faster, looks cleaner with new 
erasable Color-Tex colored 
pencils. No ghosts, no 
shredded paper! 

Color-Tex lines disappear with 
any eraser... yet can’t 
smear, can’t smudge. Strong, 
thin leads resist breaking. 
Sharp points last and last! 


-gI81 © NANIWSN' XIL-YOTOD PHM-TD STVYINID *s° 


visit sncomamasinmmensssinaesineenes 


TRY COLOR-TEX FREE 
AND SEE FOR YOURSELF! 


Write for Free Samples on 
your letterhead today! 
Available in Carmine Red or 
Indigo Blue... in medium or 
hard grades with or 

without erasers. 


INIWYYD 4 


(QENERAL 
PENCIL COMPANY 


69 FLEET STREET, JERSEY CITY 6, N. J. 
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A classic example of 
reducing costs and 


adding to profits through . 








This is the third in a series of advertisements Purchas- 
ing Magazine is placing in the Wall Street Journal and 
the Harvard Business Review to impress top management 
with the vital profit-making role of modern industrial 
purchasing. Reprints of the advertisements are available 
on request. Address orders to Gilbert Victor, Purchasing 
Magazine, 205 East 42nd St., New York 17, N. Y. 





VALUE 
ANAL YSIS 
PURCHASING 


Twelve years ago a new buying technique 
called Value Analysis was saving hun- 
dreds of thousands of dollars a year for 
one of the country’s largest manufactur- 
ing companies. 

Today the same program, in a greatly 
improved and expanded form, is saving 
millions. 

The techniques are no secret. Any 
company can set up its own value buying 
program. Hundreds have, and more are 
joining the list every week. 

Here are some of the more dramatic 
savings the above company is making. 
One department alone is saving $1,400,- 
000 a year on its purchases. Another, 
$300,000. Still another has made cost 
reductions pay for 91% of its total de- 
partmental operating expenses. 

Value Analysis pared the cost of one 
missile project by more than $1 million. 
In a pioneering cost reduction effort, the 
company staged a seminar with just one 
supplier. Together they arrived at a 
potential saving of $50,000. 

Buyers and traffic specialists in one 
department teamed up to save $500,000 
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in 1960 by coordinating shipments of 
incoming materials and shipments of fin- 
ished products. And on the lighter side, 
a switch from special to standard color 
pay envelopes saved $5280 a year for 
one department. 

Purchasing cannot be overlooked in 
the search for more efficient company 
operation and improved profits. The tools 
for making the purchasing function a 
highly scientific and potent force for 
profit are here. Careful checking by man- 
agement will determine whether or not 
they are being used to the fullest extent 

As the Purchasing Agent’s only con- 
tinuing source for comprehensive infor- 
mation on these new buying techniques, 
PURCHASING Magazine urges you to 
recognize and encourage this new dimen- 
sion in industrial purchasing. 


PURCHASING 


MAGAZINE 


Sells the man who buys 


A Conover-Mast publication 
205 E. 42nd St., New York 17, N.Y. el 
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New York Attorney General Tells P.A.'s: 
Business Must Police Itself 


Eection NIGHT at the New 
York Association of Purchasing 
Agents was also the last meet- 
ing of the year. Principal speaker 
for this meeting was Louis J. 
Lefkowitz, Attorney General of 
New York State and Republican 
candidate for Mayor of New York. 

Donald T. Keliher, U. S. Metals 
Refining Co., was unanimously 
elected to the post of president. 


He succeeds Gailon C. Fordyce, 
American Cyanamid Co. 

Mr. Lefkowitz’ topic was “In- 
tegrity In Business And Govern- 
ment.” The fabric of our demo- 
cratic society, he said, is built 
upon a framework of honesty 
and integrity in dealings between 
government and the individual, 
and between each citizen and his 
fellow man. 


Every departure from the high- 
est standard of ethics, whether de- 
liberate or unthinking, bores away 
at the core of our free way of 
life, he said. 

“Business must police its own 
activities,’ the attorney general 
told his audience. “Government 
should only step in when business 
fails to put its own house in 
order.” 


Gailon Fordyce (c.), American Cyanamid Co., is 
surrounded by his successor and his predecessor 
in the office of president of the New York Purchas- 
ing Agents Association: Donald T. Keliher (I.), U. S. 
Metals Refining Co. (1961-1962) and George W. 
Baker, The Port of New York Authority (1959-1960). 


Louis J. Lefkowitz (c.), Attorney General of the State of New 
York, and two of his aids are greeted by Katherine McKee, 
assistant to the executive secretary of the New York Purchasing 
Agents Association. Mr. Lefkowitz was principal speaker at the 
New York meeting. 


al a 
Charles B. Adams, General Electric Co., will serve as first 
vice president for the New York Association during 1961- 
1962. His dinner companions on election night were Mrs. 
Adams (r.) and Mrs, George W. Baker. 


The charm of lovely ladies added a great deal to the 
success of the last meeting of the year. Some of those 
who attended were (I. to r.): Mrs. David Gibson; Anne 
Repko, Howe Sound Co.; and Mrs. Gailon Fordyce. 
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Carborundum® sandpaper sheets, belts, discs 
and Economy” Rolls are deliberat: 
to pay real dividends in small-job sanding 
for all hand applications, and portable o1 
bench machine work. They cut faster and 
finish more uniformly, because they are made 
under the same rigid controls, and from the 
same fine abrasive materials, as the mos 
technical coated abrasive products. Their 
cost is small— but the savings they bring can 
substantially reduce your overall expense 
Give your Carborundum distributor a few 
minutes to show how Carborundum quality 
-backed by his own abrasive knowledge 
and service —can help you 


7 —_— “ . . = some 
Pacem remete ree ee Et CAR BORUND UM 
For More Facts Write No. 218 on Information Card—Last Page 
Avucust 14, 1961 113 





Association News 


Through the eye of PURCHASING’s camera 





NORTH JERSEY—Irene Gordon of 
Wallace & Tiernan, the first woman 
elected as president of a local asso- 
ciation, gets together with her staff 
(Il. to r.): Seated—Arthur Ostrander, 
Aluminum Co. of America, second vice 
president; Miss Gordon; Charles Mess- 
ner, 1.1.1. Federal Laboratories, first 
vice president. Standing—John Babiy, 
M-B Mailing & Packaging Co., secre- 
tary; A. T. Hohnhold, Diamond Alkali 
Co., treasurer; and H. C. Webster, 
Continental Can Company, national 
director. 


EASTERN NEW YORK—Officers for the 1961-1962 year 
are (I. to r.): Richard W. Keeler, John A. Manning Paper 
Co., secretary; Robert W. Van Beusichen, Fort Orange 
Paper Co., treasurer; William C. Bryant, National Com- 
mercial Bank & Trust Co., second vice president; Mark B. 
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WASHINGTON, D. C.—New officers of the association are (I. 
F. Curtin, International Bank, first vice president; Walter M. Prichard, Emerson 
Research Laboratories, president; and Leonard A. Larson, Evening Star New3;- 
paper Co., second vice president. 


to r.): William 


Patten, Behr-Manning Co., first vice president; and Austin 
A. Woodward, Woodward Co., national director. President 


of the Eastern New York Association, J. Burton Mont- 
gomery, General Aniline & Film Corp., was not present 
when picture was taken. 
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WHO SAVES WITH 
THE A-L TOOL STEEL 
STEELECTOR SYSTEM? 


EVERYBODY 
DOES! 


If part of your job 

deals with tool steel, 

you can save time 

and make your work easier by using the Allegheny 
Ludlum STEELECTOR System. And you will be 
saving your company money. Check this list to see 
how the STEELECTOR Program can help you: 


Owner, president, vice president Reduces costs in 
warehousing and purchasing. Insures selection of 
the right tool steel—prevents misapplication and 
wrong heat treatment. 


Operating man, superintendent, foreman, production 
control man Ends availability problems. Large local ware- 
house stocks enable you to reduce your own stocks. Con- 
sistent high quality. 


Engineer, metallurgist Speeds selection of the right tool 
steel—saves selection time for jobs that need it. 


/ 
4 


PROGRAM 


Specifies, designer, tool- 
room man Assures you 
of the availability of the 
size and grade you need. Only 
18 grades to consider for 96 
percent of all applications. 
Stockroom supervisor Saves 
storage space because fewer 
gtades are needed. Ordering, 
paper work are reduced. 
Heat treater Helps you operate furnaces more profitably— 
more tools can be treated at a time. 
Purchasing agent Reduces paperwork and inventory needs. 
Makes your job easier. 
For more information ask your Allegheny Ludlum salesman 
for your copy of the colorful STEELECTOR Booklet, or 
write: Allegheny Ludlum Steel Corporation, Oliver Build- 
ing, Pittsburgh 22, Pennsylvania. Address Dept. P-8-1. 


3242 


’ A 
/ ALLEGHENY LUDLUM 


Tool Steel warehouse stocks throughout the country 
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Faultless 


L900 


DOUBLE BALL BEARING SWIVEL 


MEDIUM DUTY 


CUT YOUR 
HANDLING 
COSTS 3 WAY 





Faultless Caster Corporation 


Evansville 7, indiana 


Send me Free L900 Medium Duty Caster information. 
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Association News 





Denver P.A.’s Give Awards 
To University Students 

The Denver Association of Pur- 
chasing Agents gave public recog- 
nition to two outstanding college 
students. The award winners were 
Raymond Agutter from Univer- 
sity of Colorado and Charles Oaks 
of Denver University. 

The Professional Development 
Committee selects the winners 
from a group of candidates recom- 
mended by the faculty of each 
university. Each student receives 
a special certificate from the As- 
sociation and his name is engraved 
on a permanent plaque displayed 
at his school. 

Officers for the 1961-1962 year 
who will serve the Denver Asso- 
ciation are Paul M. Cheney. Sus- 
quehanna Western, president; L. 
Ray Bryant, McGrew Supply Co., 
vice president; Louis G. Harder, 
Martin Co., secretary; Everett R. 
Pettis. Midwest Steel Corp., treas- 
urer; and C. W. Maning, Climax 
division of American Metals, na- 
tional director. 

Directors for the year are Jack 
Turtle, Ideal Cement Co.; H. Rob- 
ert Grabert, Eastman Oilwell Sur- 
vey Co.; and C. R. Arner, Climax 
division. 

New members introduced at a 
recent meeting were Robert W. 
Duncan, Midwest Rubber & Sup- 
ply Co.; Ralph A. Anderson, Con- 
tinental Air Lines; and Otto Muel- 
ler, Building Material Distribu- 
tors. 


District One Plans 


September Conference 

The 14th Pacific Inter-Mountain 
Conference sponsored by District 
One of the National Association 
of Purchasing Agents will be held 
on September 29-30 in Phoenix, 
Arizona. 

John C. Owens, general chair- 
man of the event, has announced 
that workshops will cover topics 
such as foreign buying, data proc- 
essing, chemicals, electronics, and 
foods. 

An exciting time is also planned 
for the wives who will attend the 
conference. The ladies program 
will include shopping in Scotts- 
dale and lunch at Camelback Inn. 
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Exceptional Service is the Rule at 
Wittichen Chemical Company 





Wittichen Chemical’s truck fleet includes specialized 
types for best handling of chemicals. 
“Get the product to the customer.’’ For 48 years that 
has been the goal of Wittichen Chemical Company of 
Birmingham, Alabama. Night and day they have sup- 
plied industrial chemicals to industries in Alabama, 
Mississippi. and parts of Florida, Georgia and Tennessee. 


To make sure that their customers’ emergency needs are 
met, the company maintains ample stocks of more than 
175 chemicals, controlled by a Kardex control system. 
Experienced phone personnel speed orders to the ship- 
ping departments of the Birmingham and Montgomery, 
Alabama, plants for immediate processing. The company 
has complete cylinder filling operations for chlorine and 
ammonia as well as tank truck, carboy, drum and gallon 


facilities for all acids, solvents, bleaches and other liquids. Phone order service by Bernelle Garner and Sarah Loyd 


is a major factor in prompt attention. 
Wittichen Chemical backs its product availability pro- 
gram with experienced field men offering in-plant tech- 
nical assistance. This customer service is typical of the 
chemical distributors handling Mathieson chemicals. 
For the name of a distributor in your area, call or write 


OLIN MATHIESON, Baltimore 3, Md. a ct 
a ‘ieia” 


ie 

aus it 
<7lin 

CHEMICALS DIVISION 


Truck-load orders usually include a number of 
chemicals. 


MATHIESON CHEMICALS: Ammonia * Sodium Bicarbonate * Carbon Dioxide * Caustic Soda * Chlorine * Hydrazine and Derivatives * Hypochlorite 
Products * Methanol * Muriatic Acid * Sodium Nitrate * Nitric Acid * Soda Ash * Sodium Chlorate * Sodium Chlorite Products * Sodium Methylate 
© Sulfur (Processed) * Sulfuric Acid * Urea 500 
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The Westinghouse man with the motors brings you— 


New Class B Insulation - 
fo give you 10% 
more horsepower 


on totally-enclosed 
Life-Liné motors 





Now Class “B” Insulation replaces Class “‘A”’ as standard 
on totally-enclosed 1-250 hp Life-Line a-c motors giving 
you these advantages: 


4 


Added capacity .. . Operation at 15% over name- 

plate rating without reduction in motor life. 

Longer life . . . 80% to 100% longer life at rated loads 
g ; f 

than motors with Class ‘‘A”’ Insulation. 


This newly designed motor is engineered to give top per- 


formance in a wide range of applications. On-the-line 
experience in the steel industry, where maximum relia- 
bility is essential, has proved its higher output, longer life 
and lower maintenance under the toughest conditions. 


For the ultimate in protection specify Guardistor* 
on all Westinghouse motors. This exclusive built-in static 
motor protection allows the use of maximum horsepower 
over long periods with no danger of motor burnout. f 
For additional information ask for booklet B-7876-A. 
Your Westinghouse sales engineer can supply you with 
complete details on these money-saving motors. Call him 
for full information on how they can fit into your pro- 
duction scheme. Westinghouse Electric Corporation, P.O. 
Box 868, Pittsburgh 30, Pennsylvania. 
You can be sure... uf it’s Westinghouse. 


Westinghouse 


*Trademark 


tWarranty: Westinghouse GUARDISTOR MOTORS on 
frames 182-445 inclusive are guaranteed for one year against 
burnouts due to overheating resulting from: overload, 
locked rotor, blocked ventilation, bearing seizure, single 
phasing, unusual duty cycle, high ambient, or voltage un- 
balance, providing the Guardistor elements are connected 
in a control circuit so that the motor is removed from the 
power source in the event of over-temperature. 
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Distributors Buyers Group 
Elects National Officers 

The Distributors Buyers Group 
of the National Association of 
Purchasing Agents elected officers 
to serve for a two-year term. The 
election was held at the national 


Florida Assn. Names Officers 





Officers of the Florida Association include (I. to r.): Ralph H. Griffith, president; 


Peter A. LoBianco, second vice president; C. J. Herndon, secretary; and Colonel 
Paul Cornwall, treasurer. 


convention in Chicago. 

A. J. Pinkston, Moncrief Lenoir 
Mfg. Co., is chairman of the 
group. F. M. Morris, Longhorn 
Supply Co., is co-chairman and 
Ben H. Brady, Allied Metals Inc., 


secretary-treasurer. 





The dial 
thermometer 
at its hest 


DISTANT 
READING 


Something much 

finer in a dial ther- 

mometer: finer because 

it is the bourdon tube type of thermometer 
at its best...embodies the greater precision 
and lasting accuracy of the Marsh Pres- 
sure Gauge. 

Both vapor tension and gas-filled types 
are available in either distant reading or 
rigid stem types. In the broad Marsh line 
you have a complete selection of tempera- 
ture ranges, case sizes, styles, and finishes. 


a Ask for the Thermometer Catalo 
RIGID 9 


mm MARSH 


MARSH INSTRUMENT COMPANY, Dept. G, Skokie, II. 


Division of Colorado Oil & Gas Corporation 
Marsh Instrument & Valve Co. ian aoe Ltd., 8407 103rd 
Edmonton, Alberta, Canad r br ar Plant 
‘{i21 Rothwell St., Sect. 15, Houston esas Eastern” 
Seaboard Warehouse: Marsh Inst tc 
1209 Anderson Ave., Fort Lee N 
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SKINNER 
4-way 
solenoid 
valves 

built for 
accuracy, 
dependability 


Three basic types in Skinner’s V9 series 

of 4-way solenoid valves for air, hydrau- 

lic oil and inert gases are normally closed 

—normally closed, normally open—norm- 

ally open, and normally closed—nor- 

mally open. Operating pressures up to 225 

PSI. For control of single or double-act- 

ing cylinders, or of larger pilot-operated valves. 

Your option of four flow control combinations. 

* Precise flow control—by adjustable metering 

¢ Compact, direct acting—two 3-way valves in one housing 

¢ Durable and corrosion resistant—stainless steel internal parts 

* Leakproof, bubbletight sealing—soft, synthetic inserts 

* Positive operation mounted in any position—spring-loaded plungers 
* Underwriters approved—wide selection of coils, voltages and frequencies 
¢ Wired from front or rear—housing easily reversed 

* Adaptable to many uses—optional porting arrangements 








For complete information, contact a Skinner Distributor 
listed in the Yellow Pages or write us at Dep't. 60s. 


SKINNER ELECTRIC VALVE DIVISION 
THE CREST OF QUALITY SKINNER PRECISION INDUSTRIES, INC. - NEW BRITAIN, CONNECTICUT, U.S.A 
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“There must be one good source 
for all polymers!” 


There is —— Firestone! 


Count on product-specialized answers for your rubber problems! 


Firestone maintains FR-S® synthetic rubber supplies 
so close to your plant, that you can get delivery 
within 24 hours. As a result, one phone call to 
Firestone connects you with industry’s most com- 
plete source of synthetic rubber polymers. And the 
Firestone polymers you order are quality-proved 
and packaged according to your needs. Prices are 
competitive, too. When you need advice about 
polymer requirements for specific jobs, a Firestone 
Technical Service Man is always ready to help you. 


For help when you need it, call or write Firestone 
Synthetic Rubber & Latex Co., Dept.3-9, Akron, O. 


Firestone’s Diene rubber plant is in full commercial production. 


Firestone 


SYNTHETIC RUBBER & LATEX CO. 
AKRON 1, OHIO baie 


7 


\ 


¥ 0) )) 
MAKING THE BEST TODAY STILi BETTER TOMORROW Ii p 
Copyright 1961, The Firestone Tire & Rubber Ce a}; pet 


npany 


<X 
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GEARS 


and DIFFERENTIALS 


2321 South Concord Rd. 


made to, order 
by 


FAIRFIELD 
YY 


a Plus Value 
IN ANY PRODUCT! 





Simple arithmetic explains why, TODAY, 
many of America’s leading machine makers 
no longer undertake to solve the problems 
involved in production of gears, differentials, 
and specially designed gear parts. For them, 
FAIRFIELD IS THE ANSWER! 

Every facility is available at Fairfield — 
latest, cost-cutting, ultra-modern metal- 
working and heat treating equipment, kept 
busy by volume production, plus expert 
engineering counsel. This makes for econ- 
omy and efficiency that can benefit YOU. 

Check with Fairfield NOW on your gear 
production schedules. As one of the 
nation’s largest independent producers, 
Fairfield can usually give you quickest 
service available and handle any produc- 
tion requirement. Become a Fairfield cus- 
tomer; it pays! CALL OR WRITE. 


FAIRFIELD 


MANUFACTURING CO., INC. 


Lafayette, Indiana 
TELEPHONE: SHerwood 2-7353 


Made to Order for: 


TRACTORS * HEAVY DUTY TRUCKS * AGRICULTURAL MACHINERY * POWER SHOVELS AND CRANES 
MINING MACHINES * ROAD GRADERS * BUSES © STREET SWEEPERS © INDUSTRIAL LIFT TRUCKS 
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Officers Elected at 
Canton and Eastern Ohio 


Canton and Eastern Ohio Asso- 
ciation of Purchasing Agents re- 
cently elected a new slate of 
officers and members of the board 
of directors. J. Sizman, Ohio Fer- 
ro Alloys Corp., will head the 
P.A. group as president. 

William Durian, Diebold Inc., 
and G. Bing, Tyson Bearing Corp., 
will serve as first and second vice 
presidents, respectively. Secretary 
is R. Ross, Hoover Company, and 


R. Hamilton, Babcock & Wilcox 


J. Sitzman, Ohio Ferro Alloys Corp., 
has been elected president of the 
Canton and Eastern Ohio Association. 


Research, will handle the treas- 
urer’s post. 

Directors for the 1961-1962 sea- 
son are: John DeVeny, Morgan 
Engineering Co.; D. Warstler, 
Ekco Products Co.; C. Sheehan, 
Griscom-Russell Co.; and J. Wilk- 
of, Morris Steel Co. Art Minto, 
retiring president, is the new na- 
tional director. 


New Officers Chosen 
At San Antonio 


The San Antonio Association of 
Purchasing Agents recently held 
its first installation of officers at a 
special banquet. In previous years, 
installation of new officers took 
place on election night. 

Frank Scott from the Houston 
Association, sponsor of the San 
Antonio group, was on hand for 
the outstanding occasion. 

New president of the Associa- 
tion is Al T. Tripp, City of San 


(Please turn to page 124) 
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Fine to have around the house 





























STAINLESS STRIP STEEL 


| > =... Superior — Division 


COPPERWELD STEEL COMPANY 
CARNEGIE, PENNSYLVANIA 


For Export: Copperweld Steel International Company, New York 
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“Special Charts 
are a 
GC specialty” 


“Several of our processes call 
for recording charts of special de- 
sign. I’ve found that GC tops the 
field on these just as on standard 
items.” 

Do your technicians need spe- 
cially-designed recording charts 
for particular, individual applica- 
tions? GC has the diversified skills 
necessary to design custom charts 
expertly, produce them accurately 
and economically, and deliver 
them in the shortest time. 

Yes, special charts are a GC 
specialty. And, for your ordinary 
stock chart requirements, you'll 
find more than 5,000 users to vouch 
for GC’s extraordinary service and 
economy. 

GC maintains a catalog selection 
of over 15,000 different types of cir- 
cular, strip and rectangular record- 
ing charts. You get fast shipments 
—save time and clerical work by 
dealing with one supplier instead 
of many—and cut costs further be- 
cause of the economies of GC’s 
large quantity production. 

Write for the complete GC Stock 
List. Name specific instruments 
and we'll include samples for your 
technicians to test in use. 


RECORDING 
CHARTS 


DISTRIBUTED BY: 
TECHNICAL SALES 
CORPORATION 
189 Van Rensselaer St., Buffalo 10, N. Y. 
A SUBSIDIARY OF: 
GRAPHIC CONTROLS CORPORATION 
Buffalo 10, New York 
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Antonio. Elected to serve with 
him were R. A. Davenport, Mid- 
cap Bearing Service, secretary; E. 
J. Petsch, Ed Friedich Inc., treas- 
urer; and B. C. Jackson, City 
Public Service Board, national di- 
rector. 


New Rochester President 


Kurt J. Baum, Labelon Corp., was 
elected president of the Purchasing 
Agents Association of Rochester. Mr. 
Baum succeeds John W. Averill of 
Stromberg-Carlson. 





LOOK ’UM 
AT PAGES 
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Reprinted 
by popular 
demand 


...@ handy new G-E 
Maintenance Guide 

for Fluorescent Lighting 
that hangs on your 

wal/ or fits in your file. 
Available free from the 
makers of dependable 
Genera/ Electric Starters. 


@ Lists trouble symptoms and 
remedies on easy-to-use chart. 


@ Helps you select properly 
matched components. 


This new G-E guide is a handy reference 
chart for maintaining your present sys- 
tem...and more! It helps you to deter- 
mine whether, and how, improvements 
can be made in the combination of 
lamps, starters, ballasts, etc., that you 
have now...to deliver more of the type 
of light you require, at lower cost. It 
brings up points you may not have rea 
lized before, that can make your job 
easier. 

Ask your General Electric distributor 
for the new G-E Maintenance Guide for 
Fluorescent Lighting, or write General 
Electric Company, Wiring Device Dept., 
Providence 7, R.1. 


GENERAL @ ELECTRIC 


For More Facts Write No. 229 
on Information Card—Last Page 


PURCHASING 











Ou Can save 
time and money P 
when you order from an 


AUTHORIZED ~ 
PLEXIGLAS 











Here’s why: 


1. Material you order from your Authorized Ptexictas Dis- 
tributor is ready to use, cut in the exact sizes you want. 
SAVES YOU the cost of cutting operations and equipment, 
as well as scrap loss and waste. 


2. Your Authorized Distributor promptly delivers the quan- 
tities required for current use, as you need them. You don’t 
have to maintain inventory. SAVES YOU storage space, 
and the expense of materials handling, accounting and 
extra insurance. 


Your Authorized PLEXIGLAS Distributor’s stock includes almost 

any size and thickness of PLEXIGLAS® acrylic plastic .. . clear, 

colored, patterned and corrugated sheets ... other plastics ... 

extruded sheets ... rods and tubes ... and a wide range of acces- 

sory products. In addition, he is qualified to help you with fabri- PHILADELPHIA S,PA. 

cation and technical information. He is listed under PLEXIGLAS in Canada: Rohm & Haas Company of Canada 
in the Plastics section of telephone directories in major cities. Lid., West Hill, Ontario 
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1948->PAN AM VOLUME DISCOUNTS FOR LATIN AMERICA 


-PAN AM OFFERS 


FOR ATLANTIC CARGO- 


Pan Am offers businesses everywhere 


At last, modernization of Clipper* Cargo rates is com- 
plete—world-wide! In more cases than ever before, dis- 
tribution via Pan Am costs less than the total for sur- 
face transportation. Look at this rate breakdown 
between New York/London, for example: 





THE BIGGER YOUR SHIPMENT, THE LOWER YOUR RATE 

WEIGHT NEW RATE SAVINGS 
Up to 99 Ibs. . $1.00 perlb. . . 21% 
100-219 Ibs. 69 perlb. . . 28% 
220-549 Ibs. J5Operlb. . . 48% 
550-1099 Ibs Alperlb. . . 57% 
1100-2199 Ibs. ... .36perlb... 57% 
2200-16,499 Ibs. .. .33perlb. . . 60% 
16,500 Ibs. andover** .3lperlb. . . 63% 


**Eastbound only 











126 


To illustrate what these general rates mean, the 225- 
pound shipment that used to cost you $216 now costs 
only $112.59, You save almost half! On a 2250-pound 
shipment, you save $1125. There are similar low rates 
between all other U.S./European points. Specific com- 
modity rates still apply to some items. Among them: 
leather goods, yarns & fibers, clothing & footwear, appli- 
ances, business machines, drugs, pharmaceuticals and 
photographic equipment. 

And you still get all the profit-building benefits of The 
Pan Am World-Wide Marketing Service—at no extracost! 


Pan Am World-Wide Marketing Service builds 


even greater opportunity abroad 


Whatever problem you face in doing business overseas, 
Pan Am can help with the most complete marketing 
service ever developed : 


PURCHASING 





volume discount cargo 


World-Wide information. Current, valuable, authoritative 
market information on 114 world trade centers in 80 
foreign lands. 


World-Wide transportation. More cargo flights direct to 
more of the world’s major markets by Pan Am — the 


world’s largest overseas air cargo fleet. PARA AME 


World-Wide representation. More American and English- 
speaking personnel to represent you and your product Pp 
on the spot at shipping points abroad. Cc oe E ee 
Call your cargo agent, freight forwarder or Pan Am. CARG 
PAN AM PUTS YOU IN BUSINESS ABROAD-— ne the WORLDS 
mMosr 
WITH ONE PHONE CALL! EXPERIENCED aur nye 


+Effective September 1, subject to government approval. 
*Trade Mark, Reg. U.S. Pat. Off. 
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WEATHERHEAD 
HYDRAULIC POWER 
Ss 


VARIABLE rv 
GF) DISPLACEMENT 2 lo 


s 
\\ 
ine a 
|. * 


Meet J.1.C., 
S.A.E., and M.S. 
standards. 
Pressures 

to 3000 psi 





GW) PUMP CONTROLS 


i 


Pressure Control, 
Automatic 
(Constant) Flow 
Control, Manual 
Displacement 
Control 


GW) DIRECTIONAL CONTROLS 


Rotary 4-Way Valves 
Solenoid Valves 
Rotary Ball Valves 








GW) HYDRAULIC DRIVES 


Fixed Displacement Hydraulic Motors; 
Reversible Variable Displacement Hydraulic 
Motors (Integrated 
Torque and 

Speed Control) 








HIGH PRESSURE HOSE 
AND FITTINGS 


Swaged, Crimped, and Field-Attachable 
Flexible Hose Ends. 

Flared and Flareless 

Tube (Pipe) Fittings. 

Integral Check Valves 





@W) SELF-SEALING COUPLINGS 


Ball Check Valve Type 
f "R 


Full-Flow Rotary Ball Type 





THE WEATHERHEAD CO. 


300 EAST 131 ST. * CLEVELAND 8, OHIO 
Distributors in all major markets 
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Evansville Selects Officers 
For 1961-1962 


New president of the Purchas- 
ing Agents Association of Evans- 
ville is Royce C. Cox, Texas Gas 
Transmission Corp. 

Elected with Mr. Cox to serve 
for the coming year were: James 
E. Morse, Keller Crescent Co., 
first vice president; A. R. Shraw- 
der, Shane Manufacturing Co., 
Inc., second vice _ president; 
George G. Yeager, Aluminum 


Royce C. Cox, Texas Gas Transmission 
Corp., president of the Evansville As- 
sociation. 


Company of America, secretary; 
and Nicholas Okruch, Arkla Air 
Conditioning Corp., treasurer. 

Alfred F. Riecken, Orr Iron Co., 
is the national director for the 
Evansville P.A.’s. Members of the 
board of directors are: Orris V. 
Herrell, Mead Johnson & Co:; 
Herbert Troyer, Bernardin Bottle 
Cap Co.; and Larkin L. Rhodes, 
Pro-Tex-All Co. 


Chicago Group Told More 
Women Enter Purchasing 


The purchasing field will be 
much more “attractive” in an- 
other decade was the prediction 
made at a recent meeting of the 
Chicago Association of Purchas- 
ing Agents. 

The 1000-member Chicago As- 
sociation presently includes 40 

(Please turn to page 130) 





NOW AVAILABLE 


TO DESIGNERS AND 
PRODUCT PLANNERS 


What Is PDCS? 
Prototype Die Casting Service is a new 
process which allows the low cost crea- 
tion of die castings . . . in small quantities 

. which look, feel, finish and perform 
remarkably like production die castings. 


Why Was PDCS 


Developed ? 
Overa year andahalfofintensive research 
and test was devoted to the development 
of PDCS to provide a method of supplying 
sample die castings for test purposes... 
without the problem of underwriting per- 
manent tooling charges. 


How Can You Use PDCS? 
If part of the product you are planning 
is to be a die casting and you need proto- 
type die castings to .. . supply your cus- 
tomers with samples... test the function 
of the completed assembly .. . gauge 
sales appeal by market-testing . . . judge 
the ‘feel’ or appearance of the die 
casting .. . PDCS represents the answer 
you have been looking for. 


How Much Does 
PDCS Cost? 
Amazingly little. The factors of shape, 
size, complexity and quantity all play a 

part in determining price. 


How Can You Start To 


Work With PDCS? 
If you have prints, models, sketches or 
just an idea of what you need in a die 
casting ... we are ready to help. Just fill 
out the coupon... clip and mail today. 


NEWTON-NEW HAVEN CO. 


(870) Third Avenue NEWTON 
West Haven, Conn. EW HAVE 
CUSTOM PRODUCERS OF DIE CASTINGS 

| have a problem to which PDCS may 
be the answer. Without cost to me or 
my company... 

[] Prints [] Models [] Sketches are 
being forwarded under separate cover. 
Please submit your cost estimate. 

] Have your representative call. 


[] Send me your free folder, ‘‘PDCS... 
Prelude to Production”’. 


a 
Po) 
COMPANY :_ 
ADDRESS: ___ 
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LET MUELLER 
MAKE IT! 


Mueller Brass Co. of Port Huron is 
much more diversified than the name 
“Brass” implies . . . a lot more. In 
fact, because of its many and varied 
facilities . . . its men, methods and 
metals... Mueller is in the unique 
position of being able to offer true 
single source service. 


MUELLER HAS THE MEN ... €xperl- 
enced engineers with the ability to 
work out, creatively, tough design 
problems, and improve a part or 
components for production by the 
most economical method. You get 
sound engineering plus 44 years of 
practical metalworking production 
experience when you “Let Mueller 
Make It.” 


MUELLER HAS THE METHODS . . 
when you “Let Mueller Make It”, 
you are utilizing one single source 
that is able to produce parts any one 
of these ways: as forgings, impact ex- 
trusions, sintered metal parts, screw 
machine products, formed tube or 
as castings. 


MUELLER HAS THE METALS .. . and 
the materials . . . to produce pre- 
cision parts in aluminum, brass, 
bronze, copper, iron, and steel in 
hundreds of different alloys to meet 
each exact requirement. 


In addition, Mueller Brass Co. has 
complete and modern facilities for 
performing all types of finishing and 
sub-assembly operations. Another 
plus value is nation-wide sales engi- 
neering service. 


So, in the final analysis, no matter 
where you fit in the American indus- 
trial picture, whether you're making 
missiles or mowers...and no matter 
where you're located, it will pay you 
to LET MUELLER MAKE IT! 


MUELLER BRASS CO. 
PORT HURON 30, MICHIGAN 
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women. By a projection of sta- 
tistics from the U. S. Department 
of Labor, it is indicated that by 
1970 the number of women mem- 
bers could climb to about 350 and 
the national figure could reach 
6000. 

F. J. Robbins, president of Bliss 
& Laughlin, Inc., also told the 
P.A.’s (men and women) that the 
Labor Department anticipates the 
demand for male managerial tal- 
ent will exceed the supply during 
the next ten years. Women will be 
called upon to fill many posts now 
held by men, he said. 


Rochester P.A.’s 
Hold Election 


K. J. Baum, Labelon Tape Co., 
was recently elected to the post 
of president of the Purchasing 
Agents Association of Rochester. 

New vice presidents of the As- 
sociation are C. Smail, Shuron 
Optical Co.; J. F. Doris, Schlegel 
Mfg. Co.; and W. G. Smith, Stech- 
er-Traung Lithograph Corp. Sec- 
retary-treasurer is W. R. Barton, 
Consolidated Vacuum Corp. 

Directors of the Rochester As- 
sociation are E. G. Fischer, Tobin 


Packing Co.; E. P. Kron, Eastman 
Kodak Co.; S. O. Gehring, Union 
Steel Chest Corp.; J. W. Averill, 
Stromberg-Carlson Co.; and J. W. 
Conklin, Toledo Kitchen Machine 
div. 


President Elected by 
Old Dominion Assn. 


G. Lloyd Nunnally, director of the 
department of purchases for the Com- 
monwealth of Virginia, was recently 
elected president of the Old Dominion 
Purchasing Agents Association. He is 
a former chairman of District Five 
Public Relations Committee of the 
National Association of Purchasing 
Agents and is currently serving as an 
officer and director of the National 
Institute of Governmental Purchasing. 


St. Louis Association Elects Officers 
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Newly elected officers of the St. Louis Association of Purchasing Agents are 
(|. to r.): Seated—Henry F. Shield, Sporland Valve Co., first vice president; Fred 
A. Biller, Hussmann Refr. Co., president; Jack Darrow, Universal Match Co., 
national director; and H. A. Kramer, Wagner Electric Corp., second vice presi- 
dent. Standing—D. E. Short, International Shoe Co., director; Glenn Otten, 
Nordberg Mfg. Co., treasurer; Norvel Martens, Falstaff Brewing Corp., secre- 
tary; H. Clifford Brown, Joy Mfg. Co., director; and Arnold Vedder, Crown 


Zellerbach, director. 


PURCHASING 





MUELLER CAN MAKE MOST ANYTHING IN 
SINTERED METAL PRODUCTS... 


Sintered metal gears, cams, special 
purpose filters and structural mem- 
bers from iron, nickel, stainless steel, 
brass and copper alloys are produced 
by Mueller for practically every seg- 
ment of American industry. What- 
ever your product requirements are, 
the Mueller Sintered Metal Products 
Division is completely equipped to 
supply you with precision parts to 
exact specifications at substantial 
savings. In addition, the engineering 
staff, machining and finishing facili- 
ties of Mueller Brass Co. are an 
important plus value when you 


LET MUELLER make iT! 














PORT HURON 30, MICHIGAN 
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Look what R/M is doing with TEFLON* 


“ee 9 48 &* 
<a Be See ipa oe- 


CALL R/M FOR 
SPECIALTY PARTS 


R/M is uniquely equipped to machine 
intricate and complex “Teflon” parts 
to your specifications. We utilize spe- 
cialized machines not practical for the 
mass production fabricator to operate 
—and techniques based on many years 
of “Teflon” experience. 

When you want to use the unique 
properties of “Teflon,” such as resist- 
ance to corrosion and temperature, 


high dielectric strength, low coefficient 
of friction and non-adhesive qualities, 
call on R/M — leader in “Teflon” 
processing know-how and engineering 
service. 

Discuss your technical “Teflon” ap- 
plications with our home office or any 
of the district offices listed below. 
Enjoy one-source service that will save 
you time, trouble and money. 


ed trademark for Du Pont fluorocarbon resing 


PLASTIC PRODUCTS DIVISION 


RAYBESTOS-MANHATTAN, INC. 


Manheim, Pa. 


BIRMINGHAM 1 © CHICAGO 31 « CLEVELAND 16 « DALLAS 26 e DENVER 16 « DETROIT 2 
HOUSTON 1 e LOS ANGELES 58 « MINNEAPOLIS 16 « NEW ORLEANS 17 e PASSAIC e PHILADELPHIA 3 


PITTSBURGH 22 « SOUTH SAN FRANCISCO 5 © SEATTLE 4 © PETERBOROUGH, ONTARIO, CANADA 


SPECIALISTS IN ASBESTOS, RUBBER, ENGINEERED PLASTICS, SINTERED METAL 
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GSA Earmarks $221 
Million for Small Business 


Government agencies set an all- 
time monthly high in May by 
earmarking $221 million in pro- 
posed purchases for exciusive bid- 
ding by small business. 

The previous record month 
under the Small Business Ad- 
ministration’s joint set-aside pro- 
gram with procurement agencies 
was June 1960, says Administra- 
tor John E. Horne. In that month, 
$185 million in government pur- 
chases were held for exclusive 
small business bid. 

Prime government contracts 
awarded to small firms in May 
under the set-aside program ad- 
vanced 62.5% over the previous 
month to 4387. The amount was 
also double that of the awards 
made in May 1960. 


Orders for Industrial 
Supplies Continue to Rise 

New orders for industrial sup- 
plies and machinery continued to 
rise in May, reports the Ameri- 
can Supply and Machinery Manu- 
facturers’ Association. 

The association’s seasonally-ad- 
justed new order index advanced 
six points to 194 (July 1948 
100). This is a 3.2% increase over 
the previous month. 

The ASMMA index reflects new 
orders for production tools, equip- 
ment, and supplies. It covers those 
orders placed by industrial dis- 
tributors with their manufactur- 
ing sources. 


Two Purchasing Courses 
To Be Offered by Fordham 


Fordham University will offer 
two evening coeducational pur- 
chasing courses in the fall semes- 
ter. One course will cover fun- 
damentals of purchasing, while 
the other will be on advanced 
techniques. There are no acade- 
mic requirements for admission. 

Complete information on both 
courses is available from the 
School of General Studies, 115 
Keating Hall, Fordham Univer- 
sity, Bronx 58, N.Y. 
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Step up to 


Upgrade unsaturated oils and fats to yield more 
profits! Epoxidize them by Becco’s patented in 
situ method using Hydrogen Peroxide. 

Becco has pioneered the research in epoxi- 
dation reactions making many contributions to 
the plasticiser industry. Our patents are avail- 


able under practically free license. Our methods 











of analysis for oxirane oxygen are now official 
with AOCS; we have 34 years of experience in 
handling Hydrogen Peroxide. 

Becco can back you up with reliable engi- 
neering data and competent research assistance 
—so investigate now—step up the quality of 
your raw materials. Write Dept. PM-61-13. 
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YOU CAN HAVE 


QUALITY 
STAMPINGS 


ENGINEERED 
PRECISION 


Over 45 years of stamping expe- 
rience making quality stampings 
for diversified industries from 
coast to coast assures top quality 
and fast delivery. Savings in 
stamping costs are often brought 
about through slight changes 
recommended by our engineering 
staff ...and performance is often 
improved. With De-Sta-Co you 
better your product—better your 
profit—BETTER DO IT NOW! 


DETROIT STAMPING COMPANY 


340 MIDLAND AVENUE - DETROIT 3, MICHIGAN 


TOGGLE CLAMPS STAMPINGS 


SHIMS 
AND SPACERS 


BLOWER 
HOUSINGS 
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A major expansion of market- 
ing facilities for NCR electronic 
data processing systems is an- 
nounced by the National Cash 
Register Co., Dayton, Ohio. 

Under the program eight re- 
gional offices have been estab- 
lished—in New York, Chicago, 
Los Angeles, Philadelphia, Dallas, 
Atlanta, Hartford and Dayton. 
These will direct computer mar- 
keting activities in the 240 cities 
in which NCR has branch sales 
offices. 

Also the company has _ just 
completed a new EDP headquar- 
ters building in Dayton which 
houses administrative and sup- 
porting personne] for the market- 
ing of electronic systems and serv- 
This facility also provides 
customer services, 
management seminars, 
programming seminars and pro- 
gram research. 


ices. 
for various 
such as 


A trade name prominent in the 
metals industry for 45-years— 
Western Brass—is being changed 
in the interests of simplicity, uni- 
formity and closer identification 
with Olin Mathieson Chemical 
Corp., which makes the brass. 

The new name is Olin Brass. 
The products, customer services 
and sales policies associated with 
Western Brass will not be affected 
by the change, but packaging 
materials, stationery, invoices, 
displays, signs and all other 
graphic forms of identification will 
use the Olin Brass name. 

The change is in line with the 
corporation’s recently-announced 
identity program adopting the 
short two-syllable signature 


“Olin” for everyday use in pref- 
erence to the full 12-syllable legal 
title. By putting the simpler Olin 
signature on most of its product 
groups, including metals, pack- 
aging and chemicals, the company 
hopes to eliminate as much as 
possible any confusion caused by 
an earlier excess of brand names 
and trademarks. 

The familiar “western man” 
trademark of Western Brass—a 
figure in cowboy chaps, gauntlets 
and wide-brimmed ten-gallon hat 
—will gradually be replaced by 
the new graphic treatment of 
Olin incorporating a stylized de- 
sign for the first letter “O”’. 


A new 315,000 square foot addi- 
tion to Motorola’s Semiconductor 
Products Division manufacturing 
facility, which more than doubles 
the size of the present plant, 
has been completed at Phoenix, 
Ariz. 

The new structure represents 
an investment of approximately 
$4.8 million, to which will be 

(Please turn to page 136) 
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“All our purchasing offices use the Yellow Pages 
to locate local supplies and services.” 


America’s buying guide 


says David S. Gibson, Vice-President-Purchases, Worthington Corp., Harrison, N. J. for over 60 yeers! 


“Our buyers refer to the Yellow Pages “Recently, when we wanted to buy a new 
to locate new suppliers that move to their company car, we contacted local auto agencies 
area.” through the Yellow Pages.” 


“The Yellow Pages has helped us locate many “We’ve also used the Yellow Pages to find ma- 
unusual items, too, like special cameras, and chinery dealers who might want to purchase 
even oxygen for our dispensary.” used machine tools and equipment.” 
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CLEVELAND 


CONTAINER 


TWO COMPARTMENTS 
FOR 2 PRODUCTS IN A 
SMART PRACTICAL PACKAGE 


Ze +s 





It doesn’t make any difference what the packaging 
problem may be, we usually can find a practical 
solution — economically! 


This Vivex Products container, reproduced full size, 
packages a nail conditioning powder, chamois, bar of 
soap and promotional leaflet in one compact unit. 


Basically of spirally wound construction it has a 
metal insert which divides the two compartments. Our 
plastic Dial-O-Matic closure dispenses the nail powder 
from the top. The paper slipcover bottom permits easy 
access to the other items. A gold colored label com- 
pletes the package. 


This is another example how we solve packaging 
problems—at low unit cost! 





THE 

Plants and COMPANY Sales Offices: 
Sales Offices: Detroit 
inesiens 6201 BARBERTON AVE. + CLEVELAND 2, OHIO New York City 
Chicago West Hartford 
Memphis ALL-FIBRE CANS - COMBINATION METAL AND PAPER CANS _ Rochester, N.Y. 
caine SPIRALLY WOUND TUBES AND CORES FOR ALL PURPOSES Washington, 0.C 
Piymouth, Wis. Abrasive 

Jamesburg, W. J CLEVELAND CONTAINER CANADA, LIMITED Division 

Greensboro, N.C. Plants & Sales Offices: Toronto & Prescott, Ont. - Sales Office: Montreal at Cleveland 
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added an estimated $2 million 
worth of manufacturing and re- 
search equipment. The addition 
increases the floor space of the 
plant to a total of 575,000 square 
feet at this one location, making 
it the second largest single semi- 
conductor production facility in 
the United States. 

A separate three-story wing of 
some 24,000 square feet will be 
devoted to new executive offices 
and staff functions, with the re- 
mainder being slated for manufac- 
turing purposes. Many employees 
will be added to staff the new 
facility over the next several 
years. 


A new plant for the production 
of welded components for the 
electrical-electronics industry was 
opened at Warren, Pa., by the 
parts division of Sylvania Electric 
Products Inc., a subsidiary of 
General Telephone & Electronics 
Corporation. 

The plant produces automatic 
leads and custom welded assem- 
blies for such electrical-electronic 
product lines as receiving tubes, 
incandescent and other types of 
lamps, semiconductors, and re- 
sistors. The demand for transis- 
tors and other semiconductor de- 
vices has been responsible for 
the growth of Sylvania’s weld 
operation over the past several 
years. 

The new plant houses equip- 
ment capable of producing more 
than one million welded assem- 
blies each week. This is in con- 
trast to a rate of only 200,000 per 
week under previous methods. 
Rate of production has been in- 
creased over 500 per cent with 
vastly improved precision. 


Leeds & Northrup Co., Phil- 
adelphia, announces the opening 
of a new office in Birmingham, 
Ala., to serve Alabama, Missis- 
sippi, and those parts of Ten- 
nessee and Florida which are in 
the Central Time zone. Leeds & 
Northrup makes electronic con- 
trols, electrical measuring instru- 
ments and heat-treating furnaces. 


This is its 41st U. S. office. 
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Call Crucible for special steels and special service 


Crucible’s inside account salesman 
confirms availability and delivery of 
any specialty steel — while you're on 
the phone. 


In fact, he can confirm local delivery 
of any of the thousands of specialty 
steel items he carries in stock. 

He takes personal responsibility, too, 
for cutting through any problems of 


scheduling, shipping or processing that 
may be plaguing you. He can also 
arrange for heat treating, forging, 
buffing, etc. at the lowest possible cost. 
And he’ll answer your questions about 
metalworking, or get help if he can’t. 

He makes steel-buying easy because 
he’s a trained, experienced steelman — 
who knows the most efficient means of 
getting alloy, tool and stainless steels 


from Crucible to you. Just ask for the 
inside account salesman at the local 
Crucible steel center. Or write: Crucible 
Steel Company of America, Four Gate- 
way Center, P.O. Box 88, Pittsburgh 
30, Pa. 

CALL CRUCIBLE 

— and ask to have your name 


added to the mailing list to 
receive local stock lists. 


Zn CRUCIBLE | STEEL COMPANY OF AMERICA 


For More Facts Write No. 239 on Information Card—Last Page 








SUN CUTTING OIL SAVES SIX WAYS. A famous type- SWITCH TO A SUNOCO GREASE STOPS TROUBLE. 
writer manufacturer switched to Sunicut 11 Cutting Oil, Oil was being used to lubricate the control mechanisms 
recommended for its specific cooling and cutting prop- for the system of delicately balanced propellers in this 
erties. Results included better finishes of typewriter parts, huge transonic wind tunnel. But oil leaked . . . caused 
cooler cut-ofis, faster production, improved too) life, less unbalance, violent vibration, gear and bearing failures. 
smoking ...and savings on oil cost of $6300 per year! Sun 1897 Grease was recommended .. . leakage stopped! 
What problems with cutting oils are you trying to meet? Sun 1897 is only one of the vast line of Sunoco greases. 
Staining? ‘Black oil blindness’? Chipping of chasers? Sunoco has water-resistant greases with excellent pump- 
Limited speeds and feeds? Too many grades? Ask your ability; tacky greases that won’t drip, throw off, squeeze 
Sunoco representative. He’ll come up with a job-fitted out; greases for heavy-duty pressure systems; greases that 
transparent oil, emulsifying oil, or chernical coolant that is resist heat, rust; multipurpose greases, and extreme- 
right for you... from a full line of quality cutting fluids. pressure greases ... just to name a few! 


How to tind your best value 


Finding your best value in a petroleum product can be 
as easy as ticking off these three questions: Does the prod- 
uct have the quality we need to keep our operation roll- 
ing? Will it be job-fitted by men who know the score? Will 
it be backed by service we can count on? Better yet, put 
these questions directly to your Sunoco representative 
...and try any one of the Sunoco products he recom- 
mends for your needs! The examples above give some 
idea of the value you will find in Sunoco quality! Q UALIT i ‘ 


THE BEST ECONOMY OF ALL 


SUN OIL COMPANY + PHILADELPHIA 3, PA. 


In Canada: Sun Oil Company Limited, Toronto and Montreal 
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TAYDRAULIC OIL, SUNOCO SERVICE CUT LOSS. A con- 
taminated hydraulic oil had stymied molding operations 
on fiber glass boat hulls, like the one shown above. The 
Sunoco representative showed how to salvage the oil, 
Saving a sizeable sum through his service alone. Now, a 
job-fitted Solnus oil is keeping production rolling. There 
are many more job-fitted hydraulic oils in the Sunoco line 

. oils to help your people get around problems with high 
temperatures, excessive contamination, high makeup... 
oils to clean sludged systems, reduce fire hazards, costly 
corrosion ... oils to cut leakage, end waste and mess... 
oils for systems in the pink of condition. 


Q7 -@1-04-05 


SOLNUS OIL CUT MAINTENANCE 50%. A Pennsyl- 
vania manufacturer compared performance of his regular 
compressor oil with Sun Solnus in two eight-month test 
periods. Solnus 300 gave a savings of 50% on all valve 
maintenance. Dollar savings ran a tidy $915 per year. 
What are you looking for in a compressor oil? An oil to re- 
duce explosion hazards? Cut sludge formation and start-up 
problems? Eliminate cylinder wall scoring? Reduce inner 
cooler clogging, fouling? An oil to give you more efficient 
use of compressor power? Your nearest Sun representative 
is listed below. Call him for help in getting the one Sunoco 
job-fitted oil you need to end your problems. 


in petroleum products 





CONNECTICUT MAINE 
Bridgeport FOrest 6-4351 Portland . SPruce 3 
E. Hartford Butler 9-0291 SPruce 3-1555| Newark 
Paulsboro 
DISTRICT OF COLUMBIA 
Washington NAtional 8-3266 


MARYLAND 
Baltimore PLaza 
FLORIDA | NEW YORK 
Fort Lauderdale JAckson 3-4386 | MASSACHUSETTS _| Albany 
Jacksonville ELgin 3-0941 | Boston ATlar 
Miami JAckson 3-4386 Worcester PLeasant 6 


Brooklyn 
Tampa . . TAmpa 2-2668 


MICHIGAN Buftalo 
GEORGIA Detroit WOodward 1-7240 | 
Atlanta. . MUrray 8-3583 Grand Rapids CHerry 5 


Hamtramck TRinity 2-81 
ILLINOIS a 
SAratog 
Chicago. . EUclid 3-4100 ae ied 


River Rouge . Vinewood 3 
INDIANA 


Huntington 
indianapolis 


Newburgh 


Oceanside 


Rochester 
Syracuse 


MISSOURI 


on 40 
fee ecg pene St. Louis PRospect | 


WAlnut 4-4513 





KENTUCKY 


Louisville SPring 6-4681 Manchester NAtional 5-9696 | Greensboro 





Call your nearest Sunoco office today. Get fast help...real economy with Sun quality 


| NEW JERSEY 


Hackensack HUbbard 7-6780 Akron 


Mitchell 3-8300 | Cincinnati 


South Amboy PArkway 1-2300 


HObart 5-155 
Binghamton SWarthmore 7 


T Wining 1-3100 Allentown 
Long Island City STillwell 6-123 Erie 
New York City Lexing 


ROckville Center 

PEIham 8-3040 Malvern 
FAirview 8-5430 
HArrison 2-0296 | 


Pelham Manor 


NEW HAMPSHIRE | NORTH CAROLINA RHODE ISLAND 
BRoadway 1683 | 


| OHIO | TEXAS 

Blackstone 3-7733 Beaumont TErminal 8-6611 
WAbash 1-5500 Dallas Riverside 7-1611 

HAzel 32-2400 Cleveland VUlcan 3-6100 Houston CApital 7-3317 

Columbus BRoadway 9-9421 

Dayton BAidwin6-1341 | VIRGINIA 

Toledo OXford 3-446] | Norfolk 

Youngstown SKyline 8-4581 Richmond 


| PENNSYLVANIA 
HEmiock 4-9531 
SPruce 4-9440 
TWinbrook 9-3131 
otymo +2: | CANADA 
JOrdan 4.2000 | ONTARIO a 
Hamilton JAckson 7-2903 
London GLadstone 1-4320 
CEntral 5-9350 
EMpire 6-5861 
CLearwater 6-6028 


WEST VIRGINIA 
Huntington . GLadstone 3 


TR 7-3300 . 
: Beaver Wheeling . . CRestview 7-1 


JOhn 1-304 Exeter 

t ! Greensburg 
Harrisburg 
Johnstown . JOhnstown 33-2111 
Niagara 4-2740 
Marcus Hook HUbbard 5-1121| Ottawa 
Philadelphia. Kingsley 6-1600 Toronto 
Pittsburgh STerling 1-1252 Windsor 


QUEBEC 
Montreal 








Providence HOpkins 1-8100 WEllington 5-2423 








For More Facts Write No. 240 on Information Card—Last Page 


Aucust 14, 1961 





for the asking... 


Send for your copy today! 


REP 
. OQ LEE RUBBER & TIRE CORPORATION, 


36 PAGES OF 
USEFUL 
INFORMATION 
on Rubber Hose 


Aire Steam e 
WatereSuctione 


F Specials 


a? Includes do’s and 
don’ts for longer 
life; reference tables; 
how to apply cou- 
plings; other tips; 
information and il- 
lustrations on all 
types of hose. 


UBLIC RUBBER DIVISION 


YOUNGSTOWN 1}, OHIO 
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etiam dame etiee 


“,.. makes a safe outdoor 
‘garage’ for our 45 trucks...” 


says Ww. L. Hause, Assistant to the President, 
Pepsi-Cola Bottling Co., Inc., Pennsauken, N J 


**Our plant yard is a very necessary 
part of our operation, so our Anchor 
Fence must meet several needs. And it 
does. Keeps out trespassers, makes 2 
safe outdoor ‘garage’ for our 45 trucks, 
permits outside storage of other equip- 
ment, too. It’s ideal for traffic con- 
trol. As for maintenance—our Anchor 

Fence is virtually repair-free. 9? 
For more information on how Anchor Fence can 
elp your operation, call your local Anchor Man. 
©” your free Anchor Fence Industrial catalog, 

fil out and mail in coupon at the right. 
For More Facts Write No. 242 
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Division of ANCHOR POST PRODUCTS. INC * 





ANCHOR FENCE 





Plants in Baltimore, Md.; Houston, Texas; Whittier, Calif. 
Sold direct from factory branches in principal cities. 


ANCHOR FENCE 
6615 Eastern Ave., Baltimore 24, Md. 


| Please send me my free copy of the Anchor 
| Fence Industrial catalog. 
Name. 


r --------, 
| | 
| 


Company 
| Street 
City 
L 
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Book Review 





Procurement—The Modern 
Science of Purchasing 


By Henry G. Hodges 
Harper $7.50 

Purchasing agents will welcome 
another new book on purchasing. 
Hodge’s book is a worthy com- 
panion on the purchasing execu- 
tives bookshelf to the older (but 
still up-to-date) texts by Heinritz, 
Lewis and England, and Westing 
and Fine. Dr. Hodges, who is pro- 
fessor of management at Miami 
(Fla.) University is probably 
more oriented to the problems of 
municipal purchasing than any 
of the other authors of purchas- 
ing texts. He has also written a 
book on city management. His 
purchasing text reflects consider- 
able knowledge of municipal and 
governmental buying problems 
but he has also carefully re- 
searched industrial buying tech- 
niques (a number of articles that 
appeared in past issues of Pur- 
CHASING Magazine are cited as 
references.) The result is a well 
balanced text designed to give the 
student or the newcomer to pur- 
chasing a comprehensive picture 
of purchasing problems, practices, 
and policies. 

The author has worked closely 
with many members of the Pur- 
chasing Agents Association of 
Florida; in fact, he dedicates the 
book to the Association’s members. 
No doubt, many of the case prob- 
lems which appear at the end of 
each chapter are based at least 
partly on confidential discussions 
the author has had at various 
times with Association members. 
In any event, the cases reflect real 
understanding of purchasing prob- 
lems. The book has 400 pages 
divided into 27 chapters. It is a 
worthy addition to the growing 
body of literature on purchasing. 


Executive Control—The Catalyst 


By William Travers Jerome III 
John Wiley & Sons, Inc. 


This book should be of interest 
to any purchasing executive in- 
terested in sharpening his man- 


(Please turn to page 144) 
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KEYSTONE WIRE 


makes possible 


° 64% wire reduction 
e Large thin collar 
° Low-cost production 


for Elco Tool and Screw Corporation 


To cold head a plunger-selector lever, vital part in an automobile 
shift mechanism, is a four-blow operation successfully done by Elco 
Tool and Screw Corporation, Rockford, Illinois. Rigid specifica- 
tions call for a 64% wire reduction from the original .306” diameter 
wire. They also designate forming a .660” diameter collar while 
holding a section of the plunger shaft to a 15° +0° 30’. 
Dean Tollefsrud, Purchasing Agent for Elco, reports, “We have 
had excellent results from Keystone Steel & Wire Company C-1038 
Special Process Wire in making this plunger.” Adds Louie Zanin, 
Process Engineer, “Production runs and die life have been good 
for this difficult heading job. We have been successful in forming 
this part even though specifications are critical.” 
Keystone’s Research and Metallurgical departments have devel- 
oped special thermal treatments and closely controlled manufactur- 
> ing procedures to insure uniform temper and structure throughout 
each coil. So, when your specifications call for major extrusions 
pms and severe upsetting, remember the flowability characteristics of 
Keystone Wire. If you desire, long continuous coils are available. 


We shall be glad to help you solve your wire problems. Write us 
for further details. 





























Keystone Steel & Wire Company, Peoria, Illinois 


KEYS TON E 


WiRE FOR INDUS TRY 


MANUFACTURED AT PEORIA, ILLINOIS, U.S.A. 








Free booklet tells you 
what to look for in a 
pressure-sensitive tape 


Here’s a handy, new booklet that gives clear, concise 
answers to nearly any pressure-sensitive tape problem. 
It’s based on Johns-Manville’s long years of experience 
in the manufacture of tapes for electrical and industrial 
applications. It’s called “How To Select A Pressure- 
Sensitive Tape,” and tells you how to effect important 
economies; help speed production; eliminate knotty 
mechanical difficulties. It tells: 


e Why the adhesive qualities of a tape are as important as the backing 
material. 

e@ What causes tape failure; and how to prevent it. 

© A glossary of terms associated with pre 


© A complete list of authoritative technical data f 
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JOHNS-MANVILLE UM 


DUTCH BRAND® TAPES 
BOX 14, NEW YORK 16, N. Y. 


Please send me a free copy of “How 
Pressure-Sensitive Tape.” 


NAME 





ADDRESS 





CITY ZONI 





COUNTY STATE 





$s 
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Firestone 





MOLDED 
ORGANI 


CAN HELP YOU 
SOLVE DESIGN, 
PERFORMANCE 
AND COST 
PROBLEMS 
LIKE THESE 


High density Molded Organic Part elim- 
inates conventional steel band used in 
most automatic transmissions... re- 
duces costs . greatly simplifie 
clutch operation. 





a 


High density 
Molded Organic 
Part replaces 
brass pressure 
plate in clutch 
assembly. 
saves money 
lasts longer 


Resilient Molded 


Parts replace 
bonded cork 
parts on office 
machines...elim- 
inate bonding 
operation... re- 
duce costs...im- 


prove equipment 
performance. 


One-piece Molded Organic Part re- 
places combination metal-rubber 
damper pad in automatic washer. . 
cuts part cost... easier to handle and 
install. 


Semi-flexible Molded 
Organic Partsreplace 
leather washers in 
deep well pump. 

last many times 
longer... eliminate 
serious customer 


ae 


A fresh approach to your own design problems 
with precision pre-tested and scientifically- 
proved WORLD BESTOS Molded Organic 
Parts can help you reduce manufacturing costs 
and improve product performance. Applica- 
tions range from industrial and automotive 
equipment to power tools and home appli- 
ances. Molded Organic Parts can be built 
to meet almost any shape, size or perform- 
ance specification. For more information, send 
sample, sketch or blueprint and brief des- 
cription of operating requirements to: 











NEW CASTLE, IND 
Wortib BesTos *""° Nes 


DIVISION OF THE 


Industrial and Autec 


LiningseTransmission 


otive Brake Blocks and 
LiningseSpecial Clutch 
Facings e Vibration Controls ¢ Sheet Packing 


TIRE & RUBBER COMPANY BEST TODAY — STILL BETTER TOMORROW 


ZH 
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New era of quiet in cooling: Smooth-running Allis-Chalmers pumps and motors 
“‘speak’’ with a whisper . . . circulate chilled water silently for air conditioning 
hospitals, schools, shopping centers or office buildings. Quiet operation is a result 
of the extra attention to detail given in manufacturing and testing. One example 
is the sound analysis laboratory where exact sources of unwanted vibration can 
be pinpointed, new design concepts developed. > 


q 


More air . . . less wear with vibra- 

tion-free compressor: RO-FLO 

compressors with sliding-vane ro- 

tary design eliminate efficiency 

loss inherent in reciprocating-type 

machines. Centrifugal force keeps 

vanes in close contact with cylin- 

der walls, automatically compen- 

sating for wear. Rotary action re- 

duces the number of wearing parts 

to three .. . blades, bearings and 

seals ... maintenance is mini- 

mized. You get many other advan- 

tages with this rotary compressor 

from A-C. Compact design mini- 

mizes floor-space needs. Lack of 

vibration simplifies foundation 

needs and gives you pulsation-free 

air. Operation is so smooth you can 

stand a coin on edge atop a RO- 

FLO compressor operating at full 

peor yee rm ene No bake-out for wet motor: This SUPER- 

compressor. Single-stage units SEAL motor, installed in a low-lying work 

are available for pressures to 50 room of a Connecticut paper mill, has re- 

pounds gauge. Two-stage units to peatedly been under 5 to 6 feet of water. 

125 psig. When the flood water recedes, the motor 
goes back into service without costly, time- 
consuming ‘‘bake-out.'’ POXEAL and SILCO- 
FLEX insulations, used in SUPER-SEAL 
motors, are impervious to moisture, dust, 


To put productive ideas like these to work yor™ "senses 
... see your Allis-Chalmers distributor 


Silent pumps for air conditioning . . . motors that shrug off floods .. . 
compressors that defy wear. These examples demonstrate the extra value 
that is standard with A-C .. . the greater efficiency and added productivity 
which are yours when you buy A-C products, systems and services. Call your 
nearby Allis-Chalmers distributor for details on A-C “worth-more” features. 
Or write Allis-Chalmers, Milwaukee 1, Wisconsin. 


Some franchises are available for A-C compressors, motors, control and pumps. 


ALLIS-CHALMERS PRODUCTS FOR INDUSTRY: compressors, controls, coolers, 
crushers, earth-moving equipment, engines, generators, industrial systems, kilns, 
lift trucks, mills, motors, pumps, rectifiers, screens, switchgear; thermal, hydro 
and atomic electrical generating equipment; transformers, unit substations. 


Ro-Flo, Poxeol, Silco-Flex and Super-Seal are Allis-Chaimers trademarks. A-1498 


ALLIS-CHALMERS 
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Book Review 


(Continued from page 140) 








agerial skills. It examines the nat- 
ure and meaning of executive 
control. The author believes that 
executive contro] is, or should 
be, a systematic effort to evaluate 
actual performance in the light 
of over-all objectives. In this re- 
spect, the author is not original, 
by any means. But his particular 
approach to the subject is unique 
and warrants the serious atten- 
tion of his readers. 

The author has divided his book 
into five parts. The first deals 
with the need for control. Ac- 
cording to Professor Jerome, the 
need has never been more acute. 
The second part deals with eval- 
uation of performance. The third 
(which also comprises about a 
third of the book’s 266 pages) 
deals with systems of executive 
control. The fourth and fifth sec- 
tions deal with the art of review 
and analysis and case studies of 
control as exercised by DuPont, 
General Electric, and Koppers. 





When it comes to a showdown on pre- 
cision, price or delivery on “specials” 
... Fischer is hard to beat! Here’s why 
. . . Fischer has concentrated on pro- 
ducing brass and aluminum nuts in 
standard and non-standard shapes, 
sizes and threads . . . employs specially 
designed automatic machines to pro- 
vide you with high production low 
prices on large and job-lot quantities 


and passes these savings along to you! qe TURN T0 


Rigid quality control techniques plus i 

automated order processing are your a PAGES 
most exacting specifications, delivered oe 

to meet your production schedules. ; 
Let Fischer quote on your next 


order for precision standards, specials 
and miniatures. 


there’s no premium for precision at 


o@ 


FISCHER SPECIAL MFG. CO. 
471 Morgan Street, Cincinnati 6, Ohio 
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CUTS AIR FREIGHT RATES AGAIN...UP TO 


65% 


voy aim ie-lar-t-14t-lalt(omm—ial|elaat-val es 














Now, big savings for volume shippers! Look at these typical bargain prices! 


On September 1, the latest TWA transatlantic rate “accu 


. . : . ‘ minimum between New Yorkt 
reduction brings a new concept to distribution of your weight in and 


pounds Frankfurt Paris London 
under 100 $1.17 $1.08 $1.00 


100- 
speed and convenience of air service to European pee aa ‘=i a 


markets at bargain prices. Reductions range from 220- a ye - 
14% to 65% below present rates! Now it really pays 550- 

; 1099 43 42 41 
to ship all your products TWA Air Freight. TWA 1100- 


: ree a 2199 38 36 
is the only carrier bridging 70 thriving U. S. cities oo st 

and 23 world trading centers overseas. It delivers — = = = 
your goods where the business is... fast. Put TWA’s ——_ = = = 


over 
tEftective Sept. 1, subject to Government approvals 


new international rates to work for you and save! *Eastbound only 


Call your freight forwarder, cargo agent 
or nearest TWA Air Freight office today 7 WA 


AIR FREIGHT 





products overseas! Volume shippers will enjoy the 
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Tomorrow's tubing technology—today 








Would you call this tubing ? 


Many people would not; because they think of tubing in its 
commonest form—circular cross section. Yet shaped tubing 
makes up a big segment of activity here at Superior Tube 
Company. It has to be made to specifications, often complex, 
and held to close tolerances. Often a device to do away with 
costly machining, it must be fashioned with craftsmanship. 
And supporting the techniques this skilled work calls for must 
be metallurgical competence, such as the ability to know 
what alloy best commends itself to the purpose and life ex- 
pectancy of the tubing desired. 


All such know-how is part of the way of life at Superior Tube, 
where small tubing in myriad forms is big business. If you 
have use for shaped tubing, you are invited to submit your 
requirements—and any of the problems that may confront 
you. All our resources will be put to your service. The result 
could be a major advance in the realization of your aims, 
whether in efficiency or economy. 
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In fact, whatever your tubing needs, call on us. At your dis- 
posal are over 120 analyses, standard or special. Our ODs 
run from .010 to 5% in. We maintain veritable Steel Service 
Centers across the nation for the convenience of our cus- 
tomers, and a crew of field specialists are constantly on the 
go—only a matter of hours from your desk and your needs. 
As for shaped tubing, send for a copy of Data Memorandum 
No. 17—it is worth having in your files. Superior Tube 
Company, 2034 Germantown Avenue, Norristown, Pa. 


Superior Tube 


The big name in small tubing 
NORRISTOWN, PA. 
West Coast: Pacific Tube Company, Los Angeles, California 
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KAYTHERTY] ® 


Thermal insulation. . . for indoor and outdoor use up to 
1350 F. K&M KayTHerRM Pipe and Block Insulation with- 
stands the ravages of weather and moisture, and is flame- 
resistant. Lightweight, it reduces shipping costs, as well as instal- 
lation and maintenance costs. It’s strong and easy to work on the 
job. Or, you can pre-fabricate it in the shop and assure perfect 
fit with no breakage in transit. High-impact strength reduces 
damage from rough handling. Built-in compressibility enables 
K&M KaytHerM Block Insulation to conform to irregular 
surfaces, such as bolt heads. K&M KAYTHERM won't disinte- 
grate or lose its efficiency. Remains chemically stable. For 
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K&M buyer’s guide to quality asbestos products for industry 


K&M provides you with the strength, durability, and economy of asbestos —in tex- 
tiles, insulations, building materials, and pipe. 


These tough mineral fiber products offer you sound solutions to the cost price squeeze, aa 
and narrowing profit margins. For more information on these and other K&M prod- CaS CY 
ucts, write: Keasbey & Mattison Company, Ambler, Pa., Dept. I-381. ( 


a 2 e 
— JF 
Our engineers will be glad to apply their skill and experience to help you reduce 6 ) /g6 1isSONn 
your costs in maintenance and production. eee e 
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ea 
Aluminized asbestos cloth for safet Insulating board 
garments, fire curtains, baffles, blankets ( } 
folding doors. KAM KAMKLAD»# reflects up to } humidity, condensation, and heat are Asbestos Sheet Packings remain pliable 
90°; of radiant heat. Solid aluminum foil problems. Tough K&M K-BOARD® with- and resilient! Excellent for Diesel engines, 
bonded to heavy-duty flexible asbestos clot stands soaking heat of 1200 F. Offers low refrigeration equipment, automotive, air- 
Won't deteriorate under severe conditions. Wit! } thermal conductivity, good strength-to- craft engines, and oil refineries. Grades for 
stands flame and water. Prevents vapor penetra weight ratio. It’s flexible enough to be use against hot oils, gasoline, and refriger- 
tion. Contains no glass yarn or filament. There's | formed into curved sheets. Can be sawed, ants. Meets military and naval specifica- 
no evolving of noxious or flammable odors. For drilled, nailed, < painted. For more tions, as well as aeronautical specifications 


informatior te N n | \ 


for walls, fire Gasketing materials for general 
doors, ceilings and floors, wherever steam, industrial applications. K&M Compressed 
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THE MAGIC NUMBER THAT MEANS 
BETTER WASHERS, FASTER DELIVERY 


It stands to reason that the better a company’s production facilities, the 
greater its workers’ skills and experience, the finer its reputation is for 
making quality products...the surer you are of being satisfied. 


129,000 sets of washer dies is a lot of washer dies. That is how many we 
constantly have in stock at Wrought Washer — another reason why 
Milwaukee Wrot Washers are of shapes, sizes and types “too numerous 
to mention.” 


Matter of fact, we have more than 129,000 dies to choose from when your 
orders for standards or specials come in... because virtually every day 
America’s washer users present us with new problems, new requests that 
mean new dies being made. 


Look at the small selection of samples pictured here. For almost 75 years 
washers and stampings have been our entire business. The range: diame- 
ters from 1/16 to 23 inches... thicknesses from .005 to 1 inch... every 
type of metallic and non-metallic material...any type of finish or machining. 


letterhead, mentioning types of washers your company uses most frequently. 


E | PURCHASING PERSONNEL .. . Free samples available. Request on your 
ree 


(~) rn 
la 
mney A WROUGHT 
4 WASHER wee. co. 


2101 S. BAY ST., MILWAUKEE 7, WIS. * SHeridan 4-0771 * twx MI 277 
WORLD’S LARGEST PRODUCER OF WASHERS 
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Book Review 





Modern Production Management 


By Elwod S. Buffa 
John Wiley & Sons $10.25 

This book represents an un- 
usual attempt to combine a text 
describing industrial processes 
with one covering the analytical 
techniques of production manage- 
ment. In one section, the author 
discusses cost data for decisions, 
schematic and graphic techniques 
of analysis (layout and process 
charts, etc.), statistical analysis 
(elementary statistics particular- 
ly as they appty to quality con- 
trol}, mathematical and simula- 
tion models, and linear program- 
ming. Then the author describes 
most of the more commonly used 
manufacturing processes, and then 
goes on to discuss related subjects 
such as work measurement, lay- 
out, maintenance, and wage and 
salary administration. 

The book is a good reference 
for the purchasing agent, or be- 
ginner in purchasing, who has not 
had the benefit of any previous 
academic training in production or 
management. It may be useful for 
background reading for the man 
who has had some academic train- 
ing but no practical experience. 
The sections on statistics, linear 
programming, and work measure- 
ments will be of particular in- 
terest to purchasing executives 
who have done no previous read- 
ing on these subjects. However, 
the purchasing agent with an in- 
terest in exploring these subjects 
in detail will have to turn to a 
book that specializes in them. 


The Wordly Philosophers 


By Robert L. Heilbroner 
Simon and Schuster 


Rev. Paperback Ed. $1.50 


The author says that “this is a 
book about a handful of men with 
a curious claim to fame.” These 
men worked as scholars but “they 
left in their train shattered em- 
pires and exploded continents, 
they buttressed and undermined 
political regimes, they set class 
against class and even nation 

(Please turn to page 152) 
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Imagineering that’s the bold new look at Screw & Bolt. 


@ Screw & Bolt imagineering solves Purchasing Agents’ problems. Imagi- 
neering is that combination of planning, manufacturing know-how and the 
most modern facilities which puts the widest range of threaded fasteners 
right at your doorstep —in just one source MJ And imagineering means un- 
excelled quality and dependability of product—plus “on-time” delivery of 
what you want—when you want it—and where you want it! Hl When you 
think of threaded fasteners, think of imagineering! Call Screw & Bolt! 


VMA @301 





SCREW AND BOLT CORPORATION 


OF AMERICA .- p.o. Box 1708, PITTSBURGH 30, PA. 
Plants: Pittsburgh, Pa. Gary, Ind. Southington, Conn. Norristown, Pa. e Warehouses: Portland, Ore. Denver, Colo. Atlanta, Ga 


Imagineering... for greater fastener progress 
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The strongest fence post will give a little when you 
hang a heavy industrial gate on it. To compensate 
for this, expert Cyclone crewmen 
set the gate post slightly off 
plumb. When the gate is hung, its 
weight pulls the post into line. 

Speaking of industrial gates, 
Cyclone gates are made with |i 
sleeve construction: removeafew |t 
rivets, insert a new part and vou 
have a new gate. Most fence gates are welded; 
smack one with a truck and you have to burn off 
the damaged section and weld on a new one. It’s 
a major rebuilding job. 

Cyclone gates also have adjustable truss rods to 
true them up. Most welded gates don’t. We say 
Cyclone gates never sag, and they don't. 

That’s not all. 





Cyclone uniformly galvanized 


Some chain link fence is galvan- 
ized before weaving. Twisting, 
turning and bending by weaving 
machines may break the seal of 
zinc; leave uncoated ends to 
invite corrosion. 

USS Cyclone Fence is galvanized after weaving. 
With the Galv-After process, developed by 
Cyclone, none of the protective zinc is removed 
from Cyclone chain link after it leaves our hot-dip 
tanks. This adds years to fence life. 


Every part engineered to job 


Take the 4” piece of wire we use to 
fasten fence fabric to line posts. It’s 
about the smallest thing that goes 
into a Cyclone fence, yet we've gone 


to the trouble of pre-shaping it into a clip. The 


clip makes a neater, tighter job and helps us get 
your fence up faster. This can save you money. 


&H For safety, dependability, economy 
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H-Post for strength Q 
The Cyclone H-Post is solid \. 
steel covered with a heavy ASS 

coat of zinc. It’s designed § N 
like a beam for extra strength. & 

Its flange and web make a better bond with con- 
crete than the round type of line post. There’s no 
inside surface to corrode; all surfaces are exposed 
and zinc-protected. The H-Post won’t crimp if 
something rams it. You have to twist it first, then 


bend it to put it down. If it does go down, you can 
straighten it with heat. 


69 Cyclone branches 


Cyclone has 69 branch offices throughout the 
country. Which means, wherever you are, we’re 
reasonably close by. Say your home office is in 
Pittsburgh and you want a fence around your 
plant in Houston, Texas. You call our Pittsburgh 
office and we handle it from there. A man is sent 
out frum our Houston branch to estimate the job. 
All paper work, correspondence and telephone 
calls are handled through Cyclone. You don’t 
move a finger until you sign a contract. That’s the 
most convenient service in the industry. 





Know the brand ¢ @lone 


Cyclone is the largest man- Fence 
ufacturer of chainlink fence 

in the world, and one of the oldest. We've been in 
business 74 years. Cyclone is not a type of fence, 
it's the name of one particular brand of fence. The 
only company that makes USS Cyclone Fence is 
the American Steel and Wire Division of United 
States Steel. And the only people who sell it are 
the 69 USS Cyclone Branch Offices around the 
country. 











USS and Cyclone are registered trademarks 


American Steel and Wire 
Division of 
United States Steel 
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(Continued from page 148) 


against nation—not because they 
plotted mischief, but because ol 
the extraordinary power of their 
ideas.” 

This is a book about the great 
economists of history: Adam 
Smith, David Ricardo, Karl Marx, 
John Maynard Keynes and others. 
Unlike most books about econom- 

s and economists, it is highly 
readable. It makes pleasant read- 
ng out of what is ordinarily a 
dreary subject. In the revised edi- 
tion, the author brings the book 
right up to the minute, discussing 
such present day economists as 
Gailbraith, Hansen and Hayek. 


The Process of Management 


By William H. Newman and Charles 
E. Summer, Jr. 
Prentice-Hall 


$10.60 


The authors regard this as an 
troductory book written for a 
rson who has had some business 
tudy but who is not sophisticated 
ut business operations. This 


may be true but there is no doubt 
that this book has a lot of meat 
for the seasoned business execu- 
tive. The authors discuss the 
traditional approaches to creat- 
ing a business organization. Then 
they deal with the behavioral 
aspects of organization and try to 
relate ideas from psychology, so- 
ciology and cultural anthropology 
to business thought. 

The heart of the book is con- 
cerned with a discussion of the 
basic decision-making process. 
The authors’ discussion is the- 
oretical but not so abstract that it 
wouldn’t make sense to the 
thoughtful business executive. 
Finally, the authors discuss lead- 
ership and the control process. 
The book is divided into six parts. 
Following each part, several case 
histories appear which relate to 
the text material. The authors’ 
approach is different from most 
other books in handling case his- 
tories in that each general case 
covers every part of the book. 
This provides continuity and also 
minimizes the amount of detailed 
reading needed to study each 
case problem. 





Need an original equipment 


VACUUM PUMP? 
See how GAST cuts your costs 


Above (1) is basic Model 1550 Vacuum Pump— 


Cone of 13 sizes). For active customers, Gast 
builds this model in dozens of variations. Spe- 
cific needs are met for vacuum, pressure, lubri- 
cation, drive and type of service. 
For example, (2) is equipped for general purpose 
vacuum. (3) provides both vacuum and pressure 
for paper feeding. (4) oil-less model has carbor 
vanes; never needs oil. (5) has new constant 
level oiler for rigorous industrial duty 
You save because Gast ingenuity and tooling and 
manufacturing efficiency permit high quality at 
production prices. 

WRITE FOR FULL DETAILS—REQUEST 
Gast Manufacturing Corp. 
P.O. Box 117-X a 
Benton Harbor, Mich. 

“Air moy be your answer!" 


a 
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ROTARY @ COMPRESSORS TO 20 P51 


@ VACUUM PUMPS TO 28 IN, 
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Send for General Catalog 75 
and/or Stock List Brochure 


[-farrington 


PERFORATING CO. 


Chicago Office and Warehouse 
5622 rilimore St., Chicago 44 
For More Facts Write No. 255 on Information Card—Last Page 


decorative- 
Patterns 


PERFORATED 
& MATERIALS 
Passage or control of air, sound, 
light or fluid... decorative conceal- 
ment... component protection... 
eye catching, sales-building beauty 
—if your product requires any or all 
of these features, you'll find the 
design and functional versatility you 
need in the Harrington & King line 
of perforated materials. 


FIND NEAREST 


NT 
Wek AGE U Listed Under 
Perforated 


& ing 


INC. 


@ New York Office and Warehouse 
114 Liberty 3t., vept FC, New York 
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This tough corrosion problem 
licked by Mz«T spray-on plastisol coating 


Over 6000 LPG tanks in a severe location were at 
stake in this case. The tanks are installed outside for 
domestic gas service, are coated for appearance as 


well as protection. But coatings suffer constant high 
humidity, windy salt atmospheres, sweating of tank 
surface and expansion and contraction due to refrig- 
eration effect as the liquid contents turn into gas. 

In the worst locations, tanks would have to be re- 
placed after a year. Even in moderate locations, severe 
corrosion would take place prematurely. Require- 
ments called for coating to protect with minimum 
maintenance for five years. 

Exhaustive testing showed that Unichrome Super 
5300 Coating —an M&T sprayable vinyl plastisol 
— had the answer. Having the best combination of 


properties, it could survive and block corrosion in 
locations where rust chewed into metal within 
months. It is a good thermal insulator and controls 
sweating. It has the toughness to resist physical 
damage hazards, the resiliency required by tempera- 
ture change, the stability in sunlight. 

Unichrome Plastisols apply by all usual production 
methods, not only in the heavy duty industrial-type 
protective applications but also for product finishing. 
You can also get M&T spray-on viny] finishes for use 
on patterned metal, or for texture on smooth metal. 

M&T has multi-plant facilities to deliver consistent 
quality, in quantity, on schedule. Avail yourself of 
this kind of service and coating performance, Send 
for bulletin, or an M&T Coating Specialist. 


coatings:-chemicals:minerals:detinning 


plating products: welding products 


METAI 
In Canada 


For More Facts Write No 


& THERMIT CORPORAT 
M&T Products 


ON, General Offices: Rahway, New Jersey 


Canada Ltd., Rexdale, Ontario 
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Purchasing People in The News 





Robert A. Cordner has been 
named supervisor of materials 
for Non-Linear Systems, Del 
Mar, Calif. He will be responsi- 
ble for the scheduling, purchase, 
payment, receiving, storage and 
distribution of a segment of the 
many materials that NLS pur- 
chases. 

Mr. Cordner was formerly 
controller for Electrolab Printed 
Electronics Corp., Encinitas, 
Calif. He is a graduate of Golden 
Gate College, San Francisco, with 
a bachelor’s degree in business 
administration. 


Fred J. MacDougall, assistant to 
the director of purchases of 
Allis-Chalmers Mfg. Co., Mil- 
waukee, Wisc., since 1952, has 
been named director of purchases 
for the company. He succeeds 
K. R. Geist who was recently ap- 
pointed general manager of the 
newly formed special products 
department. 

Mr. MacDougall joined Allis- 


Chalmers in 1936 as an account- 


Fred J. MacDougall 

ant. During the war he served 
as a priority consultant in the 
legal division and in 1947 became 
office manager of the firm’s pur- 
chasing division. He was named 
assistant to the director of pur- 
chases in 1952. 

Mr. MacDougall attended the 
University of Wisconsin and is 
a member of the Milwaukee Pur- 
chasing Agents Association of 
which he is immediate past presi- 
dent and is presently a national 
director, National Association of 
Purchasing Agents. 
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joined 


The appointment of Edward 
W. P. Smith to director of pur- 
chases of Bendix-Westinghouse 
Automotive Air Brake Company, 
Elyria, Ohio, was announced re- 
cently. He succeeds Howard R. 


Edward W. P. Smith 
Hafferkamp, who retired June 1, 
after 21 years in this post. 

Mr. Smith, a native of Cleve- 
land, is a graduate of Case In- 
stitute of Technology with a B.S. 
in Metallurgical Engineering. He 
Bendix-Westinghouse in 
1947 as assistant metallurgist, be- 
came head of the metallurgical 
engineering department in 1954 
and was named _ purchasing 
analyst in 1960. 


Philadelphia Securities Com- 
pany, Inc., Philadelphia, Pa., re- 
cently announced the election of 
Richard E. Penniman as Vice 
President. 

Mr. Penniman was formerly 
secretary and purchasing agent 
of a large Philadelphia-based con- 
struction company. He is a gradu- 
ate of Lehigh University and the 
University of Pennsylvania Law 
School, and is a member of the 
National Association of Purchas- 
ing Agents. 


The following people have been 
appointed corporate purchasing 
representatives for the IBM Cor- 
poration. They will be the pro- 
curement specialists for IBM in 
their commodities. 

Located in the Poughkeepsie, 


New York facility are: J. W. 
Brislin (Electron Tubes, Pulse 
Transformers, Rectifiers); K. A. 
Charon (Power Supplies, Trans- 
formers, Circuit Breakers); J. B. 
Furness (Oscilloscopes, Scrap 
Disposal & Capital Equipment); 
R. J. Lindemann (Low Voltage 
Multiple Connectors, Printed Cir- 
cuits & Motors); J. M. Snyder 
(Sheet Metal). 

Four others, located in the Endi- 
cott, New York facility, are: R. K. 
Packer (Electronic Components, 
Resistors, Capacitors, Delay Lines, 
Inductors); H. V. Grant (Cable 
Assemblies); L. E. Frye, Jr. 
(Plastics (molded and fabricated), 
Bearings); P. M. Deuel (Metallic 
Raw Materials, Castings). 


Promotion of Robert W. Tom- 
linson to manager of purchases 
of the Alpha Portland Cement 
Co., Easton, Pa., has been an- 
nounced. 

Mr. Tomlinson, who started at 


Robert W. Tomlinson 
Alpha as a buyer in 1958, became 
senior buyer in 1960. He succeeds 
Ray L. Hamilton, who recently 
passed away. 


In the July 17th issue, it was 
incorrectly reported that Mr. 
Arthur C. Siegel, prior to his ap- 
pointment with Highway Trailer 
Industries Inc., had been director 
of purchases for The White Motor 
Company, Cleveland. Actually 
Mr. Siegel was staff assistant to 
the director of purchases, Mr. J. 
T. Morrison. 
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NAT’S 
quick facts 

about 
Fasteners... 


SPECIALS 


Welding Fasteners... 
the little things that make a big difference 


Feed 


Welding Fasteners put threads into the 
most unlikely places, and make light of 
the weightiest assembly problems. 

Where hands and wrenches can’t get 
in, for instance, or where material di- 
mensions or contours make it next to 
impossible to use regular fastening 
methods, Weld Nuts or Weld Screws 
neatly side-step the difficulties . . . and 
make assembly simple, fast and foolproof. 

We could go on and tell you more 
about Welding Fastener advantages... 
in improving product design and quality, 
increasing production efficiency, and 
Cutting costs... and we'll be very glad 
to, if you like. 

Right now, though, we’d just like to 
say that when you need certain standard 


Weld Nuts or Weld Screws, and you want 
to be sure they’re designed right and 
made right... that’s where we come 
in. We know Welding Fasteners, and we 
stock many of the most commonly used.* 


We might just mention, too, that we 
happen to be particularly adept at devel- 
oping Special Fasteners for welding. 
They can often be designed to do a 
better job and save money for you. 
Ask us about your applications. 


*Standard types and sizes 
are illustrated and listed 
in National’s booklet on 
Welding Fasteners. Write 
for your copy. 


“Utada The National Screw & Mfg. Company « Cleveland 4, Ohio 


ax 
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California Division, The National Screw & Mfg. Company 


3423 South Garfield Avenue, Los Angeles 22, California 
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NEW STEEL, NEW LACQUERING 
ROVIDE NEW SAFETY FOR YOUR 


> Strong 
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Blued steel that minimizes the problem of rust is being speci- 
fied by more and more Republic Container customers. This 
steel'is especially desirable for lacquer-lined containers, but is 
also used to advantage in plain or decorated drums and pails. 
Blued steel gives you better surface characteristics for coating 
inside and out. 

Second point is Republic’s new lacquering process. To 
eliminate the effects of air turbulence or drafts, special equip- 
ment sets up an electrostatic field within the drum. Lacquer 
mist from a high speed distribution head is uniformly attracted 
over the entire drum interior. You are assured positive lacquer- 
ing in corners and recesses, and at no extra cost. 

The complete Republic line offers sizes, gages, heads, hoops, 
threaded openings, and finishes (paint, galvanizing, or tinning) 
to meet your exact requirements. Drums are produced in 
55-, 30-, 20-, and 15-gallon sizes. ENDURO” Stainless Steel 
Drums and 11%” tight head or lug cover pails are also available. 

One of the world’s largest manufacturers of drums and pails, 
Republic offers complete printing, lithographic, and design 
facilities. For quotes, call your nearest Republic sales office or 
contact Container Division headquarters in Niles, 
Ohio (OLympic 2-2521). For a free copy of 
Republic’s 16-page Container Catalog, clip and 
mail the coupon below. 


PROCESS, 
PRODUCT 


cere 


ea 


one ee rene 


ine 


REPUBLIC CONTAINER CATALOG lists types, sizes, and features. 
Mail the coupon for your free copy. 


xh 
REPUBLIC STEEL 


REPUBLIC HAS THE FEEL FOR MODERN STEEL 


I 
fe) 


REPUBLIC 
Coal 
Chemicals 


LET REPUBLIC HELP YOU with locker plan- 
ning, and relieve you of responsibility 
for installation. Republic's quality steel 
lockers are competitively priced, yet are 
unique in their array of features. Avail- 
able with popular locking devices. 
Bonderizing assures long-lasting beauty. 
For complete information, mail coupon. 


REPUBLIC STEEL CORPORATION 
DEPT. PH-2434 

1441 REPUBLIC BUILDING 
CLEVELAND 1, OHIO 





FOR STRONGER, SAFER FRAMING, replace ordi- 
nary building materials with Republic's easy to 
use METAL LUMBER’. Ideal for dozens of applica- 
tions. Simply measure, cut, and assemble. 
Slotted angle pattern speeds erection, reduces 
time and material costs. Available in two gages, 
two widths, standard bundles of 10- or 12-foot 
lengths. Send for brochure. 


FOR CONSISTENT QUALITY, investigate 
Republic Coal Chemicals: Benzol, Toluol, 
Xylol, Crude Naphthalene, and Sulphate 
of Ammonia—ready for prompt shipment 
from Massillon, Cleveland, Youngstown, 
and Warren, Ohio; Chicago, Illinois; 
Birmingham and Gadsden, Alabama. 
Mail coupon for further information. 


Please send me Republic’s Container Catalog 


I would also like more information on: 


O New Blue Steel used in Republic Containers 


0 Lockers C1 METAL LUMBER 


Name 


O Electrostatically Lined Drums 


0 Coal Chemicals 


Title 





Company 








Address 





City. 
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THESE “WIRE-WOUNDS’” ARE 
CIRCUIT SHRINKERS...... newly 


expanded line lets AXIOHM® power resistors go into smaller circuits! 


Ward Leonard AXIOHM power resistors 
are now available in seven sizes—down 
to 2 watts, up to 12.5. 

They’re ideal for miniaturization in 
printed-circuits, industrial instrumen- 
tation and automation circuitry. But 
they’re recommended for any electrical 
or electronic application where the high- 
est stability and maximum overload ca- 
pacity are required. 

The seven AXIOHM sizes come in a 


complete range of resistance values (see 
table) from 0.1 to as high as 75,000 
ohms. Naturally, they feature the qual- 
ities Ward Leonard has made famous in 
power r¢ sistors: 

Vitrohm vitreous enamel; Ward 
Leonard’s specially made ceramic core; 
specially selected and matched resist- 
ance wire; and strong, permanent, low- 
resistance, spot-welded, lead-to-end-cap 
junctions. °.9 





SIZES AND RATINGS 


j Resistances (ohms) 
Rating Type S$ (onms 
(in watts) in. Max. 





Dimensions (inches) 





Length* | Diam. 








5,000 % XK, 
10,000 | % %, 
15,000 | % x, 
20,000 | '% XK, 
25,000 | %, 
10 | 50,000 | 1% %, 


12.5 : 75,000 | y ¥% 


*Less leads. 





























Get complete details in Supplement C to Catalog 15. Write for your copy and a 
list of stocking distributors today. Ward Leonard Electric Co., 50 South Street, 
Mount Vernon, New York. (In Canada: Ward Leonard of Canada, Ltd., Toronto.) 


RESULT-ENGINEERED CONTROLS SINCE 1892 


WARD LEONARD 
ELECTRIC CO. 


NEW YORK 


WARD (FONARD 


ob 





RESISTORS ¢ RHEOSTATS « RELAYS « CONTROLS « DIMMERS 
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Champion Papers, Hamilton, 
Ohio, has announced the appoint- 
ment of G. A. “Jerry” Jackson 
as director of a newly created 
Administrative Services Depart- 
ment. He will be responsible for 


purchasing, traffic, insurance, 


G. A. Jackson 

personnel, office services, and ma- 
terials management and planning. 

A native of Texas, Mr. Jackson 
joined Champion’s Texas Division 
in 1949, and in 1959 was named 
director of purchases at the com- 
pany’s headquarters in Hamilton. 


Appointment of James Fair- 
bairn as director of purchases for 
The H. M. Harper Company, 
Morton Grove, Ill., has been an- 
nounced. 

Mr. Fairbairn joined The H. M. 


James Fairbairn 
Harper Company in 1935 as pur- 
chasing agent. He is a member of 
the Board of Governors, Purchas- 
ing Agents Association of Chi- 
cago. 
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How can a directory 


this size ae 


be complete ? 





reasons: 
all consumer items are rigidly excluded 


cross-indexing means no duplication of 
product headings 


chemicals listed separately with space- 
saving “key” method 


Telephone numbers included in address 
section 


Go oe oe oe © © © 2 2 2 Se oe 2 ee oe oe ee 


| ; 

| ye Conover-Mast 

| — Purchasing Directory 

| is the only industrial buying direc- 


tory which gives the telephone 
numbers, nation-wide, of companies 


selling to industry. 

Next time you use a directory, 
check CMPD. You will find it com- 
plete, accurate, and easy to use. You 
will find the telephone numbers a 
real time-saver too. 


mee ce ee ee ee ee ee ee ee we oe a = 


OO 0 et a ae ee a a a 


Conover-Mast 
Purchasing Directory 


205 E. 42nd Street * MUrray Hill 9-3250 ¢ New York 17,N. Y. 
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Purchasing People 


~ William H. Spratling has be- 
come director or purchases for 


United States Rubber Co., New 





York, N.Y., succeeding Stanley 
W. MacKenzie who has retired 


after 41 years with the company. 
ac t r Mr. Spratling joined U. S. Rubber 

g h 
Grap ' fe s MANY 


“MECHANICAL ADVANTAGES” LATELY? 


William H. Spratling 


for High Temperature Work—As bearings or seal as a trainee in 1947, following 


rings, several specially-formulated Stackpole Navy service, and has been as- 
grades provide long life and low friction up sistant director of purchases since 
1955. He attended the University 
of Georgia and graduated from 
and exotic materials often fail. the U. S. Naval Academy in 1943. 


to 1200°F—temperatures where more costly 


Samuel W. Hutcheson Sr. has 


for High-Speed, Uniubricated Uses—in terms been named vice president and 


director of purchasing of The 
Belmas Company, Houston, Tex. 
Stackpole carbon & graphite offer many per- He was previously director of 


of life, maximum speed, and low friction, 


formance dividends over even more costly self- purchasing. 
Prior to joining the company 
four years ago, Mr. Hutcheson 





lubricating bearing and seal ring materials. 


Handling Chemicals & Gases—inert Stackpole 
carbon & graphite resist attack in all but the 








most highly oxidizing atmospheres at normal 








temperatures. 


Under Thermal Shock—Stackpole carbon and 
graphite materials will not spall, crack, melt 


or seize in difficult refractory applications. 


Samuel W. Hutcheson, Sr. 


was manager of material control 
and purchasing for A. O. Smith 
Corporations in Houston, and has 
been an active member of the Pur- 
GRAPHITE BEARINGS & SEAL RINGS » ROCKET NOZZLES + PUMP VANES » VOLTAGE REGULATOR chasing Agents Association of 


DISCS « GRAPHITE HEATING ELEMENTS + CHEMICAL ANODES « BRUSHES FOR ALL ROTATING . ‘ , _ » te 
ELECTRICAL EQUIPMENT + ELECTRICAL CONTACTS + CERAMIC MAGNETS © FERRITE CORES Houston for many years. He is 


FIXED & VARIABLE COMPOSITION RESISTORS + SLIDES SWITCHES + and many others. a native of Bogalusa, Louisiana. 
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Stackpole Carbon Company, St. Marys, Pennsylvania 
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Automatic cycling Gisholt 5AR handles variety of bar and chucking tasks, 
depends on nickel alloy steels for resistance to heavy stress and wear. 


Three nickel alloy steels give Gisholt 5AR 
extra strength for precision 


Here’s where Gisholt engineers 
specify nickel steels to insure close- 
tolerance machining with the 
MASTERLINE* 5AR Turret Lathe: 


Chuck screws are made of AISI 3312 
carburized to a case depth of .015” and 
hardened to 60 Rc min. This 342% 
nickel steel resists chipping or break- 
age when the screws are tightened by 
hand or hammer. The strength and 
toughness of AISI 3312 steel well 
match the severe torsional and com- 
pressive loads that are brought to bear 
as the workpiece is locked in place 
and machined. 


Headstock gears in the 5AR lathe 
are AISI 4620 carburizing steel (1.8% 
nickel). Readily heat-treated to a sur- 
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face hardness of 60 Rc, 4620 develops 
average core properties of 135,000 psi 
tensile strength and 105,000 psi yield 
strength. Gears made of this steel sur- 
vive the highest tooth loads and 
abrasive wear. 


Spline shafts are made of AIS! 4340. 
This 1.8% nickel through-hardening 
steel provides excellent strength in an 
extremely tough core for shafts sub- 
ject to high torsional stresses. Oil- 
quenched and tempered to a tensile 
strength of over 200,000 psi, AISI 
4340 develops consistent strength and 


metalworking 


toughness in parts having varied sec- 
tion size. 


When you design, order or use 
heavily stressed parts for machine 
tools, count on the strength and tough- 
ness of nickel alloy steels. And for 
engineering data on these steels to help 
you select the best combinations of 
case and core properties, write to Inco. 
We'll be glad to help. *Reg. trademark 


THE INTERNATIONAL NICKEL COMPANY, INC. 


67 Wall Street NCO. New York 5, N.Y. 
os 


INCO NICKEL 


NICKEL MAKES ALLOYS PERFORM BETTER LONGER 
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Cotton toweling supplied to Jacksonville, 
Florida, City Hall by Jacksonville Linen 
Service, a branch of National Linen 
Service Corp. 


Cotton wins City Hall vote 


A model of modern design, the new 16-story City Hall of Jacksonville, Flor- 
ida, is the pride of every citizen. Here more than 600 city employees work 
in surroundings as handsome and comfortable as they are efficient. 

Among the up-to-the-minute features of the Jacksonville City Hall is 
Fairfax continuous cotton toweling in both employee and public washrooms. 
Selected for its consistently high quality, Fairfax cotton toweling is an 
ideal complement to this building’s striking functional design. In addition, 
it assures good housekeeping, lowers maintenance costs—and is a pleasure 
and convenience for all who use it. 

Why not look into the advantages of cotton toweling for your operation? 

For free booklet, write Fairfax, Dept. S-g. 111 West 
40th St., New York 18. 


Here’s How Linen Supply Works... 

You buy nothing! Your linen supply dealer furnishes 
everything at low service cost—cabinets, pickup and 
delivery, automatic supply of freshly laundered towels 
and uniforms. Quantities can be increased or de- 
creased on short notice. Just look up LINEN SUPPLY 
or TOWEL SUPPLY in your classified telephone book. 





CLEAN COTTON TOWELS...SURE SIGN OF GOOD MANAGEMENT 


TP 
PS O,, 


v 


Fairtax-Towels &: 


Z) 
WELLINGTON SEARS COMPANY, 111 W. 40th STREET, NEW YORK 18, N.Y. SxTire 
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Govt. Cracks Down on 


Inventory Reporting 
(Continued from page 75) 

The Internal Revenue Service 
will also investigate whether the 
taxpayers keeps all the pertinent 
records. For example, when a 
taxpayer uses the LIFO method 
of inventory or changes his meth- 
od of accounting, records in sup- 
port of the necessary adjustment 
should be kept for an indefinite 


time. 


May Question P.A.'s 

Will the purchasing agent be- 
come involved in the Internal 
Revenue Service scrutiny of in- 
ventory reporting? According to 
federal officials, where the judg- 
ment of inventory market value 
is based on the P.A.’s advice, the 
Internal Revenue agent will likely 
want to talk to him. 

How far back will the probe of 
inventory reporting go? The 
agents will apply the policy of 
closer scrutiny of inventories in 
their current examination of re- 
turns. If their probe indicates that 
they should go back to previous 
years, they will do so. If the 
agents discover any inventory re- 
porting discrepancies, they will 
proceed as in any other tax issue 
—with the procedure based on the 
gravity of the offense. However, 
the Internal Revenue Service 
crackdown on inventory report- 
ing should not require any more 
record-keeping than the regula- 
tions have called for all along. 

~ END 
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une “ae 
“It's a brand new technique—instead 


of your buying from us—we take the 
initiative, and sell to you!” 


PURCHASING 





It’s the wise bird who turns to Magnetic At both our East and West Coast 
Metals for hurry-up service on magnetic plants, Centricores® and Powdered Perm- 
cores and transformer laminations. Mag- alloy Filtoroid® cores are stocked in all 
netic Metals keeps on hand an enormous standard permeabilities and sizes for im- 
stock of lamination dies, always ready to mediate shipment, and specials can be 
stamp out the laminations you need, with- made to your specifications on short notice. 
out the delay or added expense of tooling In addition to ultra-fast delivery, you 
up. And Magnetic Metals stock of mag- get expert engineering guidance on the 
netic alloys—largest commercial stock in use of magnetic materials and—most im- 
the world—makes immediately available portant—the consistent uniformity of 
to you the widest choice of magnetic performance that sets Magnetic Metals 
characteristics. cores and laminations apart. 


Why not get in touch with Magnetic 
, | AGNET Ic 


Metals today? 
— MAGNETIC METALS COMPANY ® 
T Hayes Avenue at 21st Street, Camden 1, N.J. ER) 
JE ALS | 853 Production Place, Newport Beach, California 


transformer laminations « motor laminations + tape-wound cores 
b, powdered molybdenum permalloy cores « electromagnetic shields 


wi ee _- 
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PROTECT WITH GER-PAK° 
Polyethylene 


BAGS - LINERS 
SHEETING « TUBING 


—industry’s most versatile, low-cost 


material for packaging « shipping 
e storing 


for drums, cartons, cans, pails 
* Choice of bags and liners in rolls perforated 
for easy detachment, or handy flat individual 
liners * Up to 114 inches wide, no limit to length 
* Available gusseted or non-gusseted * Tie-off or 
peel-over construction 


eX 
for shipping, storing, 101 in plant-uses 
¢ Inexpensive tarps give all-weather pro- 
tection for any size product in transit 
¢ As a pre-packaging material, eliminates need for 
special weather-tight containers * Comes in seam- 
less widths up to 40 feet wide 


as covers, sleeves, containers 
¢ Lay-flat tubing in a wide variety of 
lengths, widths, thicknesses to meet all 
requirements © For positive end-sealing: either heat 
seal or use new, super-adhesive GER-PAK Polyethy- 
lene MIRACLE TAPE 


ej Sadi le 
es 


f STUDEBAKER-PACKARD CORP 
Kenilworth, N. J. 
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New Approach to Purchasing Problems 
(Continued from page 73) 


that will have no waiting time also increases, and 
the waiting time corresponding to any given per- 
cent of orders is shortened. 

Table II (p. 73) summarizes the information 
in Fig. IV. The second column, giving the percent 
of orders which will not heve to wait is represented 
in the chart by the percent values of the three 
curves at zero waiting ‘ime. The third column 
gives the average time an order must wait before 
being typed, data not given in the chart. The last 
column, giving the number of minutes that 95 per- 
cent of all orders will not have to wait more than, 
can be obtained by reading the times at which the 
three curves intersect the 95% line. 

In dealing with real problems we would usually 
have to consider a number of factors not men- 
tioned in the examples such as absenteeism, over- 
time, equipment breakdown, and trends in the 
volume of work. Queuing problems containing all 
of these factors have been solved, often with the 
help of simulation. 

There are many opportunities available for im- 
proving leadtime in procurement. In a particular 
company the answer may lie in automation, more 
personnel, reallocation of duties, smoothing the 
workload with periodic ordering, better inventory 
records, or a new system of priorities. Queuing 
theory offers a means of accurately predicting the 
effects of any of these changes before the money 
is committed or the new system is installed. 
References: 

(1) Philip M. Morse, Queues, Inventories and 
Maintenance, John Wiley, 1958. 

(2) W. Feller, An Introduction to Probability 
Theory and Its Applications, John Wiley, 2nd Ed., 
1957. 

(3) John R. Shelton, “Solution Methods for 
Waiting Line Problems’, Journal of Industrial 
Engineering, July-August 1960, pp. 293-303. 

(4) L. G. Peck and R. N. Hazelwood, Finite 
Queuing Tables, John Wiley, 1958. END 





Now Available—Free reprints of important 
advertisements on 
TOP MANAGEMENT AND PURCHASING 


A special series of advertisements designed to im- 
press top management with the vital profit-making 
role of modern industrial purchasing has been 
appearing in the Wall Street Journal and the Harvard 
Business Review. These educational messages, spon- 
sored by Purchasing Magazine on behalf of the 
purchasing profession, are now available in reprint 
form at no charge. Titles of the advertisements 
currently available are: “There Is As Much Profit in 
a 1.7% Purchasing Saving As in a 10% Sales In- 
crease;” “Profit Making—The New Look in Purchas- 
ing;” and “Value Analysis Purchasing.” For your free 
copies write to: 


Gilbert Victor 
Purchasing Magazine 
205 E. 42nd St. 
New York 17, N.Y. 
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WESTINGHOUSE 


BOOSTS STAINLESS PART 
PRODUCTION 31% WITH NEW 
FREE MACHINING UNILOY 


The Westinghouse Standard Control Division at Beaver, 
Pa., compared New free machining Uniloy 303MA‘* stain- 
less steel with regular Type 303. The part—a close 
tolerance spring end support for circuit breakers and con- 
trol equipment—was machined from 42-inch stock. Here 
are the production line results: 


AISI Type 303 New Uniloy 303MA 
Spindle Speed 890 1180 


nn UNIVERSAL 
No. Pieces per Hour 110 144 
Tool Life Form tool sharpened Form tool sharpened YY 
3 times every 8 hours once every 6 hours 
New Uniloy 303MA also machined cleaner and smoother STEEL CORPORATION 


° ° ° ° ° EXECUTIVE OFFICES: BRIDGEVILLE, PA. 
to produce higher quality parts. It is now specified in all 
*U.S. PATENT NO. 2,900,250 


applications formerly calling for Type 303 stainless steel 
at this plant. 

Cut your production costs! Order New Uniloy 303MA 
at your nearest Universal-Cyclops steel service center or 


sales office. Ask for your copy of the ““Uniloy 303MA” 
brochure. 










STAINLESS STEELS / TOOL STEELS / HIGH TEMPERATURE AND REFRACTORY METALS 
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McGILL 


CAGEROL” 


Cage type 
needle bearings 
| 


by 
} : 
a 


designed 
for longer life 
/under 
adverse operating 
Sondition 


CAGEROL cage type bearings 
can deliver up to ten times more 
expected life where misalignment 
and increased speeds exceed the 
capacities of ordinary end-guided 
needle bearings. Crowned rollers 
in tapered retainer pockets pro- 
vide the balanced roller support 
that eliminates wear and extends 
bearing life. Interchangeable with 
all heavy-duty needle roller bear- 
ings, they are available in shaft 
sizes from .375”, with separable 
inner rings and from .625” with- 
out inner rings. 


AVAILABLE WITH INTEGRAL SEALS 
CAGEROL bear- 


ings are also avail- 
| 





able in a sealed series 
that retain lubricant 
and lock out con- | 
tamination. Five 

seal combinations 
are possible. | 





For data on the complete line of McGill needle 
roller bearings, send for Handbook No. H-62-C. 


— ww 


MeGILE 


engineered electrical products 


precision needle roller bearings 


McGILL MANUFACTURING CO. INC., Electrical Div. 


550 N. Campbell St., Valparaiso, Indiana 
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Cut Costs on 


Small Shipments 
(Continued from page 87) 


40,000 communities depend ex- 
clusively on buses for intercity 
public passenger transport. 

(2) Scheduled Service. The 
user of bus package express can 
usually pull out a bus schedule 
and determine when his package 
will leave and when it will ar- 
rive at the desired destination. 

(3) Fast, Dependable Service. 
Often a package can be delivered 
the same day it is shipped. Over- 
night service is available within 
a five hundred mile radius. Buses 
are now traveling coast-to-coast 
in three and one half days. 

(4) Low Cost Service. Since 
there are no minimum charges, 
and rates are on a per pound 
basis, bus is often the cheapest 
way to ship small packages. Of 
course, it’s cheaper to send heavy 
shipments by rail or motor car- 
rier. 

(5) Twenty-four Hour Service. 
Bus terminals operate around the 
clock which is frequently a great 
convenience to the shipper. 

The big disadvantage of bus 
package express is that pickup 
and delivery service is not pro- 
vided; transportation is from bus 
terminal to bus terminal. 

No bus operator will claim bus 
package express service is the 
complete solution to a buyer’s 
small shipment problems, but it is 
a transportation service that is 
filling a definite need for thou- 
sands of shippers. If you’ve over- 
looked it, you may be missing 
out on a good transportation buy. 


“ 


. alright Horton! Now let’s discuss 
the relationship of your costs to your 
selling prices!” 





2 


FOR 
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SOMERS BRASS CO., INC., WATERBURY, CONN. 
Phone (Area Code = 203) Plaza 6-8321 TWX-WBY77 
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WS 


[runee times » 


wo grade 160 


ew grade 2450P 








wo grade 522 


three outstanding new laminates! 


High legibility letters, numbers or 
symbols can be stamped on this new 
warm punch, paper phenolic grade in 
the same die used for blanking and 
piercing! No separate operation is 
necessary . . . no registration prob- 
lems. Markings are permanent and in 
sharp contrast. Ideal for capacitor 
caps, terminal boards, panels, spacers, 
coil ends, socket bases. Meets NEMA 
X and XP requirements. 


Economical paper phenolic grade 
2450P can be punched warm and has 
improved mechanical strength and 
lower moisture absorption proper- 
ties. It is designed especially for 
mechanical and low voltage electrical 
insulation applications such as con- 
nector blocks, coil and bobbin ends, 
washers, plug and socket bases. Meets 
NEMA X and XP requirements. 


These are the newest materials of CDF research and 
engineering, developed to give you outstanding perform- 


ance at minimum 


*Du Pont trademark 


cost. 


Your inquiry is welcomed. 


® 


Excellent wet electrical and other 
improved properties make this new 
copper-clad glass fabric Teflon* 
laminate ideal for radar insulation, 
missile antennas, critical computer 
applications. Circuits based on this 
grade will show minimum drift under 
varying temperature and humidity. 
Also available without copper for 
such uses as high frequency insula- 
tion in wave guides. 


CONTINENTAL-DIAMOND FIBRE 


CONTINENTAL-DIAMOND FIBRE CORPORATION, NEWARK, DELAWARE ¢ A SUBSIDIARY OF THE -4Aa4é COMPANY 


Aucust 14, 1961 
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Employment Service 





Experience: 215 years experience in 
purchasing as expediter and produc- 
tion buyer for multi-plant corporation 
and medium sized plant respectively. 
Purchased stainless steel plate, sheet, 
bars, tubing, etc.; carbon steel bars. 
pipe, aluminum pipe, tubing, sheet, 
etc.; various M.R.O., welding, and 
plumbing materials and _ supplies. 
Knowledge of perpetual inventory. 
cardex system, inventory mgt., pur- 
chasing procedure. Detailed resume 
furnished upon request. 

Education: Presently in junior year of 
studies for a BBA in administrative 
management with a minor in industrial 
purchasing. Will further educational 
training by studying for masters de- 
gree in management. 

Will relocate. 

Write: Box 78 


Experience: Nine years diversified pur- 
chasing of electrical motor components, 
rubber products, wire, PVC com- 
pounds, and general industrial equip- 
ment, supplies and services. Progressed 
from expediter to buyer, to present 
purchasing agent position. Familiar 
with Govt. specs, value analysis and 
inventory control. 


Education: A.B. Degree in eng. & bus. 
admin. Graduate course in philosophy 
& ind. mgmt. 

Will relocate. 

Write: Box 55 


Experience: Over 17 years—progres- 
sively & professionally developed 
career, multi-plant industrial & metal 
trades to include all facets of material 
management. Procurement, stores, in- 
ventory control & traffic. Experience: 
responsibility in excess of 5 million 
yearly for industrial & governmental 
requirements. 

Education: University of Chicago, Uni- 
versity credits industrial procurement, 
business law & accounting. PAA semi- 
nars, ALMC—supply management & 
procurement. Alexander Hamilton— 
Modern Business. 

Will relocate. 
preferred. 
Write: Box 76 


Calif., 


San Francisco, 


Experience: Twelve years chemical 
purchasing experience. Eight years as 
P.A. both single & multi-plant opera- 
tions. Thorough knowledge of industry. 
Excellent cost saving record. Admin- 
istrative background, sound knowledge 
of procedures. Interested in position in 
chemical or pharmaceutical field. Age 
35. 

Education: Business college diploma in 
Bus. Admin. and Accounting. 

Will relocate. 

Write: Box 84 
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Experience: Buyer—metal, rubber, 
fiber parts. Electr. motor components, 
subcontracting, diversified engr. buy- 
ing. 4 yrs. engineering technician— 
electrical appliance testing research. 2 
yrs. administration officer—interna- 
tional welfare organization. 2 yrs. per- 
sonnel officer—Army Training Center. 
Intelligence Service World War II. 
Education: Liberal Arts Degree— 
Europe. 4 years work at U. S. Uni- 
versities plus public speaking, lan- 
guage, journalism, quality control — 
statistics, movie projection & service 
-Army license. 
Will relocate. 
Write Box 54 


Experience: 12 years combined engi- 
neering & purchasing experience. Pres- 
ently P.A. 70 man dept. Excellent 
knowledge advanced purchasing & in- 
ventory techniques employing EDP, 
OEQ. Well versed learning curve ap- 
plications, cost breakdown analysis. 
Heavy experience major subcontract 
engineered precision products, aircraft, 
avionics industry. Familiar ASPR, 
Gov't contracts. 

Will relocate. East coast or midwest. 
Write: Box 52 


Experience: 


business 


Seven years diversified 
background. Experience in- 
cludes organization, administration and 
policy formation in purchasing depart- 
ments of stamping and die casting 
firms. Comprehensive knowledge of 
purchasing procedures and cost reduc- 
tion techniques. Age 35. 

Education: B.A. in Liberal Arts; Major, 
Philosophy; Bachelor of Bus. Admin., 
with minor in accounting. 

Will relocate. 

Write: Box 75 





HOW TO APPLY 


There is no cahrge for this 
service, which is available 
both to purchasing personnel 
seeking employment and to 
employers requiring replace- 
ments or additions to their 
purchasing depts. Please spec- 
ify the form you want—em- 
ployer or applicant. Address 
all correspondence (requests 
for forms, and answers to ad- 
vertisements) to Box No., 
Employment Service, Purch- 
asing Magazine, 205 East 
42nd St., New York 17. 











Experience: Over 25 years in purchas- 
ing, last eighteen years with contract 
manufacturer of metal stampings and 
assemblies. Complete charge of depart- 
ment. Purchases include steel, alumi- 
num, stainless, castings, refrigeration 
components, equipment, enamels, chem- 
icals, MRO supplies, etc. Available on 
or about September 1, 1961. Age 54. 
Member N.A-P.A 

Education: NA.P.A industrial purchas- 
ing and management courses. Automo- 
tive engineering graduate. 

Will relocate. Prefer New Jersey. 
Write: Box 82 


Experience: Have experience preparing 
bids, bid condition writing and in 
writing specifications. Familiar with 
school stationery and maintenance 
supplies; automotive, woodshop, audio- 
visual and office equipment; lumber, 
hardware, electrical and plumbing 
lines. 

Education: 14% years as an account- 
ing major at San Francisco City Col- 
lege. Courses in blueprint reading and 
construction estimating. Completion of 
purchasing course sponsored by P. A. A. 
of Northern California. 

Will relocate. 

Write: Box 56 


Experience: 3 years highly diversified 
experience as P.A. for small mfg. firm. 
Responsible for all phases purchasing, 
traffic, stores and inventory control. 
Exceptional industrial purchasing ex- 
perience with emphasis on sub-con- 
tracting, metal fabricating and preci- 
sion machining. Presently employed. 
Seek challenge and growth. Age 25. 
Education: 2 years college, various col- 
lege night courses in purchasing and 
gen’l business admin. AA Degree. 

Will relocate. Western United States. 
Write: Box 47 


Experience: 8 years experience with 
large public utility in purchasing & 
stores. 2 years in statistical research. 
Last 16 months spent setting up a value 
analysis department and the operation 
thereof. Wanted: value analysis dept. 
or would establish a program. 
Education: B.B.A. economics 1959; M.S. 
economics. 1961 

Will relocate 

Write: Box 85 


Experience: Four years as buyer. Re- 
sponsible for purchasing steel, electri- 
cal components, cement products, lum- 
ber, office supplies and stationery. Also 
experienced in shipping and expedit- 
ing. 

Education: Technical electrical engi- 
neering graduate, business college 
graduate and received supply control 
training in Army. 

Will relocate. 

Write: Box 58 
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It’s 


REVERE 


all your welded 


STEE 
» TUBIN 


RE AAAI 





Quick delivery to meet your needs for 
Standard and Special types of tube 


When you specify Revere for electric welded steel tubing, 
you are tapping more than 40 years’ experience meeting 
requirements for every type of application. What's more 
you get these advantages: 

Wide selection of shapes—squares, rounds, rectangles, etc. 
in either mechanical or pressure tubing. 

Speedy delivery—continuing set-ups of popular sizes 
from %" to 5” OD and proportionate sizes in squares, 
rectangles, special shapes. (Ask to be put on our Advance 
Production Schedule mailing list—no obligation.) 

Choice of steels and wall thicknesses—from C-1008 to 
C-1030 steels and walls from .028” to .250” depending 
on size and grade of tube. Coated and low alloy high 
strength steels also available. 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
Executive Offices: 230 Park Avenue, N.Y. 17. 
Mills: Rome, N.Y .; Baltimore, Md.; Chicago and Clinton, 
lil; Detroit, Mich.; Los Angeles, Riverside and Santa Ana, 
Calif; New Bedford and Plymouth, Mass.; Brooklyn, 


N.Y.; Newport, Ark.; Ft. Calhoun, Neb. Sales Offices in 
Principal Cities 


Distributors Everywhere 


For More Facts Write No. 269 on 
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Complete facilities for normalizing, annealing, sink draw- 
ing, mandrel drawing and testing are available. Flattening, 
flanging, crushing and reverse flattening tests are part of 
our normal manufacturing procedure and assure you 
tubes that meet your fabrication requirements. 

There’s a Revere Sales Office or Distributor near you. 
Call him with your next specific requirement. 





FREE — informative booklets: 
1—Revere Welded Steel Tubing 
Catalog, 2—Commercial Tolerances 
for Welded Steel Tubing, 3—Welded 
Steel Pressure Tubing. 


REVERE COPPER AND BRASS INCORPORATED 
Rome Manufacturing Company Division 
Box 111, Rome, N. Y. 
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ONLY SQUARE D STARTERS 
WITH ONE-PIECE 
OVERLOAD RELAYS GIVE Absolufe PROTECTION! 
— \ 


e Only Square D makes thermal 
overload relays with 1-piece construc- 
; dans ; ni a Heat-respon- 
tion and only with 1 piece construc shen ann 
tion can you know you've installed the (solder pot) 
wi provides accu- 
heater correctly. Square D 1-piece coho uneniall 
overload relays can be installed only to overload, yet 
one way. They are factory-assembled, prevents mum 
ee : sance tripping. 
individually tested and calibrated, 
completely tamper-proof. Repeated 
tripping will not affect accuracy. TAY: — oe ee 
You pay for overload protection — " j =o is an integral partof 


, == overload unit. It’s perma- 
be sure you get it. Insist on Square D baw nently joined to sclder 
l-piece overload relays for absolute pot, can’t become mis- 


j i aligned. 
protection. aligne 








? Square D Companv 
oo 2 Department SA-218 
Mail coupon Wy 7 “y, iy, “yn 4041 North Richards Street 
today F: ty Up Milwaukee 12, Wisconsin 
for simple yy Please send me information on Square D 
"jig-saw’’ magnetic starters, along with your simple 
demonstrator 3-minute “jig-saw’’ demonstrator 


—see why only 
Square D 
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CITY Zz STATE 


SQUARE J) COMPANY 


wherever electricity is distributed and controlled 
For More Facts Write No. 152 on Information Card—Last Page 








Avucust 14, 1961 
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Trusted by Everyone 
JENKINS VALVES <@> and the Supply Service of 
Jenkins Bros 


the local JENKINS DISTRIBUTOR 


When you deal with the local Jenkins Distributor, you the local sales and service facilities for Jenkins 
get the protection of a DOUBLE ASSURANCE of sat- Valves. They have the stock, know-how and integrity 
isfaction: Valves of unexcelled quality and supply to justify your full confidence. You'll find it good 
service of the highest caliber. Only the most compe- _ business to deal with your local Jenkins Distributor 
tent distributors are selected by Jenkins Bros. to be ...an important part of Jenkins Bros. 




















